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Chiropractic
E CO NO M I C S

NEWSFLASH
UHC issues stay on children
and headaches policy
UnitedHealthcare (UHC) has issued
a stay on its policy restricting
chiropractic care for adolescents,
children, and patients with headaches
— pending additional review.
The American Chiropractic
Association (ACA) is hailing the
change in UHC’s position as an
example of the type of progress that
can be achieved when the profession
unites behind a single cause.
During an Oct. 25 meeting with
members of the ACN Group

Chiropractic Professional Advisory
Council (CPAC), UHC Senior Medical
Policy Director Dr. Richard Justman
reportedly apologized for the way in
which the policy was developed and
called for it to be put on hold and
reviewed immediately.
Justman has asked that a
collaborative review of the literature
be done in conjunction with ACN
Group and important stakeholders in
the chiropractic profession. The
U H C C O N T I N U E D O N PA G E 8 ➤

Anti-chiropractic group expands campaign
The Chiropractic Stroke Awareness Group (CSAG), the group that has
been airing an anti-chiropractic television commercial on a Fox news affiliate
in Connecticut, is expanding its television awareness campaign in the state.
And, on Nov. 3, the group relaunched its print advertising campaign in
the New Haven (Connecticut) Register.
The group’s new commercial is airing on the ABC affiliate, and asks
viewers, “Have you been injured by a chiropractor?”
The organization allegedly represents hundreds of people across the
country who have been injured by chiropractic treatment. It is an offspring
of the consumer group that has been attacking chiropractic in Connecticut
with billboards and bus ads since 2003.
The Connecticut Chiropractic Council (CCC), the International
A N T I C O N T I N U E D O N PA G E 8 ➤

NAMESin the
NEWS
Colorado DCs recognized
Nine awards were given and a
new president named at the annual
state convention of the Colorado
Chiropractic Association Oct. 21.
James M. Farrell was elected
president.
The nine awards were DC of the
Year, James Farrell; Rising Star,
Kristen Kells; Sports, Robert C.
Nelson; Community Service, Michael
Simone; Frank Elliot Pioneer, Robert
C. Nelson; Legislator(s) of the Year,
Sen. Lois Tochtrop and Rep. Anne
McGihon; Neal Bishop Service, Joyce
M. Martello; President’s Service
Awards, James Farrell, Hal Lease,
Don Mielke, Tim Murphy, Steve
Schuster, Nelson Vetanze, and Terry
R. Yochum; and Exhibitor of the Year,
Lynn Toohey of Nutri-West.
Source: Colorado Chiropractic Association,
www.coloradochiropractic.org

SCU paper published
Southern California University of
Health Sciences (SCU) faculty
members Jenny Yu, LAc, MAOM, and
Charles E. Fernandez, DC, MAppSc,
have published a paper entitled “Peer
Review of Teaching,” which is
included in the fall 2007 edition of
The Journal of Chiropractic Education.
Source: Southern California University
of Health Sciences, www.scuhs.edu
N A M E S C O N T I N U E D O N PA G E 8 ➤
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California board to cut its staff
The state board that oversees California’s 15,000
chiropractors is cutting its staff by half. The cut is the
result of a dispute between the California legislature and
Gov. Arnold Schwarzenegger over the board’s autonomy,
according to the Sacramento Bee.
The Board of Chiropractic Examiners’ $3 million budget
was slashed in half when Schwarzenegger vetoed Senate
Bill 801, which would have put a measure on the June
ballot to strip the board of its historic autonomy.
The board, whose primary purpose is to protect
consumers, will now have to prioritize disciplinary cases,
Executive Director Brian Stiger said. Staffing cuts may lead
to delays in granting licenses to new chiropractors.
Source: Sacramento Bee, www.sacbee.com

Organizations support
FCER’s initiatives
Initiatives undertaken by the Foundation for
Chiropractic Education and Research (FCER) are being
recognized through financial support by the College on
Forensic Sciences (CFS) and the American College of
Chiropractic Consultants (ACCC).
Their gifts follow the recent financial donation from
the Academy of Chiropractic Orthopedists (ACO).
“Our organization is excited about the newly
conceived role in which FCER has broadened it services to
the chiropractic profession, especially in the development
of the new Evidence-Based Resource Center (EB-RC),” Max
Denton, DC, DABFP, DABCO, CFS president, said.
William Tellin, DC, ACCC president, said, “The ACCC is
especially pleased about FCER’s new State of Research
(SOR) initiative, where it is working with state association
research committees to identify and initiate new
evidence-based research needs of the profession,
especially in the area of reimbursement.”
Source: Foundation for Chiropractic Education and Research,
www.fcer.org

Palmer receives NIH grant
A $110,000 grant from the National Institutes of Health
(NIH) that could total $750,000 if renewed for three years
has been awarded to Palmer College of Chiropractic.
According to Christine Choate, DC, PhD, executive
director for research, the college received a one-year
grant to aid in Palmer’s ongoing efforts to develop
faculty, create a more evidence-based curriculum, and
expand research efforts throughout the college.
Cynthia Long, PhD, a professor on Palmer’s research
faculty who serves as co-principal investigator, along with
Choate, for this project, said, “We will start out by

assessing attitudes and knowledge among faculty and
students about evidence-based practice. This information
will help us in developing training programs to assist
faculty in incorporating research findings and evidence in
courses throughout the curriculum.”
Educators and researchers at the University of Iowa and
Thomas Jefferson University in Philadelphia will serve as
consultants to Palmer in implementing faculty and student
training programs in evidence-based practice. In addition,
a Palmer advisory committee will play a key role in
implementing the objectives of this grant.
Source: Palmer College of Chiropractic, www.palmer.edu

Northwestern’s cafeteria
honors Greenawalt
A cafeteria at Northwestern Health Sciences University
has a new name — Monte’s Grill — in honor of Monte
Greenawalt, DC, founder of Foot Levelers, Inc., and
longtime supporter of Northwestern.
The cafeteria received a new neon sign outside the
west doors and a painted sign inside on the north wall.
Upcoming additions to the cafeteria include a canvas
awning over the west entrance to Monte’s Grill and two
large contemporary light fixtures.
Greenawalt’s numerous donations to Northwestern
total more than $1.6 million.
Source: Northwestern Health Sciences University,
www.nwhealth.edu

Chiropractic historian mourned
Described by colleagues as a “chiropractic historian
extraordinaire,” Joseph C. Keating Jr., PhD, passed away
Oct. 14 in Kansas City, Mo., where he worked for
Cleveland Chiropractic College-Kansas City (CCCKC) as
historian of the profession.
Keating was a prolific author and researcher who
wrote hundreds of professional papers and many books
chronicling the birth and evolution of the chiropractic
profession. He was a primary contributor to Chiropractic
Economics 50th anniversary issue in 2004.
CCCKC will hold a memorial service on Jan. 31.
Sources: American Chiropractic Association, www.acatoday.org;
Cleveland Chiropractic College, www.cleveland.edu

Survey: Americans embracing
power of wellness
A growing number of Americans are embracing wellness
programs in the workplace to battle rising healthcare costs,
according to the 2007 EBRI (Employee Benefit Research
Institute) Health Confidence Survey (HCS).
According to the survey, more than four out of five
CONTINUED ➤
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Americans (82 percent) said they have a positive view
toward wellness programs as employers increasingly
encourage workers to adopt healthier lifestyles.
Source: Principal Financial Group, www.principal.com

Sherman IMs prospective students
Sherman College of Straight Chiropractic’s admissions
department has launched an instant-messaging (IM)
program to interact with prospective students and answer
questions about admission requirements, application
status, transcripts, financial aid, college visits, and more.
While more traditional methods, such as e-mail
correspondence and phone calls, also keep admission
counselors in touch, the IM program allows for instant
contact when students are looking for immediate
answers.
Source: Sherman College of Straight Chiropractic, www.sherman.edu

U H C C O N T I N U E D F R O M PA G E 5

review must be completed and submitted within 90 days.
In response to UHC’s call for a review of the literature,
chiropractic organizations are being asked to submit
pertinent peer-reviewed and published research to Dr.
David Elton, ACN’s senior vice president of clinical
products, at OptumHealth, in Golden Valley, Minn.
Source: American Chiropractic Association, www.acatoday.org

A N T I C O N T I N U E D F R O M PA G E 5

Chiropractors Association (ICA), the Connecticut
Chiropractic Association (CCA), and the American
Chiropractic Association (ACA) are all addressing the
anti-chiropractic campaign of the organization. (See
“Anti-chiropractic ad appears on Connecticut TV,”
www.ChiroEco.com/antichiropractic, which reported
on the airing of the initial TV ad.)
Sources: PRWeb, www.prweb.com; www.ChiroEco.com

LACC celebrates 96th birthday
The Los Angeles College of Chiropractic (LACC) at
Southern California University of Health Sciences (SCU)
celebrated its 96th birthday Oct. 18.
LACC was incorporated in Los Angeles in 1911, and
since then has become recognized as one of the premier
educational institutions for complementary and
alternative medicine in the United States. LACC currently
has more than 6,000 alumni living throughout the world.
Southern California University of Health Sciences
incorporates the Los Angeles College of Chiropractic, the
College of Acupuncture and Oriental Medicine, and the
School of Professional Studies.
Source: Southern California University of Health Sciences,
www.scuhs.edu

Massage popular for pain
More people are turning to massage therapy for
medical purposes rather than for relaxation, according to
a survey conducted by the American Massage Therapy
Association (AMTA).
The survey found that baby boomers have more
massages than their younger counterparts — and are
more likely to use massage for medical reasons.
Thirty percent of all people who received a massage in
the last five years used the therapy for medical reasons,
compared to 22 percent who sought relaxation and 13
percent who received massage as a simple indulgence.
Almost one-third (32 percent) of Americans said they
have used massage therapy at least one time for pain
relief — just behind those who turned to chiropractic (38
percent) and physical therapy (44 percent).

N A M E S C O N T I N U E D F R O M PA G E 5

Virginia DCs honored
The Virginia Chiropractic Association (VCA) recently
named its chiropractor of the year and elected new board
members.
Joe A. Cantu was named Chiropractor of the Year.
New board members include Drs. Steve Riggleman,
Chris Bruno, Joe Dales, and Lonnie Slone.
Source: Virginia Chiropractic Association,
www.virginiachiropractic.org

Life student in Ironman Florida
Ben Cavaliere, a Life University chiropractic student and
member of the triathlon club, was scheduled to compete
in the Ironman Florida triathlon in Panama City Beach, Fla
on Nov. 3.
Source: Life University, www.life.edu

18 students named to ‘Who’s Who’
Eighteen students from Cleveland Chiropractic CollegeKansas City (CCCKC) will be included in the Who’s Who
Among Students in American Universities & Colleges
directory for the 2007-08 school year.
The college’s honorees include Susan Anschutz, Sean
Bennington, Brian Berlener, Rhett Bruner, Ginger Cavenee,
Jimmie Douglass, Anthony Evans, Robert Hausman, Joey
Koerner, Christopher Murray, Grace Ndirangu, Robert Neu,
Matthew Ormond, Arley Polley, Brandon Schultz, Heather
Seely, Jonathan Streit, and Brandon Ward.

Source: American Massage Therapy Association,
www.amtamassage.org
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EDITORIAL

Chiropractic
E CO NO M I C S

Ask an expert

DEDICATED TO PRACTICE GROWTH AND PROSPERITY SINCE 1954

I

come from a humble, working-class family.
My father was a steelworker; my mother, a full-time
homemaker who cared for me and my six siblings.

As you might imagine, we didn’t have a lot of discretionary money.
It was difficult for my parents to put money aside for the future. What
little money they did save, they put into savings accounts and certificates
of deposit (CDs). They knew nothing of stocks, bonds, and mutual funds.
Because I had no exposure to investing, during my
early years as a working adult, I, too, put money into
the safety of savings accounts and CDs.
Slowly, though, I began to educate myself about
investments. My first baby step was to put money into
money markets. Later, I bought an annuity. And
finally, I decided it was time to invest in mutual funds.
I can still remember the fear I felt as I wrote the
check for my first mutual fund. What if the market
Let me know what’s
on your mind:
goes down? I thought. Will I lose everything?
904-567-1537
Fax: 904-285-9944
In the many years since I opened my first
lsegall@chiroeco.com
investment account, the market has gone up, gone
down, and gone up again — several times.
Ignorance caused much of my fear of the stock market in those early
years. Although I had learned how the market operated, I remained
ignorant about which funds I should buy. I didn’t have anyone to advise

R e c e i v i n g h e l p f ro m a n e x p e r t
me and didn’t know where to get the advice. I felt that the people who
sold me the funds made their recommendations based on the commissions
they would receive.
That changed when my husband and I hired a financial planner. We
talked with several experts and finally found someone who inspired a
comfort level because of two things: He “knew his stuff” and he genuinely
had our interests at heart.
The lesson I learned was this: Ask for help from an expert. Finding an
expert who could complement my lack of knowledge and skill was the best
decision I could have made for my financial future.
This issue is devoted to financial planning and wealth building. I hope
you enjoy it.
Until next time,

We invite you to express your opinion on this or other articles.
E-mail your thoughts to lsegall@chiroeco.com or fax them to 904-285-9944.
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LETTERS

Billing and massage therapy clarified
Excellent article on massage therapy (“Add massage
therapy as an ancillary service”) in the Oct. 8, 2007,
issue. However, I was told recently by a consultant that
it was illegal to do fee splitting with a massage
therapist, due to Stark rules.
If the massage therapist is an independent contractor
rather than an employee does this not apply?
— Chris Klaes, DC
Seymour, Ind.

She said, “You must check with a local healthcare
attorney in your state to be sure, but usually, if this is a
true independent contractor, and you have a set
contract that is legal, you can pay them on a per
massage basis or other such schedule.
“The contract has to meet certain Stark
requirements, such as a set contracted amount. It can
be done, but be careful to do it right.”

You quote MASSAGE magazine concerning how to
compensate an independent contractor, based on how
much insurance will cover. I am not sure it is legal to
bill insurance companies for an “incidental” service
that is performed by a nonemployee.
— Ryan Knight, DC
Deniston, Texas

Editor’s note: We asked Kathy Mills Chang, an expert
in billing and documentation, to clarify how to bill for
massage therapy without running awry of the law.

SEND US YOUR OPINION
Do you have questions or comments on
something you’ve read in the magazine? Let
us know! E-mail your opinions to
lsegall@chiroeco.com, fax them to 904-2859944, or send a letter to Chiropractic
Economics c/o Linda Segall, Editor-in-Chief,
5150 Palm Valley Road, Suite 103, Ponte
Vedra Beach, FL 32082.

CIRCLE 174 FREE INFORMATION
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9

facts you

need to know
about credit

How to make credit work for you and your practice
By William J. Lynott

L

ike fire, credit can be a valuable
friend or a dreadful foe. Used
sensibly, credit can be a major
asset in your professional life.

Use it carelessly and it can become your worst enemy.
Here are nine “secrets” that can help put credit to
work for you and your practice, not against you.

1

Equifax, Experian, and
TransUnion — have compiled a
detailed report about you and your
credit history.
If your credit score is good, it
will be easy for you to get credit
when you need it. If your score is bad, you
may find it impossible to get credit from anyone.
CRAs are required by law to provide you with a free
copy of your credit report, at your request, once every 12
months. You can order your free credit report online at
www.annualcreditreport.com, or by calling 877-322-8228.
Once you have established credit in the name of
your practice, you may order separate reports for your
personal and professional records. While the CRAs will
maintain a separate record for your practice, there is a
strong likelihood your personal and business files will
be cross-referenced. That’s why it is important to follow
smart credit practices in both your personal and
business transactions.
Most of these tips for the smart use of credit apply
equally to your personal and professional credit records.

