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Online Poll
What is the most recent
rehabilitation modality you’ve
implemented in your practice?

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

Expert Insights
Blogs by Jean Murray, Perry Nickelston, Michelle Geller-Vino, Kelly Robbins, Kathy Mills Chang, Jasper Sidhu, Paul Varnas,
and the Chiropractic Economics editorial staff. We have chosen these bloggers from different niches: Practice startup,
reimbursement, strategies from the “real world” of chiropractic, and the chiropractic press. We do this to make sure you
get the big picture about chiropractic success.

Don't Practice on 
Your Practice
What you know about
hormones can help you to
lose weight

By Paul Varnas, DC
www.ChiroEco.com/varnas

Miller’s Moments
Insurance terms: Have you
heard of these?

By K. Jeffrey Miller, DC
www.ChiroEco.com/miller

ChiroMasterMind 
Open up the shoulder

By Perry Nickelston, DC
www.ChiroEco.com/nickelston

NOW ONLINE   HOME PAGE FOR THE SUCCESSFUL DOCTOR OF CHIROPRACTIC

Home    |    News & Wires     |    Chiropractic Research    |    Magazine Archives    |    Webinar Archives

» Blogs        » Chiropractic Events        » Buyers Guide        » Videos       » Job Boards

Resources for you at ChiroEco.com

Daily News
Updates
The latest news in the

world of chiropractic, plus industry and
health news, now updated daily at
www.ChiroEco.com.

Resource Centers
Active Care
www.ChiroEco.com/wave
• R.I.C.E. and sports

rehab
• Keeping a healthy spine:

Rules to live by

Diagnostic Tools
www.ChiroEco.com/myovision 

• Institute releases iPhone compatible
diagnostic tool

• sEMG used to find cause of
Childhood Flexible Flatfoot

Chiropractic Tables
www.ChiroEco.com/hill

• Technology and aging population
drives growth in medical devices
market

• Top 10 ways to develop a pregnancy
niche

First Tuesday @ 2
Webinar Series
Chiropractic Economics hosts a free
Webinar series on the first Tuesday of
each month at 2 p.m. Sign up for our
next Webinar or view our archive at
www.ChiroEco.com/FirstTuesday

Job Board
Visit www.ChiroEco.com/jobboard for
employment opportunity listings for:
• Associates
• Billing
• Chiropractic

Assistants
• Doctors of

Chiropractic
• Faculty
• Front Office/

Reception/Scheduling
• Independent Contractors
• Marketing
• Massage Therapists
• Multidisciplinary Practice

Opportunities
• Office Management
• Temporary Positions
• Other

Resources for
Canadian DCs

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

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

More from this issue 
Visit our Active Care resource center
to learn how whole body vibration
can become a vital part of your
rehabilitation modalities.
www.ChiroEco.com/wave
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Wendy Bautista, Editor

editor’s message

When eating an apple, you tend to stop once 
you get to the core.

Whereas in rehabilitation, once you get to the core it’s time to keep going
— so as to strengthen and develop it.  

Our feature story, “Core development” on page 36, discusses how the
chiropractic environment is changing with the struggling economy and new
ways of doing business. For many, rehab and active care have taken center

stage — changing the “core” of chiropractic practice for
doctors and patients alike. 

“Motivation, success, and inspiration starts with you”
on page 29 shows how you can change your personal
“core” through seminars, books, classes, and the like.
No matter what the focus — motivational or
educational — you can definitely strengthen your core
with your pursuit to achieve personal excellence.

In “Improving diagnostic certainty” (page 15),
“Mastering 5 factors of a wellness practice” (page 23),
and “Maximize your management effectiveness with
technology” (page 45), we show you how the core of

your practice can also be developed and strengthened when just a few changes
make a difference in how your practice runs and operates.

While looking at the overall picture and toward the future is great, getting
to the core, or heart of the matter, is what it is all about. 

Wishing you success,

Let me know what’s
on your mind:
904-567-1539

Fax: 904-285-9944
wbautista@chiroeco.com
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CHIROPRACTIC’S TIMELINE
As part of our celebrating 55 years in the profession, Chiropractic Economics

will feature a section of the chiropractic historical timeline in each issue leading
up to 2009.

1981 The Journal of Manipulative and Physiological Therapies (JMPT)
becomes the first (and still only) chiropractic periodical to be indexed
by the National Library of Medicine in Index Medicus.

1982 Some chiropractors filed a suit against the American Medical
Association for its monopoly and campaign over television, radio, and
every medium to boycott chiropractic.

1987 Federal district Judge Susan Getzendanner rules in favor of DCs in the
second trial of Wilk et al. vs. AMA et al. Her ruling will be sustained
by higher courts. 

1987 At a World Chiropractic Summit, there was agreement that a
Presidents’ Committee be formed to enquire into and report upon the
formation of a world federation representing national chiropractic
associations. 

1988 The Presidents’ Committee reported and the World Federation of
Chiropractic was established in Sydney, Australia, Oct. 2, 1988.
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TOP NEWS

Federal judge rules 
in favor of chiropractic
in Brazil

On March 3, in the latest step by the Brazilian
Chiropractors’ Association (ABQ) to defend the
chiropractic profession against efforts by the
physiotherapy profession to have chiropractic declared a
specialty of physiotherapy (PT), Federal Judge Diana
Brunstein has ruled strongly in favor of the ABQ.

Chiropractic is a profession not a technique, says Judge
Brunstein, and PT authorities should not seek to declare
it a specialty of physiotherapy. An appeal by CREFITO,
the regulatory body for PT in the State of Sao Paulo,
asking to remove an earlier court injunction against
CREFITO was denied.

The background to this dispute is that the ABQ,
representing less than 400 chiropractors in Brazil, is
promoting legislation to regulate the practice of
chiropractic. The response of the national regulatory body
COFFITO, representing over 90,000 PTs, has been to
claim chiropractic is a specialty of PT.

Source: World Federation of Chiropractic, www.wfc.org 

F4CP receives unprecedented
financial support from 
chiropractic colleges

The Foundation for Chiropractic Progress (F4CP)
announced it has received more than $127,600 from
various chiropractic colleges and universities throughout
the United States, Canada, and New Zealand — all
members of the Association of Chiropractic Colleges
(ACC).

“This support comes not only as a fiscal donation, but
also represents the first time that 100 percent of an
organization (ACC) and its numerous education
institutions are coming together in support of the
Foundation,” said Kent S. Greenawalt, president of the
Foundation. 

Every dollar donated to this effort goes directly into the
advertising and public relations campaign. This has been
made possible by a separate donation by Foot Levelers
Inc. to cover overhead costs and by CPR
Communications, a public relations firm working pro-
bono for the Foundation. 

The Foundation has executed the longest, continuous

public relations campaign in the history of the profession.
Chiropractors and other professional stakeholders are
encouraged to join the Foundation. Pledges and/or
contributions to the Foundation can be made at
www.f4cp.org or mailed to PO Box 560, Carmichael, CA
95609-0560.

Source: Foundation for Chiropractic Progress, www.F4CP.org

ICPA responds to Nightline
ABC aired a piece on chiropractic care and children

titled, “Crack! Kids Head to the Chiropractor,” on March
3 where reporter David White interviewed an
International Chiropractic Pediatric Association (ICPA)
member, Beth Forgosh, DC, and several parents of her
patients. He also interviewed Lonnie Zeltzer, MD for her
expert opinion on nonallopathic therapies. 

According to Dr. Joel Alcantara, ICPA’s research
director, “Despite the reporting against chiropractic,
Forgosh and her patients are to be commended for their
honest representation on the benefits and safety of
pediatric chiropractic. Despite David White’s claim of
open mindedness on the part of Zeltzer toward
nonallopathic therapies, her comments regarding the
safety and effectiveness of pediatric chiropractic are
uninformed and demonstrate her ignorance on the topic.”

To read Alcantara’s entire response, visit
www.ChiroEco.com/ICPAresponse. 

Source: International Chiropractic Pediatric Association,

www.icpa4kids.com 

ACA, NCLAF team to fight
BC/BSA policy change 

The American Chiropractic Association (ACA), in
coordination with the National Chiropractic Legal
Action Fund (NCLAF), has initiated an “all fronts”
response to the Blue Cross Blue Shield Association’s
(BC/BSA) Jan. 1 policy change that removed doctors of
chiropractic from the classification of “physician” in the
Blue Cross Blue Shield Federal Employees Health Benefits
Plan (BC/BS FEP).  