Know the importance of your credit report. If

you have ever applied for credit, either business or
personal, the three credit reporting agencies (CRAs) —

18
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Improve your credit score. A good score for your

practice will make it easier for you to obtain credit
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However, be sure to keep the cards you’ve had the
longest and cancel the newest cards. The agencies that
monitor your credit history like to see a long record of
prompt payments. Too many new cards will tend to
lower your credit score.
If you have more than one or two unused cards,
spread the cancellations throughout a period of several
months. A rash of card cancellations in quick
succession is another red flag for monitoring agencies.

when you need it and to qualify for business loans at
advantageous interest rates. Improve your score by:
• Paying your bills on time. This is the smart way to
handle credit. Late or missed payments are a sure way
to lower your score.
• Avoiding large credit card balances. Outstanding
balances larger than about 25 percent of your credit
limit are a red flag to financial institutions.
Unfortunately, transferring balances won’t help.
Closing out an account and transferring the balance to
another credit card is likely to lower your score. Each
time you close an account, you lower your overall
credit limit. So, the same amount of debt becomes a
larger percentage of your credit limit.
• Reviewing your personal and business reports yearly.
Look for accuracy in all three credit bureaus once a
year. When you find an error, such as a payment
wrongly labeled as late, notify the CRAs of the error
and make sure it is corrected.

3

6

Once you have separate cards for business and
personal use, don’t apply for new ones unless it’s
absolutely necessary.
If you don’t already have a long and favorable credit
history, opening a new credit line will tend to lower
your score, since you don’t have a proven track record.
New accounts lower the average age of your accounts,
and that, in turn, will affect your credit score.

Use other people’s money to make monthly
purchases. Whenever possible, don’t charge more

than you can pay off in full when your monthly bill
arrives.
When you pay the full balance on your credit card
bill each month, whether business or personal, you are
taking advantage of an interest-free loan from the card
issuer. That’s a huge financial advantage.
If you make only the minimum payments on a
significant balance, it can take years, and sometimes
decades, to pay off the full debt. Once you fall into the
“minimum payment trap,” it can be difficult, if not
impossible, to dig your way out.

4

Don’t carry a pocketful of credit cards. The

5

Don't cancel all of your unused accounts at
one time. If you have many credit card accounts,
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Lock down your credit
You can protect your credit. The three credit
bureaus — Experian, Equifax, and TransUnion —
have all agreed to let people in all 50 states freeze
their credit histories.
A credit freeze stops the bureaus from issuing
your credit history. Freezing the history can help
protect yourself against identity thieves.
For more information on how to lock down
your credit, go to www.ChiroEco.com/lockdown.

7

more credit cards you have in your wallet or purse,
the easier it is for you to spend more money than you
can afford.
A pocketful of credit cards, each with a spending
limit of several thousand dollars, can sweep you up in
the illusion that you have more money than you
actually have, and that’s where trouble begins. For most
professionals, one business and one personal credit card
are all that are necessary. Naturally, all transactions
involving your practice should be handled with your
business credit card.

but are only using a few of them, you should close out
the unused ones.

Think twice before opening a new account.

Forget credit card consolidation. Chances are

you’ve seen those advertisements on television and
the Internet: “Consolidate all your credit card debts
into one low-payment loan.” Some debt consolidation
companies also claim they will negotiate with your
creditors to reduce your debt.
Debt consolidation comes in several varieties,
including debt-consolidation loans, balance transfers to
a zero-percent credit card, and home equity loans or
lines of credit. “However, these services are not a magic
cure for crippling credit card debt,” says Chris Viale,
CEO of Cambridge Credit Corp., a nonprofit creditcounseling agency based in Agawam, Mass.
“Once you allow yourself to get into unmanageable
debt, there’s no easy way out. Debt consolidation may
sound like an easy cure, but many credit card users have
discovered that this choice only led them down the road
to an even more burdensome debt load,” he explains.
CONTINUED ➤
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Where to get your credit history
Three credit companies keep tabs on your credit and give you credit
scores. It is important to review each of their reports annually. You are
entitled to one free report each year. Visit www.annualcreditreport.com
or call 877-322-8228.
Here is the contact information for each of the three credit reporting
companies.
• Equifax: P.O. Box 740241, Atlanta, GA 30374-0241. Order a report,
800-685-1111; report fraud, 877-576-5734.
• Experian: P.O. Box 2104, Allen, TX 75013; Order a report, 888-3973742; report fraud, 888-397-3742.
• TransUnion: 760 Sproul Road, P.O. Box 390, Springfield, PA 190640390. Order a report, 800-916-8800; report fraud, 800-680-7289.

According to Viale, one out of
every three or four persons who take
out a home equity loan to pay off
credit cards finds himself in the same
(or higher) debt position after two
years. Only now, these individuals
have the additional burden of the
home equity loan to pay off.
“The first step that anyone with
unmanageable debt should take,”
says Viale “is to seek professional
debt counseling.” The advice is not
surprising, since Viale heads a debtcounseling group.
But other professionals agree with
him. “Consolidating debts may be
only digging yourself into a deeper
hole,” says certified financial planner
Brent A. Neisner of Greenwood
Village, Colo. “Before you take that
serious step, you should ask yourself
how you got into debt trouble.
Overspending almost always
involves emotional and psychological issues that aren’t going to go
away by treating the symptoms.”

8

Eliminate preapproved
credit card offers. Those

preapproved credit offers that find
their way into your mailbox
represent a temptation for identity
thieves who might try to open new
credit accounts in your name or the
name of your practice.
Once they get their hands on
such a piece of mail, they can
complete the offer by listing a
different address. Then they will
have an account opened in your
name or the name of your practice
without your knowledge.
Fortunately, there is a way for
you to opt-out of these credit offers.
You can opt-out by visiting the
official Consumer Credit Reporting
Industry Web site at
www.optoutprescreen.com, or by
calling 888-567-8688 to opt-out via
telephone.
CONTINUED ➤
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9

Understand the difference between debit and
credit cards. You have probably been reading and

hearing a lot about debit cards lately. Card issuers have
been promoting their use for several reasons — few of
which work to your advantage.
While debit and credit cards have many similarities,
the differences can significantly affect your financial
life.
To begin with, it’s easier to qualify for a debit card
than a credit card. That’s because no credit is involved.
When you use a debit card, you must already have the
money in your account at the bank. Your purchase is
debited to your account electronically as soon as you
make your purchase.

Quick Takes
• Learn how your credit score is calculated. Go to
www.chiroeco.com/creditscore.
• Get a free credit report. Go to
www.annualcreditreport.com or call 877-322-8228.
• Stop receiving preapproved credit card offers. Go
to www.optoutprescreen.com or call 888-567-8688.
• Learn to manage your credit. Go to the National
Foundation for Credit Counseling's Web site,
www.nfcc.org.

Debit cards, then, are almost like cash. Unlike
writing a check, using a debit card saves you from
having to show identification when you conduct a
transaction. A debit card not only frees you from
carrying cash, but it is also more readily accepted than
checks where you aren’t known.
However, debit cards carry their own special set of
disadvantages that you need to be aware of. Unlike
credit cards, debit cards give you no grace period for
paying your bill. The money is deducted from your
account immediately each time you use it.
Unless you’re a fastidious record keeper, keeping your
account in balance can be a problem. It’s easy to
misplace a receipt and forget to notate the transaction
in your check register.
That can result in overdrawn accounts and financial
penalties.
While you get protection from liability due to fraud
on credit card and debit card purchases, debit cards do
not offer the same protection as credit cards in the case
of defective or unsatisfactory merchandise.
With credit cards, you may dispute errors or
unauthorized charges and withhold payment until the
CONTINUED ➤
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Need help managing your credit?
The National Foundation for Credit Counseling (NFCC) is the nation’s
oldest and largest nonprofit organization providing education and
counseling services on budgeting and credit with nearly 1,500 member
agency locations across the United States and Puerto Rico. Many NFCC
member agencies use the Consumer Credit Counseling Service trademark.
To contact the NFCC member office nearest you, call toll-free from a
touch-tone phone 800-388-2227 or visit the NFCC Web site at
www.nfcc.org.

matter is resolved. This allows you
to use your money while the
circumstances are being
investigated. With a debit card,
your money is spent the moment
you complete the transaction.
If you’re the type of credit user
who lacks the discipline to keep
your debt load manageable, debit
cards will restrict you to making
only those purchases you can pay
for right now.
For some people, this can be a

powerful motivator to switch to
debit cards.
However, if you’re a so-called
convenience user of credit —
someone who pays off your credit
card balances in full each month
— the last thing you need is a
debit card.
You’re now enjoying up to 40
days of free use of someone else’s
money. This is called “using the
float” — the period between the
purchase date and when the money

is actually withdrawn from your
account.
In this case, you should
congratulate yourself on your
financial acumen and hang on to
those credit cards.
Credit in itself is not harmful. In
fact, used skillfully, credit can be a
profitable tool for managing your
professional and personal financial
affairs. Observance of these tips
will help to make credit one of
your assets, not one of your
liabilities.
William J. Lynott is a
freelance writer whose work
appears regularly in leading
trade publications and
newspapers, as well as consumer
magazines including Reader’s Digest
and Family Circle. He can be reached
at lynott@verizon.net or through his
Web site, www.blynott.com.
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5 ways to cut your tax bill
Give less to the IRS; keep more for your practice
By Christopher R. Jarvis, MBA, and Robert J. Wassel, CPA, MBA

A

s a top-earning chiropractor, do
you realize you spend 40
percent to 50 percent of your
working hours laboring for the IRS and
your state?
That is a lot of time with patients! With those
sobering facts in mind, you may be interested in how to
give less to the IRS and keep more in your practice’s
coffers. Here are five ideas to consider:
1. Protect your assets. As a chiropractor, you do
not face the malpractice liability of your physician
counterparts. As a business owner and employer,
however, you do.
What you may not realize is a
claim by a patient or
employee will likely
threaten all of your
practice’s accounts
receivable (AR),
including those
you earn.
Typically,
AR is a

chiropractic practice’s most valuable asset.
For this reason, many chiropractors are beginning to
implement strategies for asset-protecting their receivables
that medical doctors have been using for years.
2. Share income with lower-income family
members. Congress changed the rules on this
technique in 2006 by increasing the minimum age for
children involved in the business from age 14 to age 18.
Nonetheless, this strategy may still remain a viable
option for you. Essentially, this is accomplished by what
is called “income sharing” — spreading the income
created within a family limited partnership (FLP) or
limited liability company (LLC) to the limited partners
or members who are in lower tax brackets.
If you are in the 40 percent (state and federal) tax
bracket, but your children older than age 18 are in
either a 10 percent or 15 percent tax bracket, your
LLC/FLP can save significantly on income earned by
LLC/FLP assets, such as mutual funds, rental real
estate, stocks, and bonds. Typically, this is a technique
recommended by many CPAs.
3. Gain tax deferral through cash-value life
insurance. Under realistic assumptions, a $500,000
mutual fund portfolio may generate an annual tax
liability of $10,000 to $25,000.
Similar investments within a cash-value life
insurance policy generate no income taxes because the
growth of policy cash balances is not taxable. Also,
nearly every state protects the cash values from
creditors, although the amount shielded varies
considerably among each state.
4. Find a tax-minded investment manager.
Investment portfolios can create large tax burdens in
the long term. To avoid taxes, consider finding an
investment manager who manages clients’ portfolios to
reduce income and capital gains taxes.
5. Use charitable giving to reduce taxes. A
number of ways exist for you to make tax-beneficial
charitable gifts while benefiting your family as well.
The most common tool for achieving this “win-win”
opportunity is the charitable remainder trust (CRT).
CONTINUED ➤
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A CRT is an irrevocable trust
that makes annual or more frequent
payments to you (or to you and a
family member), typically, until you
die. What remains in the trust then
passes to a qualified charity of your
choice. A number of advantages
may flow from the CRT.
• Tax deductions. You obtain a
current income tax deduction for
the value of the charity’s interest in
the trust. The deduction is
permitted when the trust is created,
even though the charity may have
to wait until your death to receive
anything.
• Enhanced investment return.
The CRT becomes a vehicle that
can enhance your investment
return. Because the CRT pays no
income taxes, the CRT can
generally sell an appreciated asset
without recognizing any gain.
This enables the trustee to
reinvest the full amount of the
proceeds from a sale and generate
larger payments to you for your life.
• Estate tax deduction. The trust
becomes eligible for an estate tax
deduction if it passes to one or
more qualified charities at your
death.
This article gives you a few ideas
for how to save in taxes for 2007.
Some of these are quite wellknown by all advisors; a few require
specialized expertise.
Christopher R. Jarvis, MBA,
(Jarvis@ojmgroup.com) is a
lecturer and author of the
books The Doctor’s Wealth
Protection Guide and Wealth
Protection, M.D. He is also a cofounder of the financial consulting firm
O’Dell Jarvis & Mandell
(www.ojmgroup.com) with more than
1,000 doctor clients nationwide.
Robert J. Wassel, CPA, MBA, is the
chief investment officer of the firm.
They can be reached at 877-ojm-4doc.
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Obey 7 rules to

protect your assets
By
By Darrell
Darrell Aviss
Aviss

A

nanny who worked for a
wealthy business owner was
driving her employer’s children
to school.
While talking on her cell phone, she ran a red light
and crashed into another car. The accident killed a
family of three.
State law stipulated that in such cases, both the
driver and the vehicle owner were liable. Both the
business owner and his wife were named on the car’s
registration — as they were on all of their personal and
professional assets. Due to the lack of protection
planning, the accident ultimately put all of the business
owner’s assets in jeopardy.
You spend most of your working life building your
practice. Could you survive the cost of a catastrophic
loss?
The United States is host to 95 percent of lawsuits
filed worldwide, according to The Sovereign Society
(www.sovereignsociety.com). A new lawsuit is filed
every 30 seconds, and if you own your own business,
you have a one-in-four chance of being sued this
coming year. “The toll of just one lawsuit can be so
great that, guilty or innocent, many small firms end up
shutting their doors, lay off their employees, and vanish
into legal graveyards,” said Jack Fans, president of the
National Federation of Independent Businesses.

30
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THE RULES
What can you do to protect your personal and
business assets from frivolous lawsuits and the
possibility of judgments?
Here are seven rules that can help protect what you
have built:
1. Protect your assets now. Asset protection is the
process of arranging your affairs to minimize the risk of
your wealth being seized by prospective litigants, future
creditors, or some taxing authority. The time to protect
your assets is before you need them protected.
2. Use multiple safeguards. Since no perfect
structure exists to protect all assets all the time, you’ll
need to look at a variety of tactics to protect your assets
in all contingencies, including maximizing your
contributions to a 401(k) plan, pension, or IRA.
Additionally, update or find low-cost umbrella
insurance. The insurance offers protection but, if
litigation were to arise, a plaintiff’s attorney might
become fixated on hitting the umbrella-insurance
policy and chase the limits of the policy to the
exclusion of other personal assets.
3. Title assets appropriately. One of the best, and
simplest, asset-protection strategies is to title things
appropriately.
If you own your office building and it is in your
name, for instance, a victorious plaintiff can claim it.
To forestall such a maneuver, create an entity, such as a
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limited liability company (LLC), to
hold the title.
Likewise, you could set up
separate ownership of vehicles for
each rental property you own. That
way, if a tenant sues you, that
plaintiff cannot go after any of your
other buildings to satisfy a
judgment.
4. Mortgage your home to
the maximum. Make your home
unattractive to creditors by
mortgaging it to the hilt or by
creating a qualified personal
residence trust.
5. Do not trust that a spouse
defense will save your assets.
Married business owners
occasionally put all of their worldly
goods in their spouses’ names for
safekeeping.
That tactic may or may not
work, depending on where you live.
In many states, signing property
over to a spouse is better than
owning it together, because a
creditor can force a couple to
liquidate jointly held assets to
collect the debtor’s share. Of
course, letting a spouse own
everything puts the other spouse in
a vulnerable position if the couple
later gets divorced.
If the spouse is merely holding
assets the other spouse still controls
— by writing checks on a bank
account, for example — a creditor
still has a shot at those assets. To
qualify for protection, the
transferred assets must truly
become the spouse’s property.
Shifting assets to a spouse may
be in vain in states that have
community-property laws, such as
California and Texas. In these
states, a married couple jointly
owns all property acquired during
the marriage, even if the property is
titled in only one name.
6. Learn about assetprotection strategies.

Understand which asset-protection
strategies work and which ones do
not.
For example: If your goal is to
make your assets creditor- and
judgment-proof, but you are
conservative and don’t want to
invite future problems, as a general
rule, you should stay away from
traditional offshore protection
trusts, which are a target of the IRS.
If you establish a trust, you are
required to notify the IRS, and by
doing that, you may become a
target for examination by the IRS.
The IRS takes the position that an
offshore asset protection trust
means you are trying to hide
something.
7. Look for jurisdictions
offering natural litigationprotection standards.
Switzerland and Liechtenstein are
two countries offering these
standards.
Swiss annuities, similar to their
U.S. cousins, are a contract
between an insurance company and
the policyholder. Switzerland’s
strict privacy laws, however, make
the Swiss annuity creditor- and
judgment-proof, and Switzerland
does not honor U.S. judgments.
Protect your assets with estate
planning in mind. The best defense
is to use a variety of estateplanning tactics and keep your
assets out of reach of judgments
before the need arises.
Darrell Aviss is the managing
director of SwissGuard
International, GmbH, a
Zurich-based financial
consulting firm that provides Swiss
wealth management and asset
protection planning to high net-worth
international investors. He can be
reached at 800-796-7496, by e-mail at
aviss@swiss-annuity.com, or through
the Web site, www.swiss-annuity.com.

CIRCLE 223 FREE INFORMATION
32

CHIROPRACTIC ECONOMICS

W W W. C H I R O E C O . C O M

VOL 53: ISSUE 19 • NOVEMBER 30, 2007

CHEC19p33.ps

11/8/07

9:01 AM

Page 33

CIRCLE 298 FREE INFORMATION

CHEC19p34.ps

11/8/07

9:02 AM

Page 34

FINANCES

How to choose a

financial planner

Y

ou may be considering help
from a financial planner for a
number of reasons — whether
it’s deciding to buy a new home,
planning for retirement or your
children’s education, or simply not
having the time or expertise to get
your finances in order.

Whatever your needs, working with a financial
planner can be a helpful step in securing your financial
future.
You should interview and evaluate several financial
planners to find the one that’s right for you. You will
want to select a competent, qualified professional with
whom you feel comfortable, one whose business style
suits your financial planning needs.

10 QUESTIONS TO ASK
1. What experience do you have? Find out how
long the planner has been in practice, as well as the
number and types of companies with which she has been
associated. Ask the planner to briefly describe her work

34
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experience and how it relates to her current practice.
Choose a financial planner who has experience
counseling individuals on their financial needs.
2. What are your qualifications? The term
“financial planner” is used by many financial
professionals. Ask the planner what qualifies him to
offer financial-planning advice and whether he is
recognized as a Certified Financial Planner (CFP)
professional or practitioner, a Certified Public
Accountant-Personal Financial Specialist (CPA-PFS),
or a Chartered Financial Consultant (ChFC).
Look for a planner who has proven experience in
financial-planning topics, such as insurance, tax
planning, investments, estate planning, or retirement
planning.
Determine what steps the planner takes to stay
current with changes and developments in the
financial-planning field. If the planner holds a
financial-planning designation or certification, check
on his background with the CFP Board or other
relevant professional organizations.
3. What services do you offer? The services a
financial planner offers depend on a number of factors
including credentials, licenses, and areas of expertise.
Generally, financial planners cannot sell insurance
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or securities products, such as mutual funds or stocks,
without the proper licenses, or give investment advice
unless registered with state or federal authorities.
Some planners offer financial-planning advice on a
range of topics, but do not sell financial products.
Others may provide advice only in specific areas, such
as estate planning or on tax matters.
4. What is your approach to financial planning?
Ask the financial planner about the type of clients and
financial situations she typically likes to work with.
Some planners prefer to develop one plan by bringing
together all of your financial goals. Others provide
advice on specific areas, as needed.
Make sure the planner’s viewpoint on investing is
not too cautious or overly aggressive for you. Some
planners require you to have a certain net worth before
offering services. Find out if the planner will carry out
the financial recommendations developed for you or
refer you to others who will do so.
5. Will you be the only person working with
me? The financial planner may work with you himself
or have others in the office assist him. You may want to
meet everyone who will be working with you.
If the planner works with professionals outside his
practice (such as attorneys, insurance agents, or tax
specialists) to develop or carry out financial-planning
recommendations, get a list of their names to check on
their backgrounds.
6. How will I pay for your services? As part of
your financial-planning agreement, the financial
planner should clearly tell you in writing how she will
be paid for the services to be provided. Planners can be
paid in several ways:
• A salary paid by the company for which the
planner works. The planner’s employer receives
payment from you or others, either in fees or
commissions, in order to pay the planner’s salary;
• Fees based on an hourly rate, a flat rate, or on a
percentage of your assets and/or income;
• Commissions paid by a third party from the
products sold to you to carry out the financial-planning
recommendations. Commissions are usually a
percentage of the amount you invest in a product; or
• A combination of fees and commissions, whereby
fees are charged for the amount of work done to
develop financial-planning recommendations and
commissions are received from any products sold. In
addition, some planners may offset some portion of the
fees you pay if they receive commissions for carrying
out their recommendations.
CONTINUED ➤
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7. How much do you typically
charge? While the amount you

pay the planner will depend on
your particular needs, the financial
planner should be able to provide
you with an estimate of possible
costs based on the work to be
performed.
Such costs should include the
planner’s hourly rates or flat fees or
the percentage he would receive as
commission on products you may
purchase as part of the financialplanning recommendations.

8. Could anyone besides me
benefit from your
recommendations? Some

business relationships or
partnerships a planner has could
affect her professional judgment
while working with you, inhibiting
the planner from acting in your
best interest.
Ask the planner to provide you
with a description of her conflicts
of interest in writing — for
example, financial planners who
sell insurance policies, securities, or

mutual funds have a business
relationship with the companies
that provide these financial
products. The planner may also
have relationships or partner-ships
that should be disclosed to you,
such as business she receives for
referring you to an insurance agent,
accountant, or attorney for
implementation of planning
suggestions.
9. Have you ever been
publicly disciplined for unlawful
or unethical actions in your
professional career? Several
government and professional
regulatory organizations, such as
FINRA (Financial Industry
Regulatory Authority, formerly
NASD, National Association of
Securities Dealers), your state
insurance and securities departments, and the CFP Board keep
records on the disciplinary history
of financial planners and advisers.
Ask what organizations the
planner is regulated by and contact
these groups to conduct a
background check.
All financial planners who have
registered as investment advisers
with the Securities and Exchange
Commission or state securities
agencies, or who are associated
with a company that is registered
as an investment adviser, must be
able to provide you with a
disclosure form called Form ADV
Part II or the state equivalent of
that form.
10. Can I have it in writing?
Ask the planner to provide you
with a written agreement that
details the services that will be
provided. Keep this document in
your files for future reference.
Copyright © 1997–2007, Certified
Financial Planner Board of Standards,
Inc. All rights reserved. Used with
permission.
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CASH-BALANCE PLANS

Better options for retirement
By Matthew Tuttle, CFP, MBA

W

hen you hear the phrase
“cash-balance pension
plan,” you may recall the
controversy and resulting court case
concerning IBM and its workers.

When, in the year 2000, IBM attempted to switch
its employees from its traditional defined-benefit
pension plan to a cash-balance plan in order to save
money, its workers attacked the change, claiming older
workers would be shortchanged by the transition to a
cash-balance plan and, therefore, discriminated against.
The IBM situation ended up in court. In 2003, the
U.S. District Court for the Southern District of Illinois
ruled in favor of the older workers. But in August 2006,
the Seventh Circuit Court of Appeals ruled “an
employer is free to move from one legal plan to another
plan, provided that it does not diminish vested
interests — and this [IBM’s] transition did not.”
The IBM case created interest and fear in cashbalance plans. But what many people do not realize is
that in the right situation, this type of pension plan is a
good solution for employees and employers.
Cash-balance plans typically work well for:
• Professional practices and profitable small
businesses with stable earnings;
• Companies with two to 25 employees; and
• Companies in which there is a spread between
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either the ages of the owners and employees or the
salary of the owners and employees.
Traditionally, when small-business owners, such as
you, have wanted to install a retirement plan for their
businesses, they had two options: defined-contribution
plans (such as a 401(k), profit sharing, money purchase,
SEP, or SIMPLE plans) or defined-benefit plans.
Defined-contribution plans limit the cost of
contributions for employees and the tax-deductible
contribution for the business owner ($45,000 in 2007).
Defined-benefit plans allow a large contribution for
the owner, but can also mandate large contributions for
employees.
Cash-balance plans provide a third option, with
potentially large tax-deductible contributions for the
owner and low contributions for employees.

BEST OF 2 WORLDS
A cash-balance plan is a hybrid retirement plan
designed to combine the best features of definedcontribution and defined-benefit plans. Like a definedcontribution plan, employees have their own accounts
with contributions based on compensation and interest,
which are credited each year based on a formula
specified in the plan document.
And like defined-benefit plans, the retirement
benefit is the greater of the benefit that can be
provided by the employee’s account or a minimum
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How do cash-balance plans differ from 401(k) plans?
Cash-balance plans are actually a type of definedbenefit plan. In contrast, 401(k) plans are a type of
defined-contribution plan.
Typical cash-balance plans differ from 401(k) plans
primarily in four ways:
1. Participation. Participation in typical cashbalance plans generally does not depend on workers
to contribute part of their compensation to the plan;
however, participation in a 401(k) plan does depend,
in whole or in part, on an employee choosing to
make a contribution to the plan.
2. Investment risks. The investments of cashbalance plans are managed by the employer or an
investment manager appointed by the employer. The
employer bears the risks and rewards of the
investments.
Increases and decreases in the value of the plan’s
investments do not directly affect the benefit
amounts promised to participants.

In contrast, 401(k) plans often permit participants
to direct their own investments within certain
categories. Under 401(k) plans, participants bear the
risks and rewards of investment choices.
3. Life annuities. Unlike many 401(k) plans, cashbalance plans are required to offer employees the
ability to receive their benefits in the form of lifetime
annuities.
4. Federal guarantee. Since they are definedbenefit plans, the benefits promised by cash-balance
plans are usually insured by a federal agency — the
Pension Benefit Guaranty Corporation (PBGC).
If a defined-benefit plan is terminated with
insufficient funds to pay all promised benefits, the
PBGC has authority to assume trusteeship of the plan
and to begin to pay pension benefits up to the limits
set by law.
Defined-contribution plans, including 401(k) plans,
are not insured by the PBGC.
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COMPARISON OF PENSION PROGRAMS
Employee
Owner A
Owner B
Employee A
Employee B
Employee C
Employee D
Employee E
Totals
% to Owners

Age
45
48
46
47
31
22
21

benefit, as described in the plan
document.
Contributions to cash-balance
plans come solely from the practice
owner; employees cannot
contribute their own funds.
The chart (“Comparison of
Pension Programs”) gives an example
of the benefits of a cash-balance
plan. In the example, XYZ Chiropractic has two owners, ages 45 and
48. They also have five staff people

Salary
$220,000
$220,000
$80,000
$35,000
$30,000
$25,000
$25,000

Profit Sharing
$44,000
$44,000
$16,000
$7,000
$6,000
$5,000
$5,000
$127,000
69%

Defined Benefit
$92,970
$119,870
$49,614
$21,695
$10,106
$6,188
$6,002
$306,445
69%

of varying ages and salaries. XYZ
wants a retirement plan that allows
the maximum benefit to the owners
while minimizing employee costs.
The chart compares the taxdeductible contribution for a profitsharing plan, defined-benefit plan,
and cash-balance plan.
In this example, the cashbalance plan allows the owners a
tax-deductible, retirement-plan
contribution of more than $90,000

Cash Balance
$92,970
$94,364
$9,317
$4,461
$1,460
$1,207
$1,208
$204,987
91%

each and low contributions for
employees. In fact, 91 percent of all
contributions to the plan goes to
the two owners, as opposed to 69
percent in the other plan designs.

WHAT IS NEEDED
To set up a cash-balance plan,
you need a plan administrator
and/or actuary to do the plan design
and keep the plan records. The
CONTINUED ➤
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What is a cash-balance plan?
There are two general types of pension plans — defined-benefit
plans and defined-contribution plans.
In general, defined-benefit plans provide a specific benefit at
retirement for each eligible employee, while defined-contribution plans
specify the amount of contributions to be made by the employer (or
employee) toward an employee’s retirement account.
In a defined-contribution plan, the actual amount of retirement
benefits provided to an employee depends on the amount of the
contributions, as well as the gains or losses of the account.
A cash-balance plan is a defined-benefit plan that defines the benefit
in terms more characteristic of a defined-contribution plan. In other
words, a cash-balance plan defines the promised benefit in terms of a
stated account balance.

actuary determines the amount that
has to be put into the plan each
year, and the plan administrator
keeps the records of individual
employee accounts and files the
required forms with the IRS.
Although a cash-balance plan
looks similar to a defined-

contribution plan, there is one big
difference: Each employee has a
guaranteed cash balance in
retirement regardless of how the
plan’s investment performs.
Therefore, you need to take care
when choosing plan investments.
You cannot take too much

investment risk.
Cash-balance plans can be
combined with definedcontribution plans and can work
particularly well with 401(k) plans.
Combining a cash-balance plan
with a 401(k) can get you a larger
tax-deductible contribution than a
401(k) plan alone, while allowing
the 401(k) plan to hold riskier
investments and the cash-balance
plan to hold less risky investments.
These plans are sure to become
more popular as more and more
chiropractic practices and their
advisors begin to understand
them.
Matthew Tuttle, CFP, MBA, is president
of Tuttle Wealth Management, LLC, a
wealth-management firm based in
Stamford, Conn. He can be reached at
203-564-1956 or by e-mail at
matthew@matthewtuttle.com.

CIRCLE 240 FREE INFORMATION
44

CHIROPRACTIC ECONOMICS

W W W. C H I R O E C O . C O M

VOL 53: ISSUE 19 • NOVEMBER 30, 2007

CHEC19p45.ps

11/8/07

9:11 AM

Page 45

CIRCLE 115 FREE INFORMATION

CHEC19p46.ps

11/8/07

9:12 AM

Page 46

FINANCES

Debt, credit,
death, and
retirement
4 long-range
planning considerations
By Stanley B. Greenfield, RHU

E

veryone needs to do some
long-range planning. The
longer the period you
have to plan for the better.

Time has a way of healing a lot of
financial mistakes. You make some mistakes;
you recover; and hopefully you don’t make
the same mistakes again.
The areas you need to take a good look at
are “D, C, D, R” — debt, cash, death or
disability, and retirement.
• Debt and its rule of thumb. Debt is, indeed, a
“four letter word,” but it is also a fact of life. You will
probably be dealing with some form of debt throughout
your entire life, so the first thing is to better understand
it, not fear it.
A good rule of thumb is “money is worth what you
can borrow it for.” In other words, if it costs you 10
percent to borrow money, and you have debt that costs
you 6 percent, don’t be in a hurry to pay it off. This
does not mean you should hang onto debt; it means
you might be better off paying that debt based on your
payoff schedule.
Take a good look at your debt and see if it can be
restructured or refinanced to save some interest and
improve cash flow. In other words, lower your payments.
For example: Mortgages fall into the category of longterm debt. Consider what the debt costs after taxes. A 7
percent mortgage only costs a net of 4.9 percent if you
are in a 30 percent tax bracket. Can you borrow money
at 4.9 percent? Probably not, so refinancing to increase
a mortgage debt can actually save you money.
• Cash for contingencies. Cash is something
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everyone needs. Set an initial cash goal of $10,000 to
cover emergencies and opportunities. Later, set a goal
to have enough in your cash account to cover one
month of personal living expenses, as well as enough
cash to cover one month of overhead for your practice.
That much cash can also give you a sense of security.
Do not keep this fund in your checking account.
Isolate it in an account, such as a money market or
Series I Savings Bond, to allow it to go to work for you.
• Death and disability planning. In any planning,
you need to plan for the potential problems your
significant other and children would face if you
suddenly died.
How would they deal with inherited debt, and how
would they survive?
One solution is life insurance. Most people buy term
insurance, which is a quick, inexpensive fix. Many
financial experts may advise you should only buy term
insurance because once your kids are grown you won’t
need so much protection.
That advice is partially correct, but also misleading.
Term insurance is only cheap for a few years. If you
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were to purchase a term policy and
keep it throughout your entire life,
you would end up paying more
than four times the death benefit.
And as you get older, and your
chances of collecting increase, the
insurance company raises the rate
to “price you out” of the policy.
A better solution: Research some
of the newer types of permanent
policies available on the market
today, such as a variable universal
life policy, which wraps an
insurance policy around a portfolio
of mutual funds.
Since the funds are within the
policy, they are protected from
taxes and, in most states, creditors.
This package gives you protection
and allows you to accumulate some
equity in a sheltered environment.
Those funds can be used for your
children’s education or as an
emergency/opportunity fund if

needed, with no taxes to pay.
They can also produce a
retirement income that can start at
any time, and the flow of cash is
tax-free.
Another type of protection you
should consider is disability
insurance. Look for a personal
disability policy that will replace as
much as 50 percent of your income,
and make sure the policy will cover
the overhead for your office. (This
is called a business-overhead
policy.)
• Retirement. There are many
types of retirement plans, and no
single plan is the best for everyone.
You may even consider a
combination of two or more plans.
The type of plan you choose
depends on how many employees
you have and how much you are
willing to give them in contrast to
how much you want to stash away

for yourself.
Other factors are your age, how
much time you have to accumulate
funds before you retire, and do you
want a tax savings now or later?
Consider all of these points before
making any decisions.
If you set up a plan to deal with
debt, cash, death or disability, and
retirement, you will be well on your
way to financial security. Have a
nice journey.
Stanley B. Greenfield, RHU, is
a registered financial
consultant and a registered
professional disability and
health insurance underwriter (RHU). He
is president of Greenfield's Financial
Power Program and offers financial
and practice management to the
chiropractic community. He can be
reached at stan@stanleygreenfield.com
or by phone at 800-585-1555.
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Inflation
is not just about interest rates
By Ronald W. Rogé, MS, CFP

I

f you haven’t vacationed abroad
recently, you might be unaware of
the U.S. dollar’s sharp decline against
many of the world’s major currencies.