According to ACA officials, the change in the BC/BS
FEP physician status of doctors of chiropractic has
potentially devastating effects on the degree to which
chiropractic will be included in the final version of any
national healthcare reform plan. 

1 0 C H I R O P R A C T I C E C O N O M I C S W W W. C H I R O E C O . C O M V O L 5 5 :  I S S U E 6  •  A P R I L 1 7 ,  2 0 0 9

news flash

If you would like to view ABC’s Nightline
program titled “Crack! Kids Head to the
Chiropractor,” visit www.ChiroEco.com/Nightline.
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The ACA and NCLAF urge doctors of chiropractic to
support the ACA and to contribute to NCLAF in order
to provide the resources needed to take on the forces
assembled against the profession. 

To donate to NCLAF and assist in the efforts to reverse
the aforementioned policies, visit www.acatoday.org/nclaf. 

Source: American Chiropractic Association, www.acatoday.org 

New research journal in
chiropractic announced

The Journal of Pediatric, Maternal & Family Health –
Chiropractic (JPMFH) has been launched to provide a
venue and support for the increasing amount of
chiropractic research being produced. 

With more research being produced the need arises to
support the infrastructure that comes along with it and
one of those needs involves publication of research
findings. The Journal of Pediatric, Maternal & Family
Health – Chiropractic is expected to help provide a venue
for this very important research.

Source: PR.com, www.pr.com 

COLLEGE NEWS

Parker opens chiropractic 
and physical fitness program 
for seniors only

Parker College of Chiropractic announced plans to
establish a Stay Fit Seniors (SFS) facility within the
Parker College Wellness Clinics, making Parker the first
chiropractic college to embrace this program. 

The Stay Fit Seniors program encourages participants
to engage in cardiovascular and strength training exercise
in a 30-minute, circuit-training format specifically
designed for seniors aged 60 and older. SFS addresses the
physical, mental, and social aspects of wellness,
contributing to overall good health and longevity — with
chiropractic care also being an important component. 

Founded in 2005, SFS operates in private chiropractic

offices in New York, California, Connecticut, Michigan,
Illinois, and Ohio, with plans to open more nationwide. 

SFS first gained national attention March 2007 when
the 94-year-old legendary fitness icon Jack LaLanne, who
graduated from chiropractic school in 1938, endorsed the
program. 

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

INDUSTRY NEWS

Foot Levelers’ Speakers Bureau
welcomes 4 chiropractors

Foot Levelers’ Educational Division expands the talent
and expertise of its Speakers Bureau with the addition of
four speakers: Steve Agocs, DC; John Lockenour, DC;
Kelle Plotner, DC; and Steve Troyanovich, DC. 

Agocs, a 2000 graduate of Palmer College of
Chiropractic, currently practices at Kansas City Free
Health Clinic — one of the largest multidisciplinary free
clinics in the United States.

Lockenour, a 1977 graduate of Palmer College of
Chiropractic, is a Diplomate through the American Board
of Chiropractic Orthopedists and an assistant professor at
Palmer College of Chiropractic Florida. 

Plotner started her career as a chiropractor in a
chiropractic office as a CA. Learning to manage a home,
six kids, chiropractic college, and now finishing up
medical school, she has chosen to use her talents by
giving back to the chiropractic community. 

Troyanovich, a 1987 graduate of Palmer College of
Chiropractic, currently serves as a manuscript reviewer for
the Journal of Manipulative and Physiological Therapeutics
and The Journal of Chiropractic Medicine and maintains a
full-time private practice in Normal, Ill.

Source: Foot Levelers, www.footlevelers.com

Go to www.ChiroEco.com for more news that 
affects your practice and its growth. 

News you can use is posted every day.
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Perhaps one of the biggest issues
facing chiropractic is the ability
to objectively establish the need

for patient care.

While other professions have many different diagnostic
tests to substantiate the need for care, chiropractic has
been functioning for the most part at a technological level
one would have expected 50 years ago. 

Just as patients have come to expect a surgeon to prove
the presence of a tumor, you too have to meet or exceed
expectations placed on other healthcare professionals. You
must objectively document the need for care or essentially
face extinction.

So how does one objectively do this? One famous and
older doctor once said, “If B.J. Palmer were alive today, he
would most likely be performing multiple diagnostic tests
on everyone.” Those questioning this should visit Palmer’s
clinic to view the various devices he used, as no one was
adjusted prior to testing. 

The deck is stacked in your favor prior to even entering
the diagnostic testing realm because you understand the
simple concept that injury leads to “muscular bracing and

guarding.” But, what is sorely lacking is the “objective”
aspect of proving injury. 

You may be able to see, feel, and sense with your hands
that there is a problem, but explaining that to a jury simply
does not work in this data-driven society, where evidence-
based, outcomes-based healthcare has become a reality. 

How do you level the playing field and get attorneys to
value your opinion as much or greater than another
healthcare practitioner? By providing objective data
specifically in the form of advanced simultaneous
measurements of dynamic (kinetic) surface EMG and
range of motion. 

Why? Because objective data wins over opinion 99
percent of the time. Once an attorney sees how quickly
cases can settle when you have objective data, you can
stand out as the premier doctor and possibly win the
respect you deserve as a spine expert. 

Until the development of simultaneous measurement of
dynamic surface EMG and range of motion, it was nearly
impossible to establish the presence of soft tissue injury
and expose the symptom magnifier. 

Another side benefit of using proper instrumentation is
that those who are truly injured are cared for and those
who are not are removed from the system. 

Improving 
diagnostic
certainty

The key to success in 
uncertain economic times

By David Marcarian, MA
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Basic principle of operation
The principle is simple: A truly injured patient would

demonstrate limited range of motion. In this state, the
muscles should brace and guard as a natural defense
mechanism to the pain they would experience when range
of motion is limited. 

Surface EMG effectively measures the muscular bracing
and guarding. 

If there is little or no muscular bracing and guarding as
measured with the surface EMG, it would lead the examiner
to conclude the patient may be a symptom magnifier. 

Conversely, if muscular bracing and guarding occurred
concurrently with limited range of motion, this would
support that the patient was putting forth proper effort
and support the range of motion findings. 

By simultaneously measuring and recording range of
motion along with dynamic surface EMG, you can see the
anatomical limitations of motion along with the
physiological response to this motion. 

Dynamic surface EMG adds greater objectivity to
range-of-motion measures by assessing effort and the
body’s natural response to pain in motion, or muscular
“bracing and/or guarding.” The dynamic surface EMG is a
measure of this guarding response. 

What makes it a foolproof method of measurement from
an attorney’s standpoint, is that no one can question the
validity of either test. 

You can see clearly how far a patient was bending when
muscles were firing, and you can further see clearly that
the patient’s dynamic surface EMG data correlate highly
with the findings of the range of motion test. Numerous
research studies have shown how combining both tests
increase sensitivity and specificity.

Another major benefit of the test is that you are
performing two tests in one period of time, allowing for
billing two codes in the same period of time. 

When you consider that the entire test from start to
finish (minus setup) is less than 6 minutes, it becomes clear
that the test not only provides better and more data, but
that it is financially feasible for any clinic to implement. 

To add to this, there is a CPT code for dynamic surface
EMG and for range of motion testing.

Getting response
Attorneys have responded very positively to this

technique. While there is no way to answer objectively
when an attorney asks, “How do you know this patient
was truly putting effort into their ROM exam?” All you
can say is that with limited range of motion you believe
they were putting full effort into the test. 
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Even though there are studies
which show lack of variability, the
studies are valid; however, it is still a
possibility that the patient is a
symptom magnifier. 

In addition, when one finds an
abnormal surface EMG dynamic
flexion study and the attorney asks,
“How do you know the patient was
truly bending as far as possible?” —
without range of motion, this
question cannot be answered.

With a significant increase in

audits as insurers and Medicare
attempt to cut healthcare costs, the
use of objective data through
physiologic measures is crucial to
properly document the patient’s
condition throughout care. Not only
does it protect you, it also provides a
powerful manner of developing a
personal injury-based practice while
keeping patients focused on their
function instead of symptoms. 

There is nothing more powerful to
an attorney than a piece of solid

evidence which is objective and not
subject to personal bias or skewed by
opinion. Due to numerous court
cases where dynamic surface EMG
data was established — and now
allows judges to admit it as evidence
and have it considered by the court
or jury when making a decision —
cases are settling much faster by
having this objective data.

In this data-driven society,
patients are beginning to demand
technology in their healthcare
professional’s office. Which doctor
would you rather see? 

The one with the high-tech,
objective computer-based tools to
show you what is happening inside
your body, or the one that palpates
your spine and tells you what he
believes to be wrong? 

David Marcarian, MA, is the

founder of Precision Biometrics

and a former NASA researcher

who invented the MyoVision

Systems. He won one of the largest

personal injury awards in U.S. history, and

established the validity of surface EMG in

a major State Superior Court Decision in

Florida. He can be reached at 800-969-

6961, Info@myovision.com, or through

www.myovision.com.

REFERENCES
There are two resources for information on
the validity of surface EMG: 
• Research paper: Geisser et.al. 2005, “A

Meta-Analytic Review of Surface
Electromyography Among Persons with
Low Back Pain and Normal, Healthy
Controls” Journal of Pain, November
2005, pp 711-726. 

• Entire docket including court testimony
and judges decision in the Florida case,
Merrit vs. Case #04-1149RX (for the lower
court decision), and Case #1D05-729 (for
the Superior Court Decision). 

For an example of normal 
and abnormal dynamic 

surface EMG, visit
www.ChiroEco.com/sEMGexample.
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Each year we see the term
“wellness” become more and
more of a buzzword in

chiropractic. 

Practitioners everywhere are renaming themselves
“wellness experts,” and are attempting to reinvent their
practices as “wellness centers” to stay ahead of the curve. 

All the buzz aside, questions remain: What exactly is a
wellness practice, what does it do, and how does one
specialize in it?

Modern, pharmaceutical medicine attempts to define
wellness as an absence of symptoms. However, the
problem with this definition is that the absence of
symptoms can also be equated with death — not exactly
an optimum state of health! 

Chiropractors who have bought into the contemporary
medical model of wellness are missing the boat in a big
way. While they are delivering an invaluable service

directed at symptom reduction without drugs and surgery,
they have not yet discovered the most rewarding aspect of
practice — which is what actually occurs after the patient
has already attained the first stage: “relief.” 

Essential factors of a true wellness practice
As a chiropractor, whole-body wellness can be viewed

as a dynamic concept. If a patient is truly well, they have
freedom of motion, boundless energy, and sleep well. 

Contagious illnesses leave them markedly unaffected
and the day-to-day stresses of living don’t wear them
down; and most importantly, this is all attained without
reliance on pharmaceuticals, which stimulate energy or
suppress symptoms. 

When new patients come in with their list of chronic
and more acute symptoms, it is easy to become
sympathetic to their current state of duress and lose sight
of the bigger picture. It is a challenging task to break
clients out of their miseducation when they come in
demanding a quick fix.

Mastering the 
5 factors of a

wellness practice
By Freddie Ulan, DC, CCN
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Your job then becomes
determining how to routinely
convert each patient from a “get me
out of pain now” viewpoint to a true
“wellness patient” perspective for life. 

The ability to cause this shift is
what makes the difference between
practitioners. 

There will be those who will
succeed abundantly in the 21st
century, and those who will continue
their endless battle for survival
against insurance companies,
government-funded “healthcare”
programs, and socialized medicine. 

5 key factors
A practice based on the principle

of wellness has unlimited potential
for growth, just as the patient has
virtually unlimited capacity for
wellness. 

The five key factors modern

chiropractic wellness specialists must
implement into their practice in
order to fulfill their role in the new
healthcare paradigm are: 

• A method for rapidly and
precisely analyzing a patient’s current
situation and what is causing it.

• A system for correcting the
underlying cause of the subluxation
complex as connected to the
patient’s immediate stress and the
accurate chiropractic technique to
correct it.

• A method for measuring the
length of time the body holds the
adjustment after each adjustment.

• A system for monitoring progress
being made in extending correction
viability and stability as a result of
correcting underlying causes: The
measure of how long a patient can
hold an adjustment.

• A technique that allows you to

gradually increase the amount of
time needed between each
adjustment through fine-tuning of
the patient program and gradual
sustainable lifestyle corrections —
fine-tuning that supports health
improvement and brings the patient
into a condition of greater
responsibility for their own health.

Physiological versus
chronological

Educating patients in wellness,
and not just “immediate pain
reduction,” is vital to determining
the patients’ approximate
physiological (or functional) age
versus their chronological age. 

True wellness programs have the
ability to reverse the advancement of
physiological age that has progressed
well beyond an individual’s
chronological age. 
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This concept translates to “age
reversal” and is totally within the
patient’s capabilities — under your
trained supervision and guidance. 

You can stop the onslaught of
highly preventable diseases in
children which rob them of their
youth and narrow their window of
opportunity for future happiness. 

You can reverse the physiological
decline of people in general, and
reverse the steadily declining
national health.

To do this, you need to restore
your expectation for results to the
standards established by D.D. Palmer
and the earliest chiropractic
pioneers. 

By doing this, you will fulfill your
legacy as the provider of health and
wellness, and establish yourself as the
messenger of the new health
paradigm — one that is not
measured by lack of symptoms, but
measured by how much vitality each
individual has.

Facing today’s challenges
In the face of today’s practice

challenges, getting your patients well
according to these high standards
can seem like a daunting, if not
impossible, task. It isn’t. Master the
five factors of restoring wellness and
they become second nature. 

Those who “master” these all-
important dynamics through careful
training and practice may no longer
experience problems with
profitability, patient generation, or
patient retention. 

As the public are looking for
alternatives to the continually
worsening conventional medical
scene, wellness practitioners have the
competitive edge. 

Harmful drugs, potential lawsuits,
and costly insurance are no longer
considered the acceptable healthcare
“norm” they once were. 

A program that enables you to
institute a nutritional wellness
component into your practice — or
improve an already-existing
nutritional component — gives you
the potential for automatic and
unlimited referral generation. 

If you give people a viable
alternative to something that never
really seemed like much of an option
in the first place, you can become
the agent of a new mainstream for
quality healthcare; thus fulfilling
your joyful obligation as a health
practitioner to improve the quality of
life of your patients, family,
community, children, and ultimately,
yourself. 

Freddie Ulan, DC, CCN, is the

founder of Ulan Nutritional

Systems Inc. — a company

dedicated to introducing and

expanding the nutritional component of

chiropractic practices. He can be reached

at 866-418-4801 or through

www.unsinc.info.com.
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Are you committed to being the
best you can be in your
profession? 

In order to do so, you must have motivation — the
motivation to be committed to something greater than
your present existence. 

You must also be willing to endure the effort required
to achieve the success you dream of. In James Clavell’s
Shogun, Niccolo Machiavelli says, “It is the dreams of
today that become the realities of tomorrow.” 

The reality of your tomorrow will be reflected through
the hard work and selfless dedication you must apply to
learning, understanding, and using the multitude of
resources you have as a chiropractor. 

Are you taking steps to see the personal success you
desire? You could do so by:

• Educating yourself through online classes or local
universities; 

• Reading or researching in order to stay informed;
• Hiring a consultant group, coach, or having a

mentor; and

• Attending seminars or conferences regularly. 
Christopher Fry, a British playwright, once wrote that,

“Life is a hypocrite if I cannot live the way it moves me.”
As a chiropractor, find out what moves you, and use it to
improve both your professional and personal life. 

For example: If you’re moved by the power of education,
use it to gain knowledge and become successful as a
chiropractor and a business person. 

Educate yourself
A great way to garner success is by using local

universities or online classes to take your education to its
highest level. 

Theodore Roosevelt called universities “the flowers of
the highest intellectual development.” An advanced
education to any capacity will last forever and help drive
you to succeed. 

Start reading
Reading challenges your mind and intrigues the

intellect. Anything you read, whether it’s educational or
for pure entertainment, can provide superfluous

Motivation, success, and
inspiration starts with you

By Cody Chandler, DC
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information you might need next time you are sitting in
front of a patient who’s trying to seek help. That is when
the selfless hours of studying and reading pay off. 