Most Americans don’t look at the value of the dollar
everyday, as they do the stock and bond markets. It’s
typically only when you travel to a foreign country you
realize how much the greenback’s global purchasing
power has shrunk lately.
Battered by a number of factors, including
continuing trade deficits and turmoil in the credit
markets, the dollar has dropped sharply over the past
year against such currencies as the British pound, the
euro, and the Canadian dollar, not to mention the
Indian rupee and the Brazilian real.
More specifically, the dollar’s slump has left it at a
26-year low against the pound, a 30-year low versus the
Canadian dollar, and, more significantly, at a record
low against the euro.
That’s not good because a weakened dollar increases
the cost of the imported goods Americans have grown
addicted to, as well as exerts upward pressure on
interest rates. And that’s not even factoring in
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inflation, which has averaged 2.75 percent annually
over the past seven years.
Over that period of time (Aug. 1, 2000, to Aug. 1,
2007), the dollar declined more than 47 percent (from
$0.92 to $1.36) against the euro, with nearly a quarter
of that slippage occurring over the past 12 months.
So now you know why it really feels like inflation is
higher than the official data would suggest.
Government actions can affect the official
Consumer Price Index (CPI) numbers and, of course,
the government wants Americans to feel that inflation
is under control. Current administration policies have
led to a sharp slide in the value of the dollar. That
situation is unlikely to change any time soon due to a
host of factors, such as high levels of debt now
burdening the nation at almost every level, including
international, federal, state, and consumer.
When the dollar’s value falls, it is easier to repay (or
at least service) the huge deficit that has accumulated
in recent years. So when the dollar drops 30 percent to
40 percent, foreign creditors will be paid back in U.S.
dollars that are worth commensurately less.
It’s a bit of economic slight-of-hand that benefits the
country in the short run; although it carries the very real
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risk it will undermine the dollar’s
pre-eminence in the global currency
markets.

WHAT DOES THIS
MEAN TO YOU?
So how should you respond to
these developments? If you believe
the dollar will continue to weaken,
you should have significant
exposure to foreign stocks,
multinational U.S. stocks, natural
resources, and foreign bonds.
Most Americans do not have
enough exposure to foreign equities
and bonds. While it’s true you can
get a useful measure of foreign
exposure through U.S.
multinational corporations that
dominate the S&P 500 stock
index, consider that:
• Foreign markets matter more
now, reflecting the expansion of the
global economy. Whereas American
equity markets represented about 70
percent of global equity capitalization in the 1970s and 1980s, it’s
less than 50 percent now;
• Many foreign economies —
China and India, for example —
are growing faster than that of the
U.S.; and
• According to the most recent
Forbes magazine ranking of the
world’s largest public companies, 16
of the top 30 were based outside
the U.S.
Ronald W. Rogé, MS, CFP, is the
chairperson and CEO of R. W. Rogé &
Company, Inc., a wealth-management
firm. He can be reached at 877-2180085 or through the Web site,
www.rwroge.com.
Disclaimer: R.W. Rogé does not intend
to provide investment advice through
this article and does not represent that
the securities, indices, or investment
strategies discussed are suitable for any
investor.
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FINANCE AND TAXES

Uncle Sam’s helping hands
By Mark E. Battersby

L

osing money is never good. And it
is especially distasteful when you
consider it is not considered a taxdeductible event.

Although losing money on your business is not taxdeductible, other types of losses may be tax-deductible.
And those losses may actually be profitable, thanks to
our tax laws.
Under tax rules, any loss sustained during the
taxable year — a loss not covered or “made good” by
insurance or some other form of compensation — may
be claimed as a tax deduction. However, for any loss to
be deducted, it must be a so-called “closed and
completed transaction.” Naturally, only a bona fide
loss, as defined by our lawmakers, is allowed.

not an overall decline in property values. Alternatively,
the cost of repairs to the damaged property is
acceptable evidence of the loss of value.

PROVING THE UNTHINKABLE
To claim a tax deduction for any casualty loss, you
may need to prove the loss, as well as document it.
Specifically, should income tax returns of the
chiropractic practice — or those of its principals — be
audited, you may need to show all of the following:
• Ownership of the property;
• The amount of the book value (basis) of the
property;
• The pre-disaster value of the asset; and
• The reduction in value caused by the disaster or
other casualty, the lack of reimbursement, or the
insufficiency of the reimbursement to cover the loss.

Simply misplacing or losing property
does not qualify as a tax-deductible casualty, even though an
insurance company may consider it a reimbursable loss.
CASUALTY LOSSES
Most losses involve what the Internal Revenue
Service defines as casualty losses — damage, destruction,
or loss of property resulting from an identifiable event
that is sudden, unexpected, or unusual. Embezzled or
stolen money is also considered a casualty loss.
Casualty losses are generally tax-deductible, provided
you can prove that a loss occurred and are able to
establish the amount of that loss.
With casualty losses, the actual tax-deductible loss is
usually the fair market value (FMV) of the property
“immediately before and immediately after the casualty
shall be ascertained by competent appraisal,” as the tax
rules dictate. This appraisal must recognize the effects
of any general market decline that affects undamaged,
as well as damaged, property that may have occurred
simultaneously with the casualty.
In other words, the tax deduction is limited to the
actual loss resulting from damage to the property —
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Naturally, if a lease or rental agreement for property
used in the practice requires payment for any damages
resulting from a casualty, then that loss, too, will
qualify as a casualty loss.
Proving the book value or basis of business property is
generally not a problem, provided your practice’s records
have not suffered a fate similar to the property lost. The
tax-deductible loss usually equals the property’s original
cost plus any additions or subtractions to the basis made
for tax or accounting purposes.
Although it is not always required by our tax rules,
especially for smaller casualty losses, a professional
appraisal is often the best evidence or proof of property
value before and after a casualty. Ideally, the appraiser
should be someone who is at least familiar with the
types of property involved, their values before and after
the casualty, and one who uses conventionally accepted
appraisal methods.
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Although professional appraisals
are nice to have, they are not always
required, especially with inexpensive
items. An insurance adjuster’s
appraisal may do just as well. For the
record, the cost of obtaining an
appraisal is not itself part of the
casualty loss, but it is tax-deductible
as a legitimate business expense.

INVOLUNTARY CONVERSIONS
Far more common than disaster
losses are instances of business
property that is taken, legally or
illegally. The government may, for
example, legally take property by
the simple act of “condemnation.”
This type of loss is usually labeled
as an involuntary conversion.
Involuntary conversions are
unusual because they often produce
a gain. For example: The local
government that condemns your
parking lot is required to reimburse

you. That reimbursement
frequently exceeds your book value
(basis) for that property, resulting
in a taxable gain.
Fortunately, the rules governing
involuntary conversions permit the
property to be replaced with
property of a “like kind” and
eliminate the need to report and pay
taxes on that gain. Instead, the basis
of the old “lost” property becomes
the book value of the new property,
and you postpone the taxable gain
to some date in the future.

ABANDONMENT
Finally, you can control some
losses. A tax deduction is, for
instance, allowed for the
abandonment of an asset. All you
must do is “manifest an intent to
abandon the asset and make some
affirmative act of abandonment.”
The resulting loss generally equals

the adjusted basis or book value of
the abandoned property.
If a depreciable business or
income-producing asset loses its
usefulness and is abandoned, the
loss is its adjusted basis. Naturally,
the abandonment loss must be
distinguished from anticipated
obsolescence.
If an asset, such as land, a
mailing list, or other nondepreciable asset, is abandoned following
a sudden termination of its
usefulness, a loss is also allowed in
an amount equal to its adjusted
basis. This applies to the
abandonment of an enterprise, as
well as to the abandonment of
intangible assets, such as contracts.

GAINING FROM A LOSS
Surprisingly, you may gain from
a casualty loss. For instance: If the
amount of the insurance

CIRCLE 157 FREE INFORMATION
58

CHIROPRACTIC ECONOMICS

W W W. C H I R O E C O . C O M

VOL 53: ISSUE 19 • NOVEMBER 30, 2007

CHEC19p59.ps

11/8/07

9:24 AM

Page 59

reimbursement received is more
than the adjusted basis of the
destroyed or damaged property, you
may actually gain.
Fortunately, the fact that a gain
exists does not necessarily mean it
will be taxable right away. Most
practices are able to defer the gain
to a later year (or perhaps
indefinitely) if “qualified
replacement property” is purchased.
To calculate that gain, subtract
from the reimbursement any
expenses incurred in obtaining the
reimbursement, such as the
expenses of hiring an independent
insurance adjuster. Then, if you
spend the same amount as the rest
of the insurance money received on
either repairing or restoring the
property or on purchasing
replacement property, tax on the
gain may be postponed. Of course,
the replacement must occur within

two years of the end of the tax year
in which the gain was realized.

TOO MANY LOSSES
When the expenses of your
chiropractic practice exceed its
income, a loss occurs. If the business
has too many tax deductions and
too little income, for example, the
result is a net operating loss (NOL)
for the business.
Generally, a NOL may be carried
back to the two years preceding the
loss year, and forward for 20 years
following the loss year. The result is
either a refund of taxes paid in the
carryback years — a welcome
addition to the cash flow of any
troubled chiropractor — or, the
NOL can reduce taxable income in
future years until the carryforward
is exhausted.
Unfortunately, NOL deductions
are not permitted for partnerships

or S-corporations, although Scorporation shareholders and
partners in partnerships may use
their distributive shares of any
NOL to calculate individual NOLs.
While lost profits rarely qualify
as a legitimate tax deduction,
deductions for many other types of
losses exist. The question is: Are
you making the most of your
chiropractic practice’s losses?
Mark E. Battersby is a tax
and financial advisor,
freelance writer, lecturer, and
author with offices in
suburban Philadelphia. He can be
contacted at 610-789-2480.
DISCLAIMER: The author is not
engaged in rendering tax, legal, or
accounting advice. Please consult your
professional advisor about issues
related to your practice.
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FINANCIAL SERVICES GUIDE

Financial Services Directory & Resource Guide
Chiropractic Economics is pleased to present the profession’s most comprehensive Financial Services Directory. The
information in the resource guide was obtained from questionnaires completed by the listed companies. Companies
highlighted in RED have an advertisement in this issue.
4 Lease Help
888-346-6871
www.4leasehelp.com
Lending
Accord Leasing
513-229-0333
www.accordleasing.com
Equipment Financing
AccuMed Data
Management, Inc.
954-425-7797
www.accumeddata.com
Electronic Billing
Advantage Billing Collections
866-428-3418
www.advantagevo.com
Billing & Collections
Advantage Claims
Recovery Group, Inc.
800-423-2419
www.acrginc.com
Workers’ Comp,
Billing & Recovery
American Financial
Advisors, Inc.
888-679-9979
www.afadvisors.com
Financial Advisor
Americorp
Financial, Inc.
800-233-1574
www.americorp.com
Leasing
Atlantic
Commercial Credit
888-669-8008
www.atlanticcommercial.com
Real Estate & Equipment,
Financing & Leasing
Bankers Healthcare
Group, Inc.
800-990-8401
www.bhg-inc.com
Working Capital Loans,
Practice Acquisition,
Leasing
Bankers Leasing
800-247-8136
www.banleaco.com
Leasing
Beige Group
631-231-7725
Assets Protection
Capital 4HealthCare, LLC
888-285-4237
www.capital4healthcare.com
Leasing, Loans,
Refinancing,
Receivables

Chiropractic Billing Solutions
866-837-3138
Electronic Billing
Chiro Secure
866-802-4476
www.chirosecure.com
Retirement/Estate Planning,
Profit Sharing & Pension Plans,
Equipment Leasing
Circumference
877-988-0911
www.circumferenceservices.com
Practice Valuations,
Business Plan Development
Clinic Doctor
866-999-5859
www.clinicdr.com
Online Billing
Coffman Capital, Inc.
877-661-8069
www.coffmancapital.com
Leasing, Loans
Crown Credit
800-517-7266
www.crown-credit.com
Leasing
Dallas Humble, Inc.
800-282-1947
www.dallashumble.com
Financing Startup
Eclaims.com
888-576-0800
www.eclaims.com
Electronic Billing
Educare Financial
888-662-2273
www.educareloans.com
Student Loan Consolidation
Electronic
Merchants System
800-476-5020
www.elect-mer.com
Credit Card Processing
Electronic Transfer
800-757-5453
www.electronictransfer.com
Credit Card Processing
Frankel & Newfield, PC
516-222-1600
www.frankelnewfield.com
Disability Claim Assistance
Funding Well
866-578-9355
www.fundingwellcapital.com
Equipment Financing and Leasing,
Working Capital Programs,
SBA Financing,
Acquisition Funding,
Factoring/Receivables Financing

Chiropractic
Financial Group
954-572-9391
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Greenfield’s Financial
Power Program
800-585-1555
www.stanleygreenfield.com
Financial Planning

Physicians Specialty Services
800-706-5722
www.physiciansspecialtyservices.com
Electronic Billing,
Claim Recovery

GSR Systems Inc.
954-680-5233
www.gsrpbs.com
Electronics Billing,
Coding

Pillar
877-874-5527
www.pillaronlinesoftware.com
Electronic Billing

HC IT Development
320-632-6106
www.e-healthbooks.com
Electronic Billing
Home Loan and
Investment Bank
800-223-1700
www.homeloanbank.com
Business Loans
Horizon Keystone
Financial
800-606-0049
www.horizondirect.net
Equipment Leasing
HPSC, Inc.
800-225-2488
www.hpsc.com
Leasing/Financing,
Practice Acquisition

ProMed Financial
888-277-6633
www.promed-financial.com
Financing, Startup,
Acquisitions
Prudential Financial
949-440-5382
www.prudential.com
Financial and Insurance Services
Sharpe Equipment
Leasing, Inc.
800-886-4920
www.sharpelease.com
Leasing
Sterling National Bank
856-998-0070
www.sterlingnationalbancorp.com/
products/leasing.cfm
Capital Loans &
Equipment Financing

LEAF Financial Corporation
800-819-5556
www.LEAF-financial.com
Equipment Financing,
Practice Financing,
Working Capital,
Debt Consolidation,
Practice Acquisition, Expansion,
& Relocation

Student Financial Solutions
866-369-4099
www.StudentFinancialSolutions.com
Loan Consolidation

Leasing Partners Capital
800-275-8000
www.mscc.com
Leasing, Financing

The Paragon Group
800-886-4920
www.eparagongroup.com
Appraisals of Real Estate,
Practice Broker

North American Bancard
877-274-7933
www.nabtoday.com
Credit Card Services
NCMIC Finance Corporation
800-769-2000, ext. 6089
www.ncmic.com
MilesAway-Travel Rewards,
Credit Card,
Equipment Financing,
Leases & Loans,
Credit Card Processing
Paychex
800-322-7292
www.paychex.com
Payroll Services Provider

The O’Laughlin Group
816-931-3313
Pensions,
Retirement Plans

Transworld Systems, Inc.
707-584-4225
www.transworldsystems.com
Collections
Virtual Solutions
800-825-6955
Credit Card Processing
Zirmed.Com
877-494-7633
www.zirmed.com
Comprehensive Claims,
Management,
Trading Solutions

Physician’s Financial
Corporation
352-377-0795
Retirement Services,
Insurance
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PRACTICE MANAGEMENT

Invest in your
practice for the

BEST ROI
By Derek Greenwood

W

hat is the best investment?
Where can you put your
money and get the best
return? Stocks? Bonds? Mutual funds?