Be proactive 
Be proactive in your life and career. Seek success.

Searching for chiropractic, business, financial, personal, or
spiritual consultants and coaches is a great way to do so. 

You may also wish to seek a personal mentor. A mentor
is someone you can draw strength from and lean on when
you need answers at crucial moments in your personal and
professional life.

Obtaining these resources is important in order to gain
the necessary focus to achieve your goals. You might run a
multimillion dollar practice, but your soul might be poor.
Find the right motivation and leadership and use it to
your advantage. 

In Dr. Stephen R. Covey’s, The 7 Habits of Highly
Effective People, he writes, “You can either be proactive or
reactive. Being proactive means taking responsibility for
every aspect of your life. Initiative and taking action will
then follow.” 

Take the initiative to stay faithful to your Hippocratic
Oath of swearing to pursue a lifetime of study, continuing
education, and self improvement. 

Attend seminars
What is the last seminar you attended? There are

thousands of seminars out there to visit, but make sure
you pick the best one for you. 

The choices are endless, and more than likely you’ll
find one that fits your needs. 

No matter what the focus — motivational or
educational — you will gain something from your pursuit
to achieve personal excellence. 

There is no end to the resources you have available. It
is your choice, and the choice you make will inevitably
and directly affect your life, patients, finances, stability,
your success, and personal happiness. 

The benefits will undoubtedly outweigh the cost or
time. 

Start small or start slow — either way, just start! 

Cody Chandler, DC, is the director of operations for

CareFirst Medical Associates & Pain Rehabilitation PA.

He is also a leading consultant with MBA Consultant

Group LLC specializing in the advancement of

education and training in the field of Medical Business

Administration. He can be reached at 903-839-1000,

cody@carefirstmed.com, or through www.carefirstmed.com.
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marketing | TEAM TIPS

Apractice newsletter can be a
great marketing tool. It can
also, however, be a waste of

hard-earned money and energy.

If your office is not sending a newsletter to patients, it’s
recommended you do so. If you send one and are not
getting feedback from patients, you might want to look
closer at your newsletter and its format. 

One of the recurrent objections to personally-written
newsletters is it takes too much time. A newsletter does
not have to be long-winded and it doesn’t need to be
professionally written. The only requirement of a
newsletter is it should connect the patient with your office. 

You can connect to your patients through your
newsletter by:

1. Inspiring confidence and belief. Confidence and
belief are of utmost importance to the future of your
practice. It comes into play in virtually every aspect of
your practice. In order to portray this, you can write
articles about your patients’ recovery. Or, you can print a
testimonial letter a patient has written. 

A letter from or about a patient not only gives you
credibility, it encourages other patients who are having
difficulties. 

Try including a picture of the patient you are writing
about and title it V.I.P. (very important patient) of the
month. Maybe even offer that patient special benefits and
discounts throughout the month. 

Your patient will surely be asking for extra copies to
share with family and friends — which in turn will help
market your practice. 

Most people believe chiropractors treat only back and
neck issues. Therefore, try featuring a patient with an

unusual condition. It will help educate others as to the
broad spectrum of chiropractic care. 

2. Educating patients. Write an article about an
aspect of your practice that you want patients to learn
about, but it should not be technical. They know you are
a doctor so don’t try and impress them with technical
writing and big words. 

Write about a particular technique you specialize in, or
the need for nutritional supplements. You can also choose
a theme or condition of the month, or discuss a
nutritional supplement.

3. Being entertaining. If your articles are not
interesting or humorous, your newsletter will go unread —
wasting time and money. Your newsletter is a good place
to introduce yourself and your office staff. 

You’d be amazed how many patients don’t know
anything about you or your staff. Every time you get a new
employee, introduce them via your newsletter. You can
also write about vacations, special seminars, or any special
events you wish to promote. 

4. Bonding with patients. Believe it or not, patients
will bond with you through your newsletter. Keep your
patient informed about any particular points of interest
with you or your staff such as weddings, engagements,
babies, grandchildren, etc. Suddenly, they will become
interested in the outcome. Patients tend to stay with you
when they feel personally attached. 

5. Selling without selling. Your newsletter should not
appear sales-oriented; however, every article should be
designed to sell. If you print an article about a patient’s
successful treatment, it is meant to let others know that
you treat all kinds of conditions. 

If you print an article about a specific condition, make
sure you recommend related nutritional supplements. If
you print an article thanking everyone for their referrals,

Newsletters can be a great
marketing tool

By Susan Hoy

Believe i t  or  not ,  pat ients  wi l l  bond 
with you through your  newsletter.
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it is designed to stimulate more
referrals. 

Believe it or not, patients don’t
know you’re looking for new patients
unless you tell them. 

6. Having fun. Have a contest in
every issue of your newsletter. For
example: You could have a “name our
newsletter” contest for the first one,
in which you offer a prize to the
winner, and then hold a “find the
spelling error” contest in subsequent
issues and offer a prize to the first 10
people who call your office. 

Patients will be calling your office
to provide the answer and while
they’re on the phone they will make
appointments. 

Make sure you mail your
newsletter to all your active patients,
inactive patients, businesses, medical
professionals, relatives, and friends.
You will be amazed at who calls to
participate in your contests.

These days, the temptation is to e-
mail your newsletter and marketing
information in order to save money. 

You’d be surprised, however, that
more people actually read newsletters
when they have it in hand and see
the headlines and pictures.

There is no way to track the
success of your newsletter except
from the comments you get from
patients. 

Your newsletter, however, will
almost certainly get people talking.
Isn’t that what marketing is all
about, after all? 

Susan Hoy is an award-

winning team trainer and

consultant. She presents

training seminars for teams

throughout the country and is the author

of two team training manuals. The

newest is titled Systemize, Organize,

Simplify. She can be reached at 215-674-

0130, suzzhoy@aol.com, or through

www.beefitup.net.
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If you’ve been feeling like your
practice isn’t quite what it used to
be — you are probably right. 

Whether you’re an advocate or observer, evidence-
based treatment protocols and evolving standards of care
are shaping how you practice and manage your business.
There’s no getting around it: Active care is here to stay.
Whether it brings boon or bust to your bottom line,
however, is up to you. 

For more than 25 years, active care/rehab protocols
have been influencing chiropractic patient care concurrent
with the increasing demand for better documentation,
evidence of improvement, and proof of medical necessity. 

Although third parties have played a major role in
driving the active-care model, support is growing within
the chiropractic profession for treatment protocols that
yield better results while engaging patients in their own
care. And new systems for in-office and at-home rehab are
making these objectives more practical and attainable. 

OPPORTUNITY IS KNOCKING
Change can be unsettling, but opportunity knocks for

those who creatively and enthusiastically embrace the
new era of active care. 

“The passive care model is no longer the standard of
care within chiropractic,” says Jay Greenstein, DC, CCSP,
an advocate of rehab methods since 1992 and a practice
consultant and owner of eight chiropractic/rehab offices
in Maryland and Virginia. “I learned early in my career
that elite-level athletes and elite-level patient care require
the integration of rehab methods.” 

Well ahead of the current active-care trend, Greenstein
has reaped the rewards rehab has to offer through
documentary compliance, highly effective patient care,
and customer satisfaction.

While some chiropractors debate active care and what
to do about it, patients are making their opinions known.
Rehab is growing in popularity among chiropractic
patients because of its faster recovery, more lasting results,

and overall economy of time and money. 
“Active care changes a patient’s mentality from ‘I’m

here, adjust me,’ to ‘I’m on the team to make me well,’”
says Chuck Mancino, CAM strategies consultant to the
chiropractic profession. “Passive care really is becoming
passé. Patients want more holistic services that yield
better results — and active care meets that need.”

If you can remember when rehab was considered a
specialty within chiropractic, you can also recall that few
chiropractors ever envisioned a day when rehab would
become everyone’s business. But that time has come. 

It’s an inescapable fact that the increasing prevalence
of active care services in the chiropractic marketplace is
changing patients’ expectations and how they view
providers. 

COMPLIANCE CREATES OPPORTUNITY
There’s plenty of upside to adding active care, but your

success depends on how well you understand the rules —
especially with regard to third-party reimbursement. And
the pressures to comply are becoming increasingly
onerous, according to John Davila, DC, vice president of
corporate compliance services and partner in Compliant
Services and Solutions Inc. (CSSI). 