What is safe — especially in uncertain economic
times? And how can you ensure your own survival
when the market is down?
The answer to these questions may be simpler than
you think.
Before looking for an answer, however, it’s important
to understand a commonly used term, return-oninvestment (ROI).
ROI is a simple concept: If you invest $100 and that
investment earns $10 over the next year, it would have
a 10 percent annual ROI — assuming the original $100
is safe and still worth $100.
Because bank savings accounts have a small ROI,
investors have turned to CDs (certificates of deposit),
stocks, and bonds to improve their ROI. Generally,
ROI increases with the amount of risk to which the
investment is exposed: The higher the risk, the higher
the potential ROI.
Contributing to the risk factor are the state of the
economy and the general amount of confidence
investors have in Wall Street.
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WHAT TO DO?
Deciding how to invest your hard-earned money can
be difficult. One of the first things a financial advisor
would ask you to do would be to assess your risk-taking
ability, and then decide on your goals.
If you want a safe investment free of corporate
“slight of hand” economics and a good return, consider
investing in a company whose leaders are trustworthy
and work hard — your practice.
Spend your investment money to expand your own
organization — to reduce overhead, increase the sales
of your service, and increase your collections.
You would be surprised how many people invest in
some corporation for a possible small return, yet won’t
invest in themselves for a potentially large return.
You made your money in your clinic. Since your clinic
has a good performance history, why not strengthen it?
You can invest in at least three ways:
• Buy new equipment or technology. You could
buy equipment, such as tables, various machines, or
even x-ray equipment.
Advantages: You get new equipment. Some of this
equipment may allow you to offer ancillary services and
generate additional income.
Disadvantages: Depending upon the equipment, you
may not get additional return on your money. You may
also have to add trained staff to administer the equipment.
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• Invest in marketing and advertising. Identify

and use resources, such as radio, pamphlets, newspaper,
screenings, coupons, mailings, or even television.
Advantages: All of these media can work if you know
what to say that will get patients.
Disadvantages: You need marketing expertise to get
optimal ROI. And, you need to devote time to the
marketing function. Your ROI will depend upon how
expertly you do the advertising and marketing.
• Purchase practice-management software.
Practice-management software has come a long way
from simple billing and scheduling software.
Advantages: Today’s software has sophisticated
centers for insurance follow-up, interoffice messaging,
patient messaging, management statistics, full financial
reporting, patient-appointment management,
narratives, SOAP notes, inventory management, and
patient accounting. Some software even has the ability
to run multiple clinics from one software package.
A new software package can reduce the amount of
time spent on processing patient paperwork, writing
notes, writing narratives, generating reports and
statistics, sending out rebills and tracers, following up on
insurance companies, and posting payments. Properly

designed software packages can also reduce input errors.
Disadvantages: Today’s full-service software is able to
process hundreds of functions. None of the functions is
difficult to master, but it takes time and training to
master them.
You wouldn’t run a piece of industrial equipment
without the proper training. You wouldn’t let someone
treat patients without many years of training. Why
would you expect the average office worker to learn a
full practice-software program to perfection without
training?
To ensure a quick return on your software
investment, you must invest in proper training.
An investment strategy may incorporate all three
aspects — new equipment or technology, marketing, and
practice-management software. If you can only decide on
one area, however, evaluate carefully which will give you
the greatest ROI in the shortest time.
Derek Greenwood is the founder and CEO of EON
Systems, Inc. (www.eonsystems.net), a
manufacturer of practice-management and
documentation software. He can be reached by
e-mail at dgreen@eonsystems.net.
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PRACTICE MANAGEMENT

5 ways to keep your staff happy
By Eric Osansky, DC

H

ow great would it be to hire a
superstar staff and then have
them work for you for five or 10
years — or even longer?

The most important factor in long-term employee
retention is to hire right. Most practitioners have heard
the rule, “Hire slow and fire fast,” yet many seem to
ignore the advice.
In the hiring process, those who ignore the rule
become overly impressed by either personality or skills
and overlook flaws and deficiencies. The result: They
settle for mediocrity, and usually end up regretting their
choice.
This doesn’t mean you can’t get lucky and choose a
winner, but you don’t want to rely on luck.
Be patient; understand what you need in an
employee (skills and personality); and interview to find
the right person.
“Perfect fits” — the ideal match between you and
your staff members — are rare, but even without a
perfect fit, you can do a number of things to encourage
your staff to stick around for a long time:

1

Train your staff well. If you do everything it
takes to hire a great staff, then why wouldn’t you
want to invest the time to train them?
Consider how much you pay your staff each year and
then look at the value they bring to your practice. You
invest a lot of money in your staff, and undoubtedly
you expect them to help your practice grow.
If your staff is not adequately trained, your practice
will never reach its full potential. Conduct good initial
training when you first hire a person, and provide
continuous training on a regular basis.

2

3

Reward them. Because your staff helps grow
the practice, give them incentives. Put them on
a bonus program — for the overall growth of
your practice, for converting interested prospects into
new patients over the phone, or both.
Also, consider rewarding them for bringing in
referrals. Even though you expect your staff to refer, if
you reward them for doing it, they are likely to do it
more often.

4
5

Conduct regular staff meetings. Conducting

staff meetings on a regular basis helps improve
retention and encourages open communication
and problem solving.
Give regular feedback. In addition to praising

your staff and listening to their opinions, you
should also give each staff member regular
feedback about his or her performance.
Do this in an informal matter frequently, but also do
it formally at least twice a year (quarterly is better).
Formal performance evaluations allow you to provide
overall feedback on the duties performed, acknowledge
accomplishments, and identify areas needing
improvement.
It is also a good idea to have your staff evaluate you,
too. They can give you their honest feedback on how
good (or bad) a job you are doing and how they think
you need to improve. Just don’t take anything
personally, and let them know you want them to be
completely honest.
If you do these five things, you should have staff that
remain happy and motivated and will stay with you for
a very, very long time.

Praise and recognize regularly. If you do not

praise your staff at least once a day, then you’re
not praising them enough. Yet, it’s the easiest
thing to do and it doesn’t cost a thing.
Everybody likes to be praised and recognized for
doing a good job, and if you offer a little bit of praise
each day it will help keep them motivated.
It’s also important to praise quickly for a task well
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done. When you see them doing something right,
praise them that same day, preferably right on the spot.
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Eric Osansky, DC has a practice in Concord, N.C.,
where he uses his adjusting instrument as a
marketing tool to attract new patients and build
his practice. He is also the CEO of Instrument
Adjusting Marketing Solutions. He can be reached by e-mail
at instrumentdc@aol.com or through the Web site,
www.InstrumentAdjustingSuccess.com.
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PRACTICE MANAGEMENT
CODING QUESTIONS

The OIG and your practice
By Marty Kotlar, DC, CHCC, CBCS

Q

The Office of Inspector General (OIG) has
made reports on chiropractic. How does that
affect me and my practice?

The OIG protects the integrity of Department
of Health and Human Services (HHS)
programs, as well as the health and welfare of
the beneficiaries of those programs.
The OIG conducts investigations of fraud and
misconduct to safeguard the HHS’ programs, and the
duties of the OIG are carried out through a nationwide
network of audits, investigations, inspections, and other
mission-related functions performed by OIG components.
Investigative activities are designed to detect and
prevent waste, fraud, and abuse in department
programs. Investigations can result in criminal
investigations and program exclusions; recovery of
damages and penalties through civil and administrative
proceedings; and corrective management actions,
regulations, or legislation.
The OIG receives thousands of complaints each year
from various sources brought to its attention for
development, investigation, and appropriate resolution.
The OIG devotes significant resources to the
investigation of fraud committed against Medicare and
Medicaid. It conducts numerous investigations with
other law-enforcement agencies, such as the Federal
Bureau of Investigation, the United States Postal
Inspection Service, the Internal Revenue Service, and
State Medicaid Fraud Control Units.
The OIG investigates individuals, facilities, or
entities that bill or are alleged to have billed Medicare
and/or Medicaid for services not rendered, claims that
manipulate payment codes in an effort to inflate
reimbursement amounts, and other false claims
submitted to obtain program funds.
It also investigates business arrangements that
allegedly violate the federal healthcare anti-kickback
statute and the statutory limitation on self-referrals by
physicians. The OIG investigates matters involving
enrollment and marketing schemes, prescription
shorting, and healthcare fraud.
The OIG does not pursue legal action against
individuals, facilities, or entities that merely make

A
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mistakes on claims submitted to Medicare or Medicaid.
CMS and its contractors address claims errors and
mistakes. The OIG works with the CMS program
safeguard contractors to identify specific patterns of
misconduct by reviewing a compilation of integrated
Medicare Parts A, B, and C, and Medicaid claims.
The OIG has authority to exclude individuals and
entities from participation in Medicare, Medicaid, and
all federal healthcare programs to protect the programs
and beneficiaries from providers who pose a risk.
Providers are excluded for reasons that include
program-related convictions, patient abuse or neglect
convictions, and licensing board disciplinary actions. The
OIG imposes exclusions based on referrals received from
various federal and state agencies. It works with these
agencies to ensure the timely referral of convictions and
licensing board and administrative actions.
The OIG encourages healthcare providers to
promptly self-disclose improper conduct that violates
federal healthcare program requirements. It has made a
concerted effort to educate providers on the advantages
of self-disclosure.
In October 1998, the OIG announced a self-disclosure
protocol for use by all healthcare providers. The protocol
offers healthcare providers specific steps, including a
detailed audit methodology they may use if they choose
to work openly and cooperatively with OIG.
Numerous providers have been accepted under this
protocol. These providers range from hospitals to
laboratories and physicians. Both the federal government
and the providers benefit from this program.
The self-disclosure protocol is designed only for
providers who believe a potential violation of the law
has occurred. Matters exclusively involving
overpayments or errors that do not indicate violations
of the law should be brought directly to the attention of
the entity responsible for claim processing and payment.
Each year the OIG writes a work plan. The OIG work
plan sets forth various projects to be addressed during
the fiscal year by the Office of Audit Services, Office of
Evaluation and Inspections, Office of Investigations, and
Office of Counsel to the Inspector General.
The 2008 OIG work plan specifically addresses
chiropractic services — payments for high-frequency
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treatments, Medicare “incident-to”
services, and outpatient therapy
services:
• Payments for highfrequency chiropractic
treatments. The OIG reviews
chiropractic billings for highfrequency treatments to determine
whether they comply with
Medicare coverage criteria and
documentation requirements.
High frequency refers to a
potentially excessive number of
treatments or outliers to guidelines
or standards of care. CMS includes
chiropractors as physicians, but
only for treatment by manual
manipulation of the spine to
correct subluxations of the spine.
Federal regulations further limit
Medicare payment to treatment of
subluxations that result in a
neuromusculoskeletal condition for
which manual manipulation is
appropriate treatment. Sections
1862(a)(1)(A) and 1833(e) of the
Social Security Act state Medicare
pay for services only if medically
necessary and supported by
documentation.
Prior OIG reports found that 40
percent of chiropractic services
were for maintenance therapy and
thus did not meet Medicare
coverage criteria, potentially
costing approximately $186 million
in improper payments.
The OIG will determine the
appropriateness of Medicare
payments for high-frequency
chiropractic claims.
• Medicare ‘incident-to’
services. Medicare Part B
generally pays for services incident
to a physician’s professional service;
such services are typically
performed by a nonphysician staff
member in the physician’s office.
Federal regulations specify criteria
for “incident-to” services.

The OIG will review Medicare
claims for services furnished
incident to the professional services
of selected physicians.
The OIG will examine the
Medicare services that selected
physicians bill incident to their
professional services and the
qualifications and appropriateness
of the staff who perform them.
• Therapy services provided
by comprehensive outpatient
rehab facilities. Section
1861(cc)(2) of the Social Security
Act governs comprehensive
outpatient rehabilitation facilities
(CORFs). A CORF is a provider of
services paid under the physician
fee schedule for most services.
Prior OIG reviews have found
that Medicare paid significant
amounts for unallowable or highly
questionable therapy services in
outpatient rehabilitation facilities
and nursing homes. A majority of
these services were not reasonable
and necessary for the beneficiary’s
health condition or lacked
sufficient documentation.
The OIG will review the
appropriateness of Medicare claims
submitted by CORF for physical
therapy, speech language pathology,
and occupational therapy services.
It will determine whether
Medicare payments for therapy
services were made in accordance
with applicable Medicare
requirements.
Marty Kotlar, DC, CHCC,
CBCS, is the president of
Target Coding. Target
Coding, in conjunction with
Foot Levelers, offers continuingeducation seminars on CPT coding and
compliant documentation. He can be
reached at 800-270-7044, by e-mail at
drkotlar@targetcoding.com, or through
the Web site, www.targetcoding.com.
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PRACTICE MANAGEMENT
SUCCESS FILE

The power of celebrations
By Bob Levoy

C

elebrating makes people feel
like winners. It also creates an
atmosphere of recognition and
positive energy, say Jack and Suzy
Welch, co-authors of Winning.

“Imagine a team winning the World Series without
champagne spraying everywhere,” they say. “You just
can’t! And yet companies win all the time and let it go
without so much as a high five.
“Work is too much a part of life,” the Welchs add,
“not to recognize moments of achievement. Grab as
many as you can. Make a big deal out of them. If you
don’t, no one will.”
Reality check: “Do you know why most employees
leave their jobs?” asks a newsletter from Lawrence Ragan

Communications, Inc. “Because they get in a ‘rut’ and
are, in a word, bored. Sweep employees out of their ruts
by launching ‘guerilla celebration’ attacks. Have bagels
and coffee waiting for employees on a random Tuesday.
Keep employees off-balance about what you’re going to
do next. It’s the sort of thing that separates one company
from another — and convinces employees to stay put
when they are thinking about leaving.”
There’s no denying celebrations with plenty of public
pats on the back are a great way to make your staff feel
like they’re on a winning team. What can you celebrate?
Ask your staff for ideas. Here’s a short list of possibilities:
• Employee anniversary milestones;
• The achievement of practice goals;
• Your practice’s anniversary;
• The busiest day, week, or month since the
beginning of the year; or
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• To mark the end of a project, such as
implementing your practice’s Web site, a major change
in appointment scheduling, or remodeling the office.
Hard-learned lesson: “Recognition and
celebrations,” say Ron Zemke and Chip R. Bell, coauthors of Service Wisdom, “are ways of reaffirming to
people that they are an important part of something
that matters. These little ceremonies can be significant
motivators for people in any organization, but especially
so in a service organization, where ‘pride in the product’
is essentially pride in personal performance.”
Among the benefits, celebrating:
• Promotes teamwork because people feel bonded
with one another;
• Creates energy. People feel renewed, their batteries
recharged;
• Builds people’s self-esteem by recognizing their
contributions and achievements;
• Communicates your priorities;
• Showcases and reinforces desired norms of behavior;
• Helps people through transitions and changes; and
• Makes work more fun.
Action steps: There is no right way to celebrate. In

fact, try to explore different forms of celebration to
keep things from being routine and predictable.
Make events fun and festive. Get lots of ideas by
getting everyone involved with the planning and
execution. And keep the focus on the people and
achievements you’re recognizing. Otherwise, it’s just
another party.
Celebrations remind everyone that goals not only
exist, but are exciting, important, and attainable.
Celebrations are also a way of nourishing team spirit.
A celebration represents a moment in time when the
efforts of many people can be seen, felt, and enjoyed.
In highly human terms, celebrations let your staff
know you are paying attention to their individual (or
team) performance, that you recognize how hard they
are working, how much they are contributing, and how
valuable they are.
Bob Levoy’s newest book, 222 Secrets of Hiring,
Managing, and Retaining Great Employees in
Healthcare Practices, is published by Jones and
Bartlett Publishers. He can be reached at
b.levoy@att.net.
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MARKETING

HAS YOUR CHEESE BEEN MOVED?

Change your marketing to

attract new patients
By Lynne Sullivan, DC
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D

oes your Yellow Pages ad attract
as many patients as it used to? In
fact, are the methods you have
always used to recruit new patients as
effective as they were in the past?

• An active presence in cyberspace. Consumers

increasingly use the Web to research health conditions
and find providers to help them.
Design a Web site that provides information on
chiropractic and introduces you, your staff, and your
clinic.
Collect e-mail addresses and send out monthly
e-mail newsletters.
If you answered “no,” do you know why your
traditional methods of drawing patients into your office
• Monthly marketing events. Monthly marketing
are no longer working?
events, both internal and external, ensure consistent
Perhaps someone moved your cheese, à la Who
messaging to the public and help penetrate the market.
Moved My Cheese? by Spencer Johnson, MD. Things
Consistent marketing also attracts a regular flow of new
change — including how to attract new patients —
patients, not a surge that can occur when panic
and it’s important to change with them.
marketing is done.
That change should incorporate a comprehensive
Schedule events on a marketing calendar. Publicize
marketing plan that includes a
these events well in advance
wide variety of components.
to ensure good attendance.
Required
skills
Here is a checklist of those
• Internal processes.
In addition to developing and following
components used by highly
Good marketing also requires
a comprehensive marketing plan, spend
successful practices:
good internal processes to
time developing a positive, “can do”
assure new patients can be
• Unique selling
attitude and a number of critical skills in:
accommodated without
proposition (USP). A USP
• Time management,
disruption to the clinic.
differentiates your practice
• Communication,
Develop a policies and
from the others in town.
• Organization, and
procedures manual and train
Create a USP that
• Business planning — specifically
all employees on it. Spend at
distinguishes you so people
strategic planning.
least one hour per week
will drive past other chiroworking on the practice’s
practors to get to your clinic.
business with your team, solving problems, and
• A professional referral system. The key to
improving processes to assure better patient relations.
growing practices today is referrals from other
professionals, including medical doctors, physical
• Branding processes. Successful practices have a
therapists, massage therapists, and leaders in the
consistent look and feel about them.
community.
Assess all of your marketing materials — from your
Develop a system that not only allows you to meet
signage to your business cards. Make sure all materials
these people, but will also nurture the relationships you
brand you — that is, they have the same look and feel,
develop.
and send the same message.
The most successful practices have implemented
• A system of external events. Becoming known
these systems and continue to reap rewards for many
in your community is essential to attracting referrals.
years. They follow the trends of the future and don’t
Schedule regular external events, such as health
live in the past.
fairs, spinal screenings, and talks. Implement a system
Get excited; take action now! Put these systems into
close to people at these events and bring them into the
place to create multiple streams of new patients so you
office to start care.
become the most recognized chiropractor in your com• An internal educational system. The more
munity. Spread the word and dominate your market.
people understand the benefits of chiropractic, the
more they are inclined to obtain lifetime care.
Schedule research-based educational programs
Lynne Sullivan, DC, is a senior coach for APB
weekly on such topics as fibromyalgia, osteoarthritis,
Marketing and has developed a high-volume,
and scoliosis. You can publicize the topics in your
family-oriented practice focusing on wellness care.
office, on your Web site, and in advertisements, as well.
She can be reached by phone at 925-484-1070, by
Develop a system to encourage patients to bring guests.
e-mail at dcladywss@yahoo.com, or through the Web site,
Track leads and follow up.
www.automaticpracticebuilder.com.
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PERSONAL DEVELOPMENT

Language sets the tone
By Susan J. Bethanis, EdD

D

o you “check up” on your staff
or “check in” with each
member? Do you try to “fix”
your employees or help “develop” their
skills to be more successful?
Your choice of words is neither semantics nor idle
wordplay. It’s about effective leadership and success
through language.
It’s imperative that today’s leaders realize the
language of leadership influences what occurs within
their organizations. Leaders have the ability to change
their organizations by changing their language. The
words we use can “make or break” relationships with
employees. Carefully crafted messages go a long way in
personal and organizational success.
Today’s workforce wants more choice, creative
license, and autonomy. They don’t want to be
“micromanaged.” Micromanaging is one example of
leaders using 20th century “command and control”
language for a 21st century mindset and workforce.
Leaders too often use language that is riddled with
militaristic or hierarchical metaphors, such as, “Let’s
gather the troops to nail down the schedule for the
year” or worse, an edict, “I am going to nail the
schedule down and post it.”
Not only can this language incite a fear-based
culture, it also works against what leaders say they are
striving for — to be more collaborative and engaging.
The problem is you wouldn’t know this from some
leaders’ language.

VOL 53: ISSUE 19 • NOVEMBER 30, 2007

Here are six suggestions to convey messages more
powerfully and positively:
1. Slow down. Become conscious that your
language and intent may not be aligned. If it’s team
building you’re after, use “empowering” language rather
than “overpowering” words.
2. Expunge absolutes. Avoid using “always” and
“never” when communicating with others, especially
when giving feedback.
3. Balance yourself. Weigh your need to “drive”
change against words that actually “inspire” change.
4. Ask, don’t tell. Use inquiry more than advocacy
when you coach and problem-solve with your employees.
5. Be clear in your requests of others. Include
specific actions as well as time and date needed.
6. Reframe how you think about change. Think
about this: We fix cars and planes; we don’t fix people.
Choose your words wisely. And, definitely, avoid
“quick fixes.”
Language plays a primary role in how well we lead.
In order to change our language, we must slow down
and be aware of what we say and notice the influence
and impact our words have. Start by noticing now:
What are the words you lead by?
Susan J. Bethanis, EdD, is the founder and CEO of
Mariposa Leadership, Inc., a 12-person San
Francisco-based leadership coaching firm in its 10th
year. She is the author of Leadership Chronicles of
a Corporate Sage (Kaplan Publishing, 2004.) She can be
contacted at sueb@mariposaleadership.com or through her
Web site, www.mariposaleadership.com.
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READER SERVICE

Free Information
From Our Advertisers
RS# Advertisers/Description

Pg#

RS# Advertisers/Description

Pg#

284 AC Grace . . . . . . . . . . . . . . . . . . . . . 25

294 Iso-Diagnostic . . . . . . . . . . . . . . . . . 87

146 American Chiropractor . . . . . . . . . . . 89

197 J-Tech Medical Industries . . . . . . . . . 88

298 Aquamed . . . . . . . . . . . . . . . . . . . . . 33

212 Kathy Mills Chang . . . . . . . . . . . . . . 87

160 Axiom Worldwide. . . . . . . . . . . . . . . 29

275 Kathy Mills Chang . . . . . . . . . . . . . . 85

217 Bioactive Nutritional. . . . . . . . . . . . . 67

210 King Bio. . . . . . . . . . . . . . . . . . . . . . 81

150 Biotics Research . . . . . . . . . . . . . . . . 53

266 King Bio. . . . . . . . . . . . . . . . . . . . . . 84

166 Body Relaxer . . . . . . . . . . . . . . . . . . 61

286 Lordex, Lumbar Spine Care Centers . . 59

296 Breakthrough Coaching . . . . . . . . . . . 7

164 Madeira Success Strategies . . . . . . . 38

272 Carlson Laboratories. . . . . . . . . . . . . 85

273 Mettler Electronic . . . . . . . . . . . . . . . 85

107 Cert Health Sciences . . . . . . . . . . . . 23

*

125 Chiro950 . . . . . . . . . . . . . . . . . . . . . 87

240 Multi Radiance Medical . . . . . . . . . . 44

156 Chiro Practice Marketing . . . . . . . . . 65

152 NCMIC. . . . . . . . . . . . . . . . . . . . . . . 17

270 Chiro-Manis . . . . . . . . . . . . . . . . . . . 85

187 Neuro Resource Group . . . . . . . . . . . 63

183 ChiroSecure . . . . . . . . . . . . . . . . . . . 79

113 NZ Manufacturing . . . . . . . . . . . . . . 28

157 ChiroTouch. . . . . . . . . . . . . . . . . . . . 58

205 OUM Chiropractor Program . . . . . . . 41

280 Code Blue . . . . . . . . . . . . . . . . . . . . 88

168 Parker College/Seminars . . . . . . . . . . 57

276 DB Consultants, Inc. . . . . . . . . . . . . . 85

288 PBI/Myovision . . . . . . . . . . . . . . . . . 37

195 Diamond Spine Fitness . . . . . . . . . . . 24

274 Perfect Patients . . . . . . . . . . . . . . . . 85

269 Douglas Labs . . . . . . . . . . . . . . . . . . 84

181 Performance Health/

MPN Software . . . . . . . . . . . . . . . . . 35

191 Erchonia. . . . . . . . . . . . . . . . . . . . . . 11

The Hygenic Corp. . . . . . . . . . . . . . . 21

144 Eurotech Mfg. . . . . . . . . . . . . . . . 50-51

121 Prescription Beds . . . . . . . . . . . . . . . 28

138 EZ Notes . . . . . . . . . . . . . . . . . . . . . 69

199 Relaxo Bak . . . . . . . . . . . . . . . . . . . 48

223 Fernandez Consulting . . . . . . . . . 32, 74

193 Satori Select . . . . . . . . . . . . . . . . . . . 39

109 Foot Levelers . . . . . . . . . . . . . . . . . . 13

265 Satori Select . . . . . . . . . . . . . . . . . . . 84

203 Foot Levelers . . . . . . . . . . . . . . . . . . 22

180 Sense Technology . . . . . . . . . . . . . . . . 9

282 Foot Levelers . . . . . . . . . . . . . . . . . . 94

105 Serola Biomechanics. . . . . . . . . . . . . 89

268 Foot Levelers . . . . . . . . . . . . . . . . . . 84

115 Spinal Aid . . . . . . . . . . . . . . . . . . . . 45

246 G.S.R. Systems Inc . . . . . . . . . . . . . . 88

290 Spinetronics . . . . . . . . . . . . . . . . . . . 68

185 Harlan . . . . . . . . . . . . . . . . . . . . . . . 87

189 Standard Process . . . . . . . . . . . . . . 2-3

263 HealixCare . . . . . . . . . . . . . . . . . . . . 84

267 Standard Process . . . . . . . . . . . . . . . 84

264 HealthAid America . . . . . . . . . . . . . . 84

117 The HELPcard . . . . . . . . . . . . . . . . . . 20

119 Hill Labs . . . . . . . . . . . . . . . . . . . 92-93

142 The Masters Circle . . . . . . . . . . . . . . . 4

170 IMPAC . . . . . . . . . . . . . . . . . . . . . . . 42

271 The Masters Circle . . . . . . . . . . . . . . 85

171 IMPAC . . . . . . . . . . . . . . . . . . . . . . . 43

225 The Orthotic Group . . . . . . . . . . . . . 31

201 Ingen Technologies. . . . . . . . . . . . . . 47

*

131 InPhase Technologies Group . . . . . . . 55

174 Ventura Design. . . . . . . . . . . . . . . . . 16

111 Integrity Management . . . . . . . . . . . 15

292 V-Juv . . . . . . . . . . . . . . . . . . . . . . . . 36

Ulan. . . . . . . . . . . . . . . . . . . . . . . . . 49
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LEGAL
ASK THE ATTORNEY

The best offense to claims denial
By Steven Conway, DC, DACBOH, JD, Esq.

Insurance companies are denying my claims.
Their denying authorities are unknown
chiropractors who give me generalized denials
on almost all of my care. I feel as though I am being
blacklisted. What do you think I should do — hire an
attorney and sue them?

Q

The integration of chiropractic into the
insurance world has never been a smooth
process. Unfortunately, what you are
experiencing is not new.
Despite your frustration, solutions are available to
you to handle the situation. None guarantee success,
but they can increase your chances of winning.
One major cause of denials is improper documentation.
It has been said that football games may be won with
offense, but championships are won with strong
defenses. Having internal systems in order will not
guarantee your claims will be accepted, but you will be
prepared to fight back.
Before starting legal offensive maneuvers, have a
strong defense to carry you to the championship.
One of the first, and most important, defensive
moves you can take is proper documentation. (Other
defensive moves include coding and procedures,
understanding the coverage provided, and
understanding the company’s appeal process.)

A

DOCUMENTATION WINS THE GAME
You will win or lose based upon your documentation
and coding. It is that simple.
It is not the quantity of documentation that matters,
but the quality of the information. Reams of paper
containing worthless information — series of macros
automatically generated by software — do no good.
You do not have to spend 30 minutes documenting
each patient. However, you must include, at a
minimum, the following:
1. A full and complete history described by the
patient. History-taking continues to be a weak link in
many chiropractic offices. Doctors seem to focus on
treatment and take little interest in the patient’s history.
Comments such as “woke up with neck pain” or
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“twisted wrong and now has low back pain” does not
constitute a history.
The history establishes the baseline subjective markers
for your case. Your subsequent re-evaluations will be
compared to this initial information. If your current
history process does not accurately describe the degree or
severity of the initial condition, then you provide the
insurer an increased opportunity to deny treatment.
In addition to your notes, include forms filled out
and signed by the patient in the patient’s file. When
the patient completes a visual analogue scale (VAS),
Oswestry, and other similar forms in addition to your
intake forms, you get a better understanding of the
initial condition, and the patient’s input provides
additional credibility and validity.
2. Findings of the initial examination. While the
history process sets subjective markers, the examination
process sets markers for the initial objective information.
Perform an examination that allows you to fully
understand the patient’s condition and create objective
markers you can evaluate at the daily treatment level
and at the subsequent re-examination. The use of
examination equipment also helps in the documentation
of the degree or severity of the case. For example: A
computerized ROM (range-of-motion) test will provide
more credibility than eyeballing the patient’s ROM.
A cervical range-of-motion (CROM) tool placed on
a patient’s head can also accurately reads the patient’s
motion in each direction. Another inexpensive tool is a
pressure algometer to document pain level objectively.
3. Treatment plan with set goals and targets to
achieve. A treatment plan should include more than a
recommended number of visits, such as “three times a
week for four weeks.”
Include targets or goals you intend to accomplish
within a specific timeframe. Do you intend to
completely correct the condition in this period of time?
What level of correction are you expecting?
Set a target for the subsequent re-evaluation and reexamination process to judge if the treatment provided
was successful or not. Also, incorporate treatment
procedures in this section with the intended results. This
section sets the stage for the purpose of the treatment
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modalities and intended results.
4. Signed informed consent to begin treatment.
Please see “Do You Have a Valid Informed Consent?”
in Vol. 52, Issue 4 (www.chiroeco.com/consent) to
review the details of an informed-consent form.
5. Daily records demonstrating progress. Daily
notes can be done with check boxes or narratives; there
is no single correct way to document daily notes. What
is important is the information you capture.
The documentation must accurately reflect the
patient’s current condition. If your notes read exactly
the same visit after visit, then your credibility is
affected. Repeated statements of “neck pain” for
subjective and only “subluxation” for objective do not
create a strong case for appeal of denial.
Documentation that includes the level or degree of the
patient’s neck pain and more extensive objective
observations will.
6. Re-examinations with analysis by the doctor.
The analyses should demonstrate progress or
termination of care.
If you have determined that re-examinations are not
valuable, your chance of success in any appeal process

is extremely low. The majority of chiropractic claims
successfully denied are due to continued care over an
extended period of time with no re-examinations
performed.
Your strong defense starts by establishing the severity
of the condition in the initial examination, providing
goals and targets to achieve in the treatment plan,
and using daily notes and re-examinations to
demonstrate progress or response to treatment toward
the intended goals.
Steven Conway, DC, DACBOH, JD, Esq., is a partner
in True North Chiropractic Consultants LLC, which
provides guidance and ethical solutions to the
barriers found in chiropractic practices. He can be
contacted through truenorthchiropracticconsultants.com or
by e-mail at chirolaw@aol.com.
DISCLAIMER: This column is provided for educational
purposes only. The accuracy or timeliness of the information
presented is not warranted. The information is not presented
as legal advice and no attorney-client relationship is
established.
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The online resource for future doctors of chiropractic.

10 ways to minimize loss

E

very business has to worry
about loss — from fire, natural
disasters, or other destruction
of property.