“Today, if you’re treating a patient for more than two to
three weeks on a passive-care protocol, you’re subject to
audit. You’re also building a profile with insurers that
increases your chances of becoming an audit target in the
future,” says Davila, who has worked with chiropractors
since 2001 on issues of compliance relative to OSHA,
HIPAA, billing profiles, fee schedules, documentation,
discounts, and marketing. 

“Passive care is a trap doctors really need to avoid,” he
says.

Compliance begins with structuring patient care to
include active-care/rehab protocols in combination with
appropriate documentation, coding, and billing; evidence
of progress under care; proof of medical necessity; and
outcomes assessments. 

These requirements can vary by state and insurer, so do
your homework. Medicare regulations, however, typically

From the struggling economy to new ways of doing business,
the chiropractic environment is changing. For many, rehab and
active care have taken center stage — changing the “core” of
chiropractic practice for doctors and patients alike.

By Alexis Parian, DC
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set the parameters. “In most cases,
medical necessity, coding, and the
terms of major medical contracts are
fairly standard,” says Davila. “But you
need to play by the rules, even if you
operate a cash practice. Today, even
a noncompliant superbill can get you
audited.” 

As a specialist in the area of audits,
Davila has seen a worrisome rise in
the incidence of post-treatment audits
as insurance companies have up to
seven years (in some cases) to demand
repayment of paid claims classified as
noncompliant in active care. 

Although negative motivation
looms large when it comes to
compliance, new trends in
reimbursement can make the effort
worthwhile. According to Davila,
over the last eight to 10 years, the

code values have flipped for passive
and active care — making carriers’
intentions very clear. 

But he sees this is as an
opportunity if you are willing to make
the transition to active care because,
in some cases, active rehabilitation is
being compensated at twice the rate
of passive modalities. 

But even if chiropractors are
welcoming of rehab and active care,
many are still looking for how to
integrate these services into their
practices. The good news is that
getting started with active care isn’t
the project it used to be.

TAKING ON TODAY’S 
ACTIVE CARE

Today’s active-care methods have
taken on a new simplicity, making

most integration painless and
economical. Past objections to rehab
such as cost, space, utilization, and
instructional proficiency have mostly
been put to rest by easy-to-use,
streamlined set-ups that morph
effortlessly into a treatment room or
reception area.

For the space-impaired practice,
micro-sized active care set-ups offer
the benefits of resistance work and
strengthening, core development,
and balance training in a space as
small as 6 feet by 6 feet. 

Space-efficient and highly-
adaptable resistive tubing, bands,
balls, and balance products are
putting rehab into practices that
would not otherwise be able to offer
their patients these services. 

These new systems for in-office

❍ Is it professional? Sending patients with a
shopping list and a sheet of exercise instructions
isn’t professional — or effective. And sending them
to your local discount store does nothing for your
brand value. Think of take-home rehab as an
extension of your practice into the patient’s home. 

❍ Is it ready to go? Take-home rehab equipment
should be stocked in your office, ready to leave
with your patients. This ensures they have
everything they need to begin immediately before
your instructions, and their enthusiasm, fade.

❍ Is it easy to use? Basic exercise drawings and
confusing written instructions may lose today’s
tech-savvy consumers. Different learning styles,
spatial skills, and technical expectations make
videos more user-friendly and engaging. Likewise
for take-home exercise gear. 

❍ Is it regionally specific? Rehab isn’t a one-size-fits-
all concept. Active-care equipment and methods
should be packaged for regional specificity. Asking
patients to modify equipment or to tweak
illustrated exercises is unprofessional and puts you
and your patients at risk. 

❍ Is it educational? Providing patients with a
comprehensive, well-designed set of supplies and

training materials makes learning easy, enjoyable,
and effective.

❍ Is it standardized? Inconsistency is counter-
productive to successful active-care protocols. Send
patients home with standardized sets of rehab
instructions and supplies. 

❍ Is it chiropractic friendly? Using chiropractic-based
equipment and training materials ensures your
patients go home to bond with you and
chiropractic. Chiropractic-specific materials and
supplies are also more reinforcing of your
treatment methods and patient care. 

❍ Can it track patient compliance? Since “at home”
means you’re not watching, your patients need to
do their own reporting. The use of a standardized
log can help you and your staff measure patient
compliance and progress. It also makes your
documentation easy and consistent. 

❍ Is there a pain-management component? New
exercise programs and rehab conducted during
subacute phases can be painful for patients,
increasing their objections and reducing their
compliance. Rehab-to-go should include a quality
topical analgesic product that can be safely used at
home to mitigate this discomfort.

TAKE-HOME REHAB CHECKLIST 
When prescribing at-home rehab, and before you make any recommendations, ask yourself these questions:
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active care have made on-site rehab
available to any practice, solving
many of the issues associated with
compliance. But for some, on-site
rehab still offers a few challenges,
especially where continuing
supervision of patient exercise
sessions is required. 

That’s where the inclusion of new
take-home rehab protocols — which
are now possible because of simplified,
user-friendly, and portable active-care
methods — can be a benefit.

Rehab-to-go is a proven timesaver
for doctors and patients alike while
still offering reimbursement to
chiropractors for exercise training
visits conducted at the doctor’s on-
site rehab facility. 

Getting patients onboard with at-
home active care is really the wave
of the future in chiropractic. If
compensation is any clue, it’s clear

that third parties want patients to be
increasingly involved in their own
care — and to then move into the
realm of self-paid maintenance or
wellness care. 

Whether your fee is paid by a
third party or your patient, progress is
imperative. And patients respond
positively to the empowerment of
personal participation in their care. 

But not all take-home rehab is
effective, or desirable. At worst,
“home care” has traditionally
consisted of some exercise drawings
and a shopping list. At best, doctors
may stock an assortment of supplies,
but rarely what would be considered
patient-specific packages.

Either way, documentation and
patient progress are questionable.
Vague programs and unsubstantiated
results just won’t work in today’s
active-care environment.

Dana Mackison, DC, director of
chiropractic education for
Performance Health Inc., agrees that
successful at-home active care needs
to meet the needs of both patients
and doctors to be relevant today. 

“Doctors should consider factors
such as reproducibility and
standardization of take-home active
care products or systems, and the
benefits these provide to
documentation and patient training,”
says Mackison. 

“The patient component needs to
include ease of use, quality
instruction, regionally-specific
equipment, and the option for
patients to track their participation.
When all of these critical
requirements are met, you have a
highly effective method for ensuring
patient participation and
improvement under care.” 
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And if you’re not training your
patients in at-home active care,
“You’re not taking full advantage of
the available opportunities,” he says.
“Home rehab is beneficial to your
patients and your practice. You
should be including it in your
patients’ care, billing for it, and
getting paid for it.” 

CODING FOR COMPLIANCE
Chiropractic consultant Kathy

Mills Chang concurs. For third

parties, justification for care and
proper documentation are essential,
but “restoration of function” is the
operative phrase — and one with
which patients can identify. 

Although change is never easy,
she encourages chiropractors to focus
on the benefits of rehab, or risk being
left behind. 

“If you don’t embrace these
methods, it will become increasingly
difficult to do business or even
recruit patients who are now looking

for better, more rounded care,” says
Mills Chang, who has been helping
chiropractors with coding and
reimbursement, practice
management, and related services for
27 years.

According to Mills Chang, a one-
on-one training session that also
meets code criteria for improving
range of motion, strength, flexibility,
or endurance is reimbursable. She
cites code 97110 as applicable for
certain exercise training visits and
instruction on the use of specific
exercise equipment such as take-
home rehab products, and code
A9300 could be used for the exercise
supplies sold to the patient for at-
home use. 

But remember that take-home
active care should be supported by
in-office rehab equipment, which is
used for patient training, follow-up
sessions, and sequential program
changes.

Change isn’t so difficult if you
know exactly where you are headed,
and the direction for chiropractors
seems clear. 

Many resources are available to
assist you with integration of active-
care protocols and with solutions for
issues related to compliance and
reimbursement. 

Consult your professional
association or various industry
experts for information on 
billing, coding, compliance,
reimbursement, audits, active-
care/rehab protocols, and rehab
equipment and supplies. 