But, the two most frequent losses businesses suffer
from are theft and embezzlement.
Your chiropractic practice, like all other businesses,
must establish internal controls as soon as you open.
Internal controls are those measures businesses use to
guard against waste, error, and fraud.
Losses can come from external sources, such as
robbery and burglary, but are most likely to come from
internal sources, such as employee theft and
embezzlement.
Most internal-control procedures deal with
safeguarding cash, which is the easiest asset to steal.
Internal accounting controls are based on two rules
of thumb:
• Division of duties. No one person should have
control of any one accounting process, nor should one
employee handle all aspects of a transaction. If one staff
member writes checks, another should reconcile the
bank account.
Switch duties every month. Switching duties allows
everyone to cross-train and keeps one person from
retaining total control of a critical process.

• Managing by walking around. Managing by
walking around (MBWA) keeps you informed about
what your staff members are doing, and lets them know
you are watching them.
Some people may resent your watchfulness, but you
might want to ask yourself why this person is so resentful
— is it because he or she has something to hide?

10 WAYS TO MINIMIZE YOUR LOSSES
Here are 10 more ways you can minimize losses from
employee actions:
1. Require vacations. If someone refuses to take a
vacation, demand he or she do so, and then check that
person’s work carefully.
2. Don’t allow staff members to take work
home. Both from a compensation and wage laws
standpoint, and from the standpoint of monitoring
activities, it is not a good idea to allow people to work
at home.
3. Deposit receipts daily. Make no exceptions.
Include as much detail as possible about checks and
other deposit items.
4. Keep a backup record of every transaction in
the practice. Include petty cash.
People who embezzle usually start by taking small
amounts, often from petty cash. Watching over these
small transactions can help keep the big ones from
happening.

Brought to you by your industry leaders

800-451-4514
themasterscircle.com

800-246-3733
biofreeze.com
800-553-4860
footlevelers.com

800-747-3488
scrip-inc.com
800-882-4476

888-242-0571 • erchonia.com
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Reduce the risk
Throughout the years, surveys have shown that 10 percent of people
would never steal under any circumstance, 10 percent would steal at
every opportunity, and 80 percent would steal given the right motive.
You can keep losses to a minimum by following these principles:
• Set an ethical tone. It’s up to you as the business owner to control
your practice’s environment.
You set the ethical tone of your company by the way you
communicate your management philosophy and operating style, and
the ethical expectations you establish for employees.
• Assess your risks. The discipline of risk management is a process of
reviewing all business risks, analyzing them to determine which have
the highest probability and severity, and setting up a plan for how
these risks should be managed.
• Communicate your expectations. Tell prospects and new hires you
expect the highest levels of honesty and ethical behavior. Let staff
members know what you expect of them and the importance you place
on their adherence to the rules. Encourage them to communicate their
concerns with you.
• Monitor. Set up a system to monitor all employee activities and to
periodically evaluate the effectiveness of your efforts at risk
management.
Start your practice by following these principles and remembering
the internal-control rules.

5. If one staff member writes
checks, have someone else sign.

8. Check all employee
references before hiring. You

This is another of those “two
people for every task” items.
Some practices require two
signatures on checks. Don’t do this
and then sign a batch of checks
without checking what you are
signing. That defeats the purpose of
having two signatures.
6. Keep unused checks in a
lockbox. And verify all check
numbers, including voided ones.
Don’t allow someone the
opportunity to take a “void” check
and write it to him or herself.
7. Treat staff members fairly.
And pay them as much as you can
afford.
While this may not sound like an
internal-control issue, people who
are dissatisfied or have a grudge
against a company often justify
their theft on that basis. Don’t give
someone an excuse to steal.

can also do a search on convictions
(not charges), and don’t hire if you
have questions.
9. Use monthly financial
statements as an internalcontrol check. Review receivables,
payables, and expenses. Watch for
unusual amounts.
10. Don’t hesitate to call the
police. If you think someone is
stealing from you, call the police.
If you wait, you not only make it
more difficult for the police, you
also condone the activity, and you
may find it harder to prosecute.

MORE SUCCESS-BUILDING
INFORMATION
Go to www.studentDC.com for
more information and resources to
kick-start your career. Be sure to
sign up for a bimonthly newsletter
delivered to your e-mailbox.
CIRCLE 210 FREE INFORMATION
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Win an Apple iPhone! Register Today

Card Pack Plus
FREE
Apple iPhone
Entry Form
Enclosed
in Pack

82

+ Savings
+ Discounts
+ Free Items

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

The Masters Circle
FREE 30 MINUTE
CONSULTING SESSION
800-451-4514
www.themasterscircle.com

Parker Seminars
2 FREE REGISTRATIONS
www.parkerseminars.com

Synergy Therapeutic
REHAB EQUIPMENT
CATALOG
800-639-3539
www.SynergyRehab.com

Techno-Derm
FREE DVD
888-892-4588
www.spineforce1.com

SQUIP USA
FREE NASALINE
SAMPLE
877-226-3965
www.squipusa.com

Visual Odyssey
FREE LIFESIZE PICTURE
800-541-4449
www.neuropatholator.com

SpineRite
FREE DISCOVERY DAY
877-569-3672
www.spinerite.com

Hill Labs
FREE INFORMATION
877-445-5020
www.hilltherapy.com

BioSan Laboratories, Inc.
FREE BOTTLE OF INNATE
800-634-6342
www.InnateResponse.com

Drucker Labs
FREE INTRAMAX
SAMPLE
888-881-2344
www.druckerlabs.com

Anthony Robbins
FREE INERBALANCE INFO
800-397-6182
www.AnthonyRobbins.com
/innerbalance

Biotics Research
FREE SAMPLE
OF SCULACIA
800-231-5777
www.bioticsresearch.com

Cold Laser Therapy
AFFORDABLE COLD
LASER
877-527-3750
www.ColdLaserTherapy.US/CD

Student DC
FREE NEWSLETTER
SUBSCRIPTION
800-533-4263
www.StudentDC.com

Hill Laboratories
FREE AIR-FLEX & AFT
TABLE INFORMATION
877-445-5020
www.hilllabs.com

Massage Magazine
DISCOUNTED
SUBSCRIPTION
888-883-3801
www.massagemag.com

Health First
FREE MARKETING
REPORT
800-970-2879
www.newpatientnow.com

Eon Systems
FREE DEMO CD
800-955-6448
www.eonsystems.net
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at www.chiroeco.com/cardpack
Douglas Labs
FREE SET OF
DOUGLAS DIRECTIVES
888-368-4522
www.douglaslabs.com

HC-IT Developers
FREE WEB DEMO
AND $25 GIFT CARD
866-920-6106
www.e-healthbooks.com

SQUIP USA
FREE CERUSOL SAMPLE
877-226-3965
www.squipusa.com

Professional Co-op
Services
LOW COST LAB TESTING
866-999-4041
www.professionalco-op.com

Electronic Merchant Sys.
DISCOUNTED CREDIT
CARD TERMINAL
800-476-5020
www.elect-mer.com

Techno-Derm
FREE DVD
888-892-4588
www.spineforce1.com

Chiropractic Economics
FREE SUBSCRIPTION
800-533-4263
www.ChiroEco.com

Chiropractic Economics
WIN AN APPLE IPHONE
800-533-4263
www.ChiroEco.com

Multi Radiance Medical
FREE PATIENT
EDUCATION PACK
800-373-0955
www.multiradiance.com

Apple
iPhone

The WINNERS of the April ‘07
Card Pack iPod Shuffles are...
1. Keith Schleper, DC of Waite Park, MN
2. Eugene Rizzo, DC of Shreveport, LA
3. Robert Penze, DC of Mt. Prospect, IL

Spinal Aid
FREE INFORMATION
800-542-3784
www.spinalaid.com

Core Products
FREE IBUNEX SAMPLE
800-241-2175
www.CoreProducts
Laboratories.com

FREE

You
Won!

Quality Health Products
FREE SAMPLE OF
SUPERFEET
800-834-7058
www.qhpincb2b.com

Lords International
FREE INFORMATION
800-222-6372
www.lordsinternational.com

WIN A

Congratulations!YOUR CARD
COULD BE

HERE!
FRANK WEINER
904-567-1540
fweiner@chiroeco.com
JANICE LONG
904-567-1541
jlong@chiroeco.com
JEFF PRUITT
904-567-1542
jpruitt@chiroeco.com
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You could
WIN a new
Apple
iPhone!
(Includes in the box...
iPhone, Stereo Headset,
Dock, Dock Connector to
USB Cable, USB Power
Adapter, Cleaning/Polishing
Cloth & User Manual)

Enter today!
www.ChiroEco.com/cardpack
All entries must be recieved
no later than 12/31/07
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PRODUCTS AND SERVICES
Eco-friendly fabric line

Stress control

HealixCare by
Poly-Gel is a new
line of nano-fiber
and eco-friendly
fabric materials for
the healthcare
market. The line
includes VEVA,
SilverTecc, and BambooTecc. VEVA is an anti-fatigue material
designed to mold the foot for enhanced function and greater
biomechanical results; SilverTecc helps embed anti-microbial,
nano-silver particles into the fabric; and BambooTecc fabrics
are intended to provide advanced reduction of foot odor,
bacteria, mycosis, and onocomycosis.
Call 866-438-2297 or visit www.healixcare.com.
Circle 263 on free product info card

King Bio’s SafeCareRX formula 9-1-1 Stress
Control is intended to quickly relieve nervous
tension, minor anxieties, fearfulness, and
oversensitivity. It works to correct the
underlying causes of a wide range of stressrelated conditions. It is marketed as an
effective support for mental, emotional, or
physical stress.
Call 866-298-2740 or visit
www.safecarerx.com.
Circle 266 on free product info card

Calcium supplement
Calcifood Powder by Standard
Process was developed to be more
than just a calcium supplement. It is
formulated to provide essential
vitamins D, K, and P, as well as
minerals, proteins, and enzymes found
in bone. These nutrients assist the
body in building strong, healthy
bones.
Call 800-848-5061 or visit www.standardprocess.com.
Circle 267 on free product info card

Detox plan
HealthAid America’s 2-Day
Detox Plan is a detoxification
program that contains 13
selected herbs aimed specifically
to flush away toxins and support
the body’s natural elimination
systems. Designed to be quick
and easy, the plan helps cleanse and purify the entire body,
particularly the main organs affected by the build-up of
toxins — the liver, kidneys, colon, and skin.
Call 800-697-9749 or visit www.HealthAidAmerica.com.
Circle 264 on free product info card

Massage chair
Satori Select’s 2008 BodyPro
Select is a 10-zone seat and leg
massage chair. This FDA-registered
product contains five user-height
settings, an electric recline and incline
function, intersegmental traction, eight types of massage,
and five intensity settings. Included with the chair is a backlit
LCD remote. The chair is available in four colors.
Call 310-738-6282 or visit www.satoriselect.com.
Circle 265 on free product info card

Pillow guide
Foot Levelers’ “How to Get Paid
for Pillows” is a booklet that
provides specific suggestions on
verification and coding. Developed
with Breakthrough Coaching, this
booklet intends to provide an
easy-to-use, successful approach
to proper insurance claims
submissions for cervical and back
support pillows. The booklet
contains sample letters of medical
necessity for you to customize and
send to insurance companies.
Call 800-553-4860 or visit www.footlevelers.com.
Circle 268 on free product info card

Stress support pack
Douglas Laboratories’ Longevity Support Pack is a nutrition support system formulated to assist the
body during natural changes of the aging process. It contains nutrients and antioxidants to help protect
against the oxidative damage caused by free radicals that contribute to premature aging in the body.
Each packet contains four tablets of Ultra Preventive X, 100 milligrams of coenzyme Q10, a vitamin E
softgel, and a 1,000-milligram vitamin C capsule, among other nutrients and antioxidants.
Call 888-368-4522 or visit www.douglaslabs.com.
Circle 269 on free product info card
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Patient-education
software

Therapeutic
ultrasound

The Virtual Decompression Cox
Technic, made available by
CommVantage, Inc. and Chiro-Manis,
Inc., is designed to be an interactive,
photorealistic, and easy-to-use
consultation and report-of-findings software program for
chiropractors. It is specially designed to present the
conditions Cox Technic flexion-distraction decompression
adjusting manipulation addresses in a 3-D, high-tech
interactive format. These conditions include cervical disc,
lumbar disc, effects of decompression, stenosis, and
spondylolisthesis. A built-in video provides treatment answers
to patient questions about adjustments.
Contact 800-441-5571 or visit www.chiromanis.com.
Circle 270 on free product info card

Mettler Electronics’ Sonicator
Plus 940 is a unit that combines
four channels of electrical
stimulation with 1 and 3
megahertz of therapeutic ultrasound.
It contains eight treatment waveforms and has 61 preset
protocols to select specific treatment parameters. In addition,
enough space is included to store up to 80 user-defined
protocols, so you can customize treatment programs for your
practice.
Call 800-854–9305 or visit www.mettlerelectronics.com.
Circle 273 on free product info card

Conversation topics
The Masters Circle’s MasterDialogues
provides examples of typical conversation
topics that can be discussed in a
chiropractic office, as well as offers
suggestions about how to best handle
those topics elegantly. The dialogues are
divided into two sections: One on
common office procedures and policies and one on
marketing. Scripts are suggested as models and can be
modified to suit each individual practice.
Call 800-451–4514 or visit www.themasterscircle.com.
Circle 271 on free product info card

Fish oil
Carlson Laboratories’ MedOmega is a highconcentrate fish oil. This professional strength
formula supplies 2,800 milligrams of total
omega-3s, including a balanced concentrate
of 1,200 milligrams of DHA and 1,200
milligrams of EPA per orange-flavored
teaspoonful. EPA and DHA help maintain
cardiovascular health, brain and vision development, and
support flexible joint function and skin health.
Call 888-234-5656 or visit www.carlsonlabs.com.
Circle 272 on free product info card

Web-site service
Perfect Patients is an
interactive Web site service that
features content from Patient
Media, Inc. The Web-site service,
www.perfectpatients.com,
includes semimonthly patient e-Newsletters intended to
stimulate referrals, interactive e-Learning, and weekly home
page updates. It offers customized content and offers three
types of visitor experiences for guests, subscribers, and
members.
Call 800-381-2956 or visit www.perfectpatients.com.
Circle 274 on free product info card

Coding DVD
Cracking the Code by Kathy
Mills Chang is a DVD-format
reference tool designed to help
navigate the process of
chiropractic coding. In the DVD,
Chang delivers a guided virtual tour
that addresses critical components of
coding. Included are the history and purpose of
coding, E/M guidelines and coding, chiropractic manipulative
treatment (CMT) coding, modality and procedure coding, and
modifiers.
Call 303-470-3339 or visit www.kathymillschang.com.
Circle 275 on free product info card

Office software
DB Consultants, Inc. has announced a special interface with Emdeon Business
Services’ Internet-based Emdeon Office. Emdeon Office enables customers to submit
secondary claims electronically to Medicare carriers. In addition, Emdeon Office provides other services, such as real-time patient
eligibility verification, referral submission, and referral status inquiries, pre-certifications, authorizations, and electronic
remittance advice.
Call 610-847-5065 or visit www.dbconsultants.com.
Circle 276 on free product info card
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DATEBOOK
Chattanooga Group
800-592-7329
Dec. 20, Chattanooga, Tenn.

Cox Seminars
800-441-5571
Jan. 25–27, 2008, Tampa, Fla.
Feb. 9, 2008, Koloa, Hawaii
March 29–30, 2008, Scottsdale, Ariz.
April 18–20, 2008, Chicago
June 6–8, 2008, Indian Wells, Calif.
July 18–20, 2008, Atlanta
Sept. 12–14, 2008, Philadelphia
Oct. 11–12, 2008, Fort Wayne, Ind.
March 28–29, 2009, Hawaii

March 15–16, 2008, Newark, N.J.
March 29–30, 2008, Cleveland
March 29–30, 2008, Peoria, Ill.
April 5–6, 2008, Baltimore
April 5–6, 2008, Hartford, Conn.
April 5–6, 2008, Boston
April 5–6, 2008, Wilmington, Del.
April 12–13, 2008, St. Louis
April 19–20, 2008, San Francisco
April 19–20, 2008, Colorado Springs, Colo.
April 26–27, 2008, Omaha, Neb.
April 26–27, 2008, Orlando, Fla.
May 3–4, 2008, Irvine, Calif.
May 3–4, 2008, Cedar Rapids, Iowa
May 3–4, 2008, Allentown, Pa.
May 3–4, 2008, Milwaukee
May 17–18, 2008, Houston
May 17–18, 2008, Portland, Ore.
May 31–June 1, 2008, Greensboro, N.C.
May 31–June 1, 2008, Williamsburg, Va.
May 31–June 1, 2008, Philadelphia

Feb. 16–17, 2008, Charlotte, N.C.
Feb. 23–24, 2008, St. Louis
March 1–2, 2008, Orlando, Fla.
March 15–16, 2008, Tyson’s Corner, Va.
March 29–30, 2008, Seattle
April 5–6, 2008, Minneapolis
April 19–20, 2008, Columbus, Ohio
April 26–27, 2008, Chicago
May 3–4, 2008, New York
May 17–18, 2008, San Francisco
June 7–8, 2008, Denver

Dr. Fred Schofield
602-439-8456
Feb. 9, 2008, East Elmhurst, N.Y.
Feb. 16, 2008, Tempe, Ariz.
March 8, 2008, Florida
April 11, 2008, Las Vegas
May 3, 2008, East Elmhurst, N.Y.
June 7, 2008, Carefree, Ariz.
Aug. 1–2, 2008, Phoenix
Sept. 13, 2008, East Elmhurst, N.Y.
Sept. 20, 2008, Oakland, Calif.
Oct. 4, 2008, Tempe, Ariz.
Nov. 8, 2008, East Elmhurst, N.Y.
Dec. 6, 2008, Tempe, Ariz.

Freedom Awaits LLC
866-662-BACK
Dec. 14–17, Fort Wayne, Ind.
Jan. 16–19, 2008, Fort Wayne, Ind.
Feb. 13–16, 2008, Fort Wayne, Ind.
March 12–15, 2008, Fort Wayne, Ind.
April 16–19, 2008, Fort Wayne, Ind.
May 14–17, 2008, Fort Wayne, Ind.
June 18–21, 2008, Fort Wayne, Ind.
July 16–19, 2008, Fort Wayne, Ind.
Aug. 20–23, 2008, Fort Wayne, Ind.
Sept. 24–27, 2008, Fort Wayne, Ind.
Oct. 29–Nov. 1, 2008, Fort Wayne, Ind.
Dec. 3–6, 2008, Fort Wayne, Ind.

Erchonia
888-242-0571
Dec. 1, Dallas
Dec. 1, Orlando, Fla.
Dec. 1–2, San Francisco
Dec. 1–2, Portland, Ore.
Dec. 1–2, Oakland, Calif.
Dec. 7–9, San Diego
Dec. 8, Dallas
Dec. 8, Orlando, Fla.
Dec. 8–9, Houston
Dec. 8–9, Miami

Integrity Management
800-843-9162, ext. 3
Jan. 12–13, 2008, Kansas City, Kan.
Jan. 19–20, 2008, Dallas
Jan. 26–27, 2008, Chicago
Feb. 2–3, 2008, Atlanta
Feb. 23–24, 2008, Minneapolis

Palmer Continuing Education
800-452-5032
Dec. 15–16, Port Orange, Fla.
Jan. 12–13, 2008, Davenport, Iowa
Jan. 17, 2008, Iowa Communications Network
(various sites in Iowa)
Jan. 19–20, 2008, Morristown, N.J.
Jan. 26, 2008, Southern California (city TBA)
Jan. 26–27, 2008, San Jose, Calif.
Feb. 2–3, 2008, Davenport, Iowa
Feb. 9–10, 2008, Morristown, N.J.
Feb. 9–10, 2008, Davenport, Iowa
Feb. 16–17, 2008, San Jose, Calif.
Feb. 16–17, 2008, Davenport, Iowa
Feb. 21, 2008, Iowa Communications Network
(various sites in Iowa)
Feb. 23, 2008, San Jose, Calif.
Feb. 23–28, 2008, Cruise from Ft. Lauderdale, Fla.

Chiro Advance Services, Inc.
715-635-5211
Jan. 25–26, 2008, Bloomington, Minn.
April 18–19, 2008, Bloomington, Minn.
July 18–19, 2008, Location TBD

Foot Levelers, Inc.
800-553-4860
Jan. 19–20, 2008, Davenport, Iowa
Jan. 19–20, 2008, Arlington, Va.
Jan. 26–27, 2008, Phoenix
Feb. 2–3, 2008, Detroit
Feb. 2–3, 2008, Madison, Wis.
Feb. 2–3, 2008, Charlotte, N.C.
Feb. 2–3, 2008, Chicago
Feb. 9–10, 2008, Long Island, N.Y.
Feb. 9–10, 2008, Youngstown, Ohio
Feb. 9–10, 2008, Providence, R.I.
Feb. 16–17, 2008, Pittsburgh
Feb. 16–17, 2008, San Diego
Feb. 23–24, 2008, Lexington, Ky.
March 1–2, 2008, Denver
March 1–2, 2008, Ft. Lauderdale, Fla.
March 1–2, 2008, Roanoke, Va.
March 8–9, 2008, Minneapolis
March 15–16, 2008, Greenville, S.C.
86

CHIROPRACTIC ECONOMICS

Logan College of Chiropractic
800-842-3234
Dec. 15–16, Chesterfield, Mo.
Dec. 15–16, Chesterfield, Mo.
Jan. 5–6, 2008, Chesterfield, Mo.
Jan. 12–13, 2008, Chesterfield, Mo.
Jan. 19–20, 2008, Chesterfield, Mo.
Feb. 16–17, 2008, Chesterfield, Mo.
The Masters Circle
800-451-4514
Jan. 18–19, 2008, Dallas
March 28–29, 2008, Santa Clara, Calif.
June 6–7, 2008, Chicago
Aug. 15–16, 2008, Washington, D.C.
Oct. 30–Nov. 1, 2008, Orlando, Fla.
Neuromechanical Innovations
888-294-4750
Jan. 26–27, 2008, Los Angeles
Feb. 9–10, 2008, Boston

The Orthotic Group
800-551-3008
March 1–2, 2008, Chicago
April 26–27, 2008, Orlando, Fla.
Palmer College of Chiropractic
866-592-3861
Jan. 17–19, 2008, Palmer College,
Florida campus

Parker Seminars
888-727-5338
Feb. 7–9, 2008, Las Vegas
May 15–17, 2008, Montreal
Sept. 25–27, 2008, Dallas
Practice Masters, Inc.
800-538-2676
Feb. 14–16, 2008, St. Thomas, U.S. Virgin Islands
Southern California University of
Health Sciences/Los Angeles
Chiropractic College (SCUHS/LACC)
562-902-3379
Dec. 15–16, SCU Whittier Campus, Calif.
Jan. 26–27, 2008, SCU Whittier Campus, Calif.
Spine Rite Centers of America
800-542-3784
Dec. 15–16, Tampa, Fla.
Ulan Nutritional Systems, Inc.
866-418-4801
Dec. 14–16, Clearwater, Fla

For a complete list of seminar and show dates, visit www.ChiroEco.com/datebook.
To be listed, submit your event dates at www.ChiroEco.com/datebook/submitevent.html
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CIRCLE 246 FREE INFORMATION

CIRCLE 280 FREE INFORMATION

Chiropractic
E C O N O M I C S Advertising Marketplace

YOUR
AD

COULD

BE HERE!

CIRCLE 197 FREE INFORMATION

NEW 1/4 page ad
format available
Call for YOUR space today!

904-285-6020
Jeff Pruitt, Ext. 542
Janice Long, Ext. 541
Frank Weiner, Ext. 540
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To place an ad call 904-567-1543 or visit www.chiroeco.com
ASSOCIATE WANTED

ANTI-AGING
NATURAL, PROFITABLE, ETHICAL
and uncomplicated stem cell product for
your practice. FREE Physician’s Reference
Bibliography describes everything.
Emergent Health, 843-236-9310,
jvc689@pol.net

MDs for DCs

MDs AVAILABLE in every specialty who
want to work with you. Complete
MD/DC practice startup, MD training,
and ongoing support. Call today to
speak to Marc H. Sencer, MD, President
and Founder.

1-800-916-1462

ASSOCIATE WANTED
SEEKING FULL AND PART-TIME
ASSOCIATES. POSITIONS AVAILABLE
IN WI, FL, NJ, NY, MA, VA.
RELOCATION ASSISTANCE, SIGN ON
BONUS, SALARY AND BENEFITS.
PLEASE CALL 888-369-2224, E-MAIL
SHEILA@ALLCARE CONSULTANTS.COM,
OR REGISTER ONLINE @
THE CHIROSITE.COM
Looking for a full-time Chiropractor to
work in Glendale/Pasadena, California
medical office. For details, call (818)7903121 or fax resume to (818)790-3121.
VOL 53: ISSUE 19 • NOVEMBER 30, 2007
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or visit www.MDsforDCs.com

DETROIT LIONS OFFICIAL TEAM
CHIROPRACTORS SEEKING
FULL-TIME ASSOCIATE
Associate wanted for a very large
chiropractic group, with over 12 locations
throughout Michigan. Base salary, plus
bonuses and incentives with an opportunity
for partnership. Please send resume to
resume@healthquest.us or fax 248-4716682. For more information, please call
810-471-5554 or visit our website
www.healthquest.us
resume@healthquest.us
CHIROPRACTIC ECONOMICS
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Classified Marketplace
Chiropractic
E CO NO M I C S
To place an ad call 904-567-1543 or visit www.chiroeco.com

ASSOCIATE WANTED

CAREER OPPORTUNITIES

F/T CHIROPRACTOR NEEDED FOR
Growing Reading, PA Practice,
Pennsylvania Chiropractor Adjunctive
Procedure licenses required, resume and
references to:employment@covad.net

A UNIQUE METHOD TO EARN
ADDITIONAL REVENUE, without having
to spend a significant amount of additional
time, 24 hour recorded message, 858-4089665. (A Better Concept)

ASSOCIATE DOCTOR WANTED FOR
busy chiropractic group in Southern
genesee/ Upper Oakland County. Base
Salary, opportunity for partnership, plus
bonuses and incentives. Gain knowledge,
skills and experience that often lack or are
missing in other offices. Please send resume
to cozzetto@healthquest.us or fax 810-9637500. For more information please call 810695-2539 or visit our website at
www.healthquest.us
ASSOCIATE NEEDED IMMEDIATELY
for a large family practice located in a small
Michigan town just a few miles from Lake
Huron. I am offering good pay and bonuses
and possible partnership within a year.
Please visit our website www.healthquest.us
or contact Dr. Musolf 989-269-7011 or
email Musolf@healthquest.us

MARKETING
“100+ NEW PATIENT Marketing
Questions” FREE Packet & Newsletter
Brand New! Request @ 800-970-2879 or
www.newpatientnow.com

EQUIPMENT FOR SALE
COMPLETE NEW X-RAY SYSTEMS
AS LOW AS $11,087. Includes freight,
installation and full-factory warranty. Over 500
installed. For details, visit our Web site at
www.americompus.com or call 800-458-1782.
GENTLY USED SPA CAPULES FOR
SALE Original price marked $27,450, must
go, sell for best offer. Used only for 5 hours,
10 for sale. We offer a one year warranty on
service and parts. For details, please correspondence to renaissancedc@hotmail.com
or call 810-449-8000.
COLD LASER EQUIPMENT $1,150.00
635nm 808nm dual wavelength cold laser.
30 day satisfaction or your money back.
877-LASER-50 www.ColdLaserTherapy.us

WHY ADVERTISE HERE?
BECAUSE IT WORKS!
And every ad that runs here,
also runs on our Web site:

www.ChiroEco.com
FINANCIAL SERVICES

CAREER OPPORTUNITIES

PRACTICES FOR SALE
SELL YOUR PRACTICE IN 180 DAYS
OR LESS – GUARANTEED!!* “Hassle
Free listing”™, cancel anytime, 100% cash
at closing. Call for details. Professional
Practice Advisors, Inc. 800-863-9373.
www.practiceadvisors.com
AR, AL, AZ, GA(9), IN, KY, MA, NC, NM,
OK, OH, PA, SC, TN, TX, WI. $200.00 for
your Practice Evaluation. I have new doctors
who want to buy your practice. Call Dr. Tom
Morgan, 770-748-6084. VolumeDC@aol.com
www.VolumePractice.com
FLORIDA PRACTICE Drastically reduced
for quick sale, doctor wanting to retire,
beautiful Florida panhandle, 3 1/2 days/wk,
avr 40K/M. 850-729-1454.
PRACTICE FOR SALE: Locations in SC,
TX, WI. Other state locations available.
E-mail: practiceinfo@aol.com or call
727-492-0236. Speak with a D.C. Financing
resources available.
HIGHEST QUALITY 20+ YEAR
PRACTICE located in the “crown jewel”
coastal town on Cape Cod, MA. Primarily
maintenance care based with a steady flow
of patient and physician referred new
patients. Collections exceed $16,000.00 per
month in well appointed and beautiful
1,500 sq foot fully equipped office. For more
information please call ChiroEquity at 908419-7510 or email greg@chiroequity.com

ATTN. STEELER FANS!! Pgh. PA. Do you
want to own a successful office collecting over
500k/yr? We are looking for highly motivated
docs that are serious about succeeding, but lack
the tools to open their own practice. Our
hands-on approach will show you the way!
Email me at leedc1@aol.com or fax me at
412-399-4093. This opportunity is perfect for
the unseasoned doctor that wants to begin
their career on the right path.

HOMEOPATHY
CLASSIFIED MARKETPLACE
INFORMATION

ATTENTION: DOCTORS
OF CHIROPRACTIC
Are you interested in writing for
ChiroEco.com and Chiropractic Economics
magazine on a part-time basis? As a parttime journalist, you will be in a highly
visible industry position using your
expertise as a professional chiropractor to
develop original online content. Your
responsibilities will range from collecting
the latest in industry news, research,
techniques, and supporting an interactive
blog. Please provide a modest writing
sample and pertinent background
information to Klephart@chiroeco.com
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To place an ad, fax ad copy with
payment to 904-285-9944 or call 904567-1543 for more information.
Line Ad Rates: $3.00 per word or number
group (eg : phone number) Minimum $60.
Boxed Display Ads: $200 per column inch,
no more than 50 words per inch in a box ad
Payment: Full payment must accompany all
ads. Visa, MC, Check or Money Order are
accepted methods of payment. No refunds
will be issued for classified advertisements.
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PRACTICES FOR SALE

PRACTICE MANAGEMENT

2004 27' MOBILE CLINIC FOR SALE.
Excellent condition; bathroom onboard;
gasoline. Runs perfectly. Only12k miles.
Doctor Retiring. $45,000. 215-880-8573

SUPPLIES

Heel Lifts by LBM, Inc.
Logan Basic Methods
Ladies’ Widths Boys Men’s Widths

HAMILTON, NEW JERSEY. Satellite
practice for sale for set up costs. Call 609585-2881.

3
5
7
9

DO YOU LIKE TO WRITE? Chiropractic
publishing business for sale. Very high
income potential. Will train/transition.
Work from anywhere. Dr. Todd Berntson at
952-220-2633 or drtodd@drtodd.com

mm
mm
mm
mm

A
B
C
D

A1
B1
C1
D1

A2
B2
C2
D2

A3
B3
C3
D3

A4
B4
C4
D4

$2.10 each

1-800-325-1153

PRACTICES FOR SALE
AZ, CA, CO, CT, FL, GA, IL, IN,
KY, MA, MD, ME, NJ, NM, NY,
OH, OR, PA, TN, TX, VA, VT

Buying or Selling?
Call the only full service brokers.

The Paragon Group
• 15 Years Experience
• Large Buyer Database
• Negotiation Assistance
• Strictest Confidentiality
• Access to Financing

1-800-582-1812
eparagongroup.com

www.chiroeco.com
PRACTICE MANAGEMENT
POMIS - PRACTICE MANAGEMENT
SOFTWARE Comprehensive/User
Friendly/Affordable $695-$1295. Billing,
Scheduling, Recall Module, S.O.A.P. Chart
Note Template, Image Storage,
Customizable Documents, Rx Writer, and
more…NPI Ready!!! FREE TRIAL
www.pomismedical.com 866-967-6647.

PRACTICE OWNERSHIP

Don’t miss a single issue!
Our free, bimonthly newsletter provides
students with information on starting their
own business, managing their finances,
preparing for their career, attracting patients,
and more. To sign up FREE, log on to

www.studentDC.com
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CIRCLE 119 FREE INFORMATION
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CIRCLE 282 FREE INFORMATION