Alexis Parian, DC, is principal

of The Parian Company, a

communications consulting

firm in Arizona. Specializing in

the health and beauty industries, she

serves an international clientele. She can

be reached at 650-557-0071 or through

www.pariancompany.com.
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You, as a chiropractor, are
primarily in the business of
preventive medicine. 

You strive to live and teach a life of wellness and
balance, and you work hard to treat the cause, not the
symptom. But a different aspect of preventive medicine
you need to focus on is the wellness of your practice —
the business side of it. 

You may be the best chiropractor to ever be certified,
but if you can’t run your business effectively, you are
suboptimizing your impact. There is an age-old saying that
goes, “If you take care of your people, your people will
take care of your business.”

The effective management of your staff can produce,
support, and reinforce a strong and healthy practice, with
many technological aids to help you do so. 

Software solutions to assist in managing your staff have
matured remarkably in the past five years. There are various

providers of excellent management software available —
each being able to help you effectively execute necessary
management activities, and keep things simple and
organized, as well as ensure you don’t forget important
tasks. (See “Management software sampling” box on page 46.)

Choosing a software
With each type of software, there is a degree of overlap.

You simply have to decide which is best for your practice.
Some things to consider when shopping for management
software include:

1. Features. Does it do what you need it to do for your
practice? Will it work for you now and grow with you for
the future?

2. Price. Can you afford it? Is it a one-time purchase, or
a monthly fee? Are updates included, or will you incur
additional costs for updates and future versions?

3. Ease of use. Does it “feel right”? Is it easy for you to
understand and navigate? Is the software Web-based? Can

Maximize your
management
effectiveness
with technology

MANAGING THROUGH SOFTWARE: 

Maximize your
management
effectiveness
with technology
By Kevin D. Harkins, PhD

C O N T I N U E D  O M  P A G E  4 8  ➤
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Management software sampling
Knowing what you need for your practice is the

first step in obtaining a management software
system. A few solutions you can look into include:

Authoria Talent Management,
www.athoria.com — For the larger and/or
multiple and/or multidisciplinary practices, this
solution may be viable. Referred to as a “talent
management” solution, Authoria offers modules
that streamline recruiting and hiring, set up and
monitor compensation, benefits, and succession
planning, and gives employees access to benefit
and policy information on an easy-to-use portal.

Chiropractic Competency Toolbox,
www.harkcon.com — This Web-based software
solution is tailor made for chiropractors, and offers
customizable staffing solutions for hiring (includes
pre-employment testing, interview questions, and
the writing of job advertisements), training
(provides specific training interventions based on
desired competencies), and performance evaluation.

Manager Assistant,
www.managerassistant.com — This application
offers a variety of management modules that can
be used to store employee information, facilitate
goal setting, develop and track training progress,
keep attendance records, conduct and keep
performance reviews, track major accomplishments,
record incidents, and assist in recruiting.

Success Factors, www.successfactors.com —
Success Factors’ software offers modules in goal
setting and performance reviews, includes an
employee collaboration tool, hosts employee
profile information, stores and monitors
compensation, and has displays, dashboard
indicators, and analytics reflecting key measures set
up by your practice.

Workday, www.workday.com — Workday calls
their product a Human Capital Management
system. It helps an organization, such as a practice,
easily keep timecards and attendance, track leave,
monitor and adjust benefits, integrate
compensation including pay for performance, and
record professional development.
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you use it from multiple computers or
locations?

4. Customization. How easy is it
for you to take the product “out of
the can” and make it your own?

5. Comfort level with
technology. How techno savvy are
you? The more comfortable you are,
the more you might be willing to
take on something a bit more
complicated and powerful.

6. Available tech support. Can
you get your questions answered
when you need to?

Equally important as having the
software is actually using it — and
allowing your staff the time and
training to become proficient with it.
Having the nicest car in the
neighborhood is great, but if you
don’t know how to drive, that car
becomes a lawn ornament. 

The same applies to management
software. Buy it and use it!  

Keep in mind that any software
system you implement is nothing
more than a tool to help you do your
job as the manager and leader of your
practice. When it comes to
establishing and nurturing
relationships with your employees,
setting performance goals, providing
performance feedback, and general
day-to-day management of your staff,
you must be present and involved. 

Software is the tool you use in
addition to — not as a replacement
for — you. Being personally involved
with your staff provides a two-way
opportunity for learning, personal
and professional development, and
enhanced communication skills. And
the benefits of competency in those
areas reach well beyond the
employer/employee relationship.

Well-managed staffs are more
motivated, more loyal, and more
productive than staffs left to their
own management. They will want to
take care of your business because
they like where they work and want
the practice to be successful.
Everyone likes to be associated with
a winner. Give your staff that extra
advantage by putting some well-
invested time, effort, and money into
the people aspect. 

When properly executed, you will
not be disappointed. 

Kevin Harkins, PhD, is the CEO

of Harkcon LLC, a human

performance consulting firm

and developer of the

Chiropractic Competency ToolBox. He can

be reached at 800-380-5337,

kharkins@harkcon.com, or through

www.harkcon.com.

continued from page 45
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Agreat deal of staff turnover
surprisingly occurs during the
first few months of

employment. 

If it’s happened in your practice on more than a few
occasions, it may be time to investigate the problem. A
good way to do so is to ask questions of those who are
choosing to leave within 90 days of being hired. 

For example: “When you first started, what impressed
you most about the practice?” And, “In what way did this
change?”

Most people are enthusiastic and excited about starting
a new job. Unfortunately, some become disillusioned
almost immediately. Their excitement fades, their outlook
turns from positive to negative, and soon they begin to
think they made a mistake in accepting the job. 

Before long, they choose to quit in hopes of finding a
more satisfying job. By identifying the factors that cause
this disillusionment, corrections can be made to prevent
future turnover. 

One of the most common complaints from disgruntled
employees is, “My job did not turn out the way it was
described to me when I was hired.”

Solution: Investigate a similar problem by asking,
“How fully was your job explained to you before you
accepted it?” or “What, if anything, was exaggerated or
perhaps left out?”

Many of the causes of discontent stem from a failure to
clearly explain the nature of the job — especially less
desirable aspects of it. There are several reasons for this,
which include:

• The pressures to hire someone;
• An understandable (but shortsighted) reluctance to

say anything that might discourage someone from taking
the job; and

• Overselling a job in order to entice a highly desirable
person to take it.

Solution: The initial step in hiring an employee who is

right for your practice is to have a written job description
of duties and responsibilities the position might entail.
Profiles like these help simplify the hiring process and
ensure employees know what is expected of them. It also
provides office managers with a guideline for performance
reviews.

Tested tip: Use your current employees as a resource
for creating job descriptions. Get their input and have
them recommend changes in order to bring the
descriptions up-to-date. Then have them check the final
version for accuracy.

Another useful question to ask is, “When did you begin
to feel you had made a mistake in taking this job?” and
“What happened at that time to cause this feeling?”

In many cases, there is a precipitating factor that
started the downward slide in an employee’s attitude
about the job. 

It may have been the manner in which the doctor or
office manager dealt with the new person or a negative
comment by another employee. 

It may have been a task the new employee was
unprepared or unwilling to do or the overtime that was
not discussed during the initial interview.

Reality check: Not all employees will be comfortable
answering such questions.

Some may be reluctant to cause problems for their co-
workers. Others may be concerned about “burning their
bridges” or having their words come back in any way to
“haunt” them.

Probe gently and be prepared for what might be some
hard-to-face realities. 

By pinpointing the cause of short-term employee
turnover, you can save the expense, trouble, and
disruption of hiring people who will not be happy in their
new jobs. 

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. 

Dig for the cause of staff
turnover

By Bob Levoy
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2Days Body & Fitness Inc.
877-805-1703

www.2daysbodyfitness.com

A2Z Health Store.Com
888-303-3131

www.a2zhealthstore.com

Access Equipment Corp.
888-463-1381

www.usedchiropractictable.com

Activator Methods
International
800-598-0224

www.activator.com

Adagen Miami Corp.
866-918-2345

www.spinaprogram.com

Advanced Back 
Technologies Inc.

877-398-3687
www.extentrac.com

Advanced Musculoskeletal
Therapies

800-270-1141
www.d-actor.com

Advanced Rehab 
Consultants LLC
866-914-2003

www.advancedrehab
consultants.com

Allman Products Inc.
800-223-6889

www.AllmanProducts.com

Amrex Electrotherapy
Equipment

310-527-6868
www.amrex-zetron.com

Anabolic Laboratories
800-445-6849

www.anaboliclabs.com

Ann Unicare
800-378-5367

www.annunicare.com

AquaJogger
800-922-9544

www.aquajogger.com

AquaMed/HydroMassage
800-699-1008

www.aquamed.com/
www.hydromassage.com

Austin Medical Equipment Inc.
800-382-0300

www.austinmedical.com

Avicenna Laser Technology Inc.
888-284-5273

www.avicennalaser.com

Axiom Worldwide
877-438-0663

www.axiomworldwide.com

Back Support Systems
800-669-2225

www.backsupportsystems.com

BackProject Corporation
888-470-8100

www.BackProject.com

Ball Dynamics 
International LLC

800-752-2255
www.fitball.com

Banner Therapy Products Inc.
888-277-1188

www.bannertherapy.com

BioEx Systems Inc.
800-750-2756

www.bioexsystems.com

Biometrics Nutrition & Fitness
240-683-6315

www.biometricshealth.com

Blue Spring International
866-470-4930

www.doctorspainformula.com

BML Basic
800-643-4751

www.bmlbasic.com

Body Core
888-330-7080

www.backbuilder.com

Body Logic
214-378-6100

www.ebodylogic.com

Body Relaxer LLC
888-885-2639

www.bodyrelaxer.com

Bodyline Comfort Systems
904-262-4068

www.bodyline.com

BodyZone.com
770-922-0700

www.bodyzone.com

BQ Ergonomics LLC
303-991-8802

www.BQErgonomics.com

Brookdale Medical 
Specialties Ltd.
800-655-1155

www.brookdalemedical.com

Bryanne Enterprises Inc.
877-279-2663

www.bryanne.com

CDM Sport
800-400-7542

www.backsystems.com

Cert Health Sciences
866-990-4444

www.certhealthsciences.com

Chattanooga Group
800-592-7329

www.chattgroup.com

CHI Institute
800-743-5608

www.soundvitality.com

China-Gel Inc.
847-364-0353

www.chinagel.com

Chiro Design Group
512-301-0821

www.chirodesigngroup.com

Chiro One Source
866-318-3251

www.chiro1source.com

Chiroflow
800-308-3069

www.chiroflow.com

ChiroInnovations
800-667-1969
www.Chiroi.com

ChiroPlanet.com
888-364-5774

www.chiroplanet.com

ChiroSlumber
888-958-2008

www.chiroslumber.us

CommVantage
866-399-4009

www.commvantage.com

Core Products
800-365-3047

www.coreproducts.com

Cozy Hold
800-559-2699

www.cozyhold.com

Crescent Products
800-989-8085

www.crescentproducts.com

Cryoderm
800-344-9926

www.cryoderm.com

CuraMedix
877-699-8399

www.curamedix.com

Cypress Creek Marketing
800-549-5773

www.wondawedge.com

Davlen Associates Ltd.
631-924-8686

www.davlendesign.com

Diamond Spine Fitness Inc.
281-371-2225

www.diamondspinefitness.com

Docs Inc.
800-455-7627

www.docsstore.com

DocuRehab Software Inc.
561-776-8108

www.docuadjust.com

Dr. Pete Gratale’s Power
Centering

201-836-9558
www.powercentering.com

Dynatronics
800-874-6251

www.dynatronics.com

Erchonia
888-242-0571

www.erchonia.com

Essence Therapeutic
Innovations

800-508-1937
www.essencetherapeutic.com

Chiropractic Economics is pleased to present the profession’s most comprehensive Rehabilitation 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. 

For a complete resource guide of services these companies provide, please visit www.ChiroEco.com/directory.

Rehabilitation Directory
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Fitness Plus Equipment
866-360-0858

www.fitnessplusinc.com

Fitter International Inc.
800-348-8371

www.fitter1.com

FlaxUSA
701-884-2732

www.flaxusa.com

Foot Levelers Inc.
800-553-4860

www.footlevelers.com

Game Ready
888-426-3732

www.gameready.com

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

Glacier Cross Inc.
800-388-4828

www.glaciercross.com

Graston Technique
866-926-2828

www.grastontechnique.com

H2O Massage Systems
866-783-0668

www.H2OMed.com

Harlan Health Products Inc.
800-345-1124

www.HarlanHealth.com

Hausmann Industries Inc.
888-428-7626

www.hausmann.com

HCMI Inc.
800-641-4107

www.gohcmi.com

Healthways
800-486-6613

www.healthways.com

HeartPak Ltd.
877-557-8732

www.purecardio.net

Hickory Brands
800-560-1869

www.tenseconds.com

Hill Laboratories Co.
610-644-8598

www.hilllabs.com

Human Touch,
By Interactive Health LLC

866-369-9426
www.interhealth.com

IMPAC Inc.
503-581-3239

www.impacinc.net

Inform for Life
800-234-8325

www.InformForLife.com

Ingen Technologies
800-259-9622

www.ingen-tech.com

Innovative Healthcare
Solutions

561-791-1198
www.ihs-health.com

Integral Orthopedics Inc.
866-608-2225

www.mollersupport.com

International Medical
Electronics Ltd.
800-432-8003

www.magnatherm.com

JTECH Medical Industries
800-985-8324

www.jtechmedical.com

Judah Manufacturing
800-618-9793

www.judahmanufacturing.com

K-LaserUSA
866-595-7749

www.k-laserusa.com

Kelly Kinetics
406-453-9880

www.kellykinetics.com

Kinesio USA
888-320-TAPE

www.kinesiotaping.com

Kustomer Kinetics Inc.
800-959-1145

www.kustomerkinetics.com

Lakeside Chiropractic
Seminars Inc.
704-892-8584

www.LakesideSeminars.com

Laser Health Products
727-804-7754

www.laserhealthproducts.com

Laser Therapuetic 
Technology Inc.
800-235-3540

www.laserhealing.net

Laser-Therapy
877-527-3750

www.ColdLaserTherapy.us

Lifeline International
800-553-6633

www.lifelineusa.com

LifeTec Inc.
800-822-5911

www.lifetecinc.com

LiteCure
302-709-0408

www.litecure.com

Lloyd Table Company
800-553-7297

www.lloydtable.com

Lordex
281-395-9512

www.lordex.com

Lords International
800-222-6372

www.lords-international.com

Lotus Brands
262-889-8561

www.lotusbrands.com

LSI International
800-832-0053

www.lsiinternational.com

Mannatech
541-482-7099

www.mannapages.com

Martike Products
800-995-8865

www.stopneckpain.com

Massage Warehouse
800-910-9955

www.massagewarehouse.com

Matlin Manufacturing Inc.
334-448-1210

www.matlinmfg.com

Matrix Sales & Marketing
800-628-3162

www.matrixorthopaedics.com

Mavidon
800-654-0385

www.mavidon.com

MD Global Medical Products
914-500-3894

www.mdgmp.com

Medco Sports Medicine
800-556-3326

www.medcosupply.com

Medi-Stim Inc.
800-363-7846

www.medi-stim.com

Medical Electronics Inc.
866-633-4876

www.meditronics.net

Medical Quant
800-373-0955

www.medicalquant.com

MediCordz by NZ MFG LLC
800-886-6621

www.nzmfg.com

Medistik-Natureteq Inc.
877-469-4006

www.medistik.com

Meditech International Inc.
888-557-4004

www.bioflexlaser.com

MedX Corp.
800-876-6339

www.medxonline.com

MedX Health
888-363-3112

www.medxhealth.com

Mettler Electronics Corp.
800-854-9305

www.mettlerelectronics.com

Meyer Distributing Company
800-472-4221

www.meyerdist.com

Miridia Technology Inc.
888-647-4342

www.AcuGraph.com

Morgan Professional Products
800-403-5295

www.morganprofessional
products.com

Mueller Sports Medicine
800-356-9522

www.muellersportmed.com

MyoMed/BioForce Inc.
866-696-6330

www.myo-med.com

Neck Orthotic Inc.
586-727-7557

www.neckorthotic.com

Neuro Resource Group
972-665-1810

www.nrg-unlimited.com

Neuromechanical Innovations
888-294-4750

www.neuromechanical.com

Next Generation Therapeutics
866-609-1212

www.ngtlasers.com

Noromed Inc.
800-426-0316

www.noromed.com

Nucap Medical/Spidertech
info@nucapmedical.com
www.nucapmedical.com

Oakworks
800-916-4603

www.oakworks.com

OBUSFORME
888-225-7378

www.obusforme.com
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OPTP
800-367-7393
www.optp.com

Pain & Stress Center
800-669-2256

www.painstresscenter.com

Panasonic
570-823-0854

www.panasonic.com/chiro

Parker Laboratories Inc.
800-631-8888

www.parkerlabs.com

PeakXL Products
866-494-5030

www.peakxl.com

Performance Health
800-246-3733

www.biofreeze.com

Perspectis Inc.
866-586-2278

www.backvitalizer.com

PHASES Rehab
800-231-0518

www.phasesrehab.com

Pneumex Inc.
800-447-5792

www.pneumex.com

Polar Products Inc.
330-253-9973

www.polarsoftice.com

Posture Perfect Solutions
604-985-0634

www.evolutionchair.com

PrescriptionBeds.com/
Strobel Technologies

800-457-6442
www.PrescriptionBeds.com

Prince of Peace/Tiger Balm
510-723-2428

www.popus.com

ProMed Products
800-542-9297

www.promedproducts.com

Quantum Products Inc.
800-307-7909

www.chiro-supplies.com

Ramar Industries Inc.
800-559-2699

www.cozyhold.com

Rehabilicare Inc.
800-213-4013

www.rehabilicare.com

Rehabilitation Management
Specialists

866-734-2202
www.123rehab.com

Remington Health Products
888-333-4256

www.drinkables.com

Rich-Mar Corporation
800-762-4665

www.richmarweb.com

Rich-Mar NAImco
888-549-4945

www.naimco.com

Ridge Medical Products
866-321-1732

www.maxpainrelief.com

ROMFAB
818-787-6460

www.quickgym.com

Safety Tubs LLC
972-641-1500

www.safetytubs.com

Sammons Preston
866-472-4476

www.rolyanchiro.com

Satori
310-738-6282

www.satorimassagechairs.com

Scrip Chiropractic Supply
800-747-3488

www.scrip-inc.com

SCRIPHESSCO
800-237-5652

www.hessco.com

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

SIDMAR
800-330-7260

www.sidmar.com

Simple Slant
866-928-5100

www.simpleslant.com

Skytech Medical Systems
530-344-1624

www.betterbusinesspractice.healt
hywize.com

Solica Corporation
866-486-6848

www.Solicacorp.com

Sombra Professional 
Therapy Products

800-225-3963
www.sombrausa.com

Soothing Touch
505-820-1054

www.soothingtouch.com

Spinal Reflex Analysis
877-259-5520

www.spinalreflex.com

Spinetronics
866-500-8725

www.spinetronics.com

StimTrainer Inc.
678-799-7612

www.stimtrainer.com

Swedish Backcare System
770-850-9150

www.mastercare.se

Sweetwater Natural 
Products LLC
888-666-1188

www.sweetwaternatural
products.com

Synergy Therapeutic Systems
800-639-3539

www.synergyrehab.com

Techno-Derm
305-892-4588

www.spineforce1.com

The Anteater
724-827-2167

www.anteateradjust.com

The Saunders Group
800-779-2044

www.thesaundersgroup.com

thechirobook
800-333-3301

www.thechirobook.com

TheraLase
866-843-5273

www.theralase.com

Therapeutica Inc.
800-348-5729

www.therapeutica.com

Therapy & Health Care 
Products Inc.
800-842-8212

www.thcpweb.com

Thomson Delmar Learning
800-347-7707

www.delmarhealthcare.com

THOR Laser Inc.
877-427-3229

www.thorlaser.com

Topical Biomedics
845-871-4900

www.topricin.com

TPK/Back Saver Wallet
800-433-4653

www.backsaverwallet.com

Treasure Chest Productions-
Miracle Bear

888-511-7709
www.miraclebear.com

USA Laser Biotech Inc.
877-423-6169

www.usalaser.biz

V-Juv LLC
800-729-8922

www.myvjuv.com

Ventura Design
913-239-8465

www.posturepro.com

Vital Age International Inc.
208-578-0800

www.vitalage.com

Viztek
904-226-0340
www.viztek.net

Waterwise
800-874-9028

www.waterwise.com

Wellness Distribution Inc.
800-723-4360

www.wellnessbeds.com

Williams Healthcare Systems
800-441-3650

www.williamshealthcare.com

Yamuna Body Rolling
800-877-8429

www.yamunabodyrolling.com

Zimmer Medizin Systems
800-327-3576

www.zimmerusa.com

Want to know more about these companies?
For a complete resource guide of services these companies provide 

please go to www.ChiroEco.com/directory.
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liability management | ASK THE ATTORNEY

I am being deposed in a personal injury protection
(PIP) case as the treating doctor and am really
concerned about how to answer the questions. 

My lawyer told me to read the file again right before
the deposition, and answer “yes,” “no,” or “I don’t
know,” and not to guess. 

He also told me to wait a few seconds before answering
so he could make an objection if needed. However, I still
don’t feel I’m prepared for this deposition.

Your attorney gave you solid advice, but your
hesitation is understandable. These depositions
are second nature to your lawyer, but a brand new

experience for you. 

In order to prepare, think of open-ended questions the
defense counsel might ask you, then think how to
properly prepare for them.

There was recently a deposition in a PIP case where the
defendant, a treating chiropractor, was asked: “Doctor, do
you have any philosophical objections to medication?” 

Before the lawyer could object to the question, the
defendant stated that he did not — so the deposition
continued. 

The question, however, and its possible repercussions
— had it been answered differently — stayed with the
lawyer.

Many chiropractors have both philosophical and
practical objections to medication. Some believe

Protecting yourself during 
a deposition

By Deborah Green, Esq.

Q

A

Financing 
available for all

chiropractors
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liability management

medication causes more problems
than it solves, and that every
medication has an adverse effect. 

Some believe in the event of an
emergency, such as a heart attack,
nitroglycerin is important and any
adverse effect should be dealt with
after the crisis. 

Some also believe the best way to
treat a heart attack is by preventing
it from happening in the first place
— exercise and proper diet. 

As a result, you have the right, in

a deposition and at trial, to qualify
your answers. This means you do not
have to answer with a “yes” or “no”
answer. An “it depends” answer is
also acceptable. 

Assume you are adamantly
opposed to the use of medication for
any reason. Ask yourself whether this
opposition extends to the use of
anesthesia if an organ transplant is
necessary to save a life. 

If you don’t oppose anesthesia, try
answering with: “It depends on the

circumstances” and then explain
what those circumstances are. 

On the other hand, if your
opposition to the use of medication is
so deep that you believe people, under
no circumstances, should take them,
you want to make that clear as well. 

Why is your answer to such an
open-ended question so important? It
is possible that your case could go all
the way to jury trial. Only 12 percent
of Americans visit chiropractors, while
98 percent visit allopathic doctors. 

Your jury will therefore be
composed of people with a strong
belief in the efficacy of drugs. A jury
trial is not the best venue for
educating them about the
chiropractic philosophy. 

You may certainly enlighten them
with facts — every drug has an
adverse effect — and explain how a
simple aspirin taken too often can
cause stomach problems. 

Don’t try, however, to convince
them their heart medication is
ineffective; it will only serve to
alienate them and destroy your
credibility.

Be aware of these open-ended
questions and try not to be too
specific with your answers. These
questions are not geared to elicit
information about your case, but
rather to create a red herring that
the defense can use to attack you. 

Deborah Green, Esq., practices

law in New York and Florida. If

you have any questions

concerning legal healthcare

issues, e-mail her at

healthattorney@aol.com or call 954-923-

0923.

DISCLAIMER: This column is provided for

educational purposes only. The information

presented is not as legal advice and no

attorney-client relationship is hereby

established.
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datebookdatebook

American Chiropractic 
Autism Board
843-766-1969
May 15–17, Charleston, S.C.

American College of
Chiropractic Orthopedics
847-741-3355
May 8–10, San Antonio 

Blaneys Travel
250-477-3550
June 24–July 6, Fort Wayne, Ind.

BioFlex Laser Therapy
888-557-4004
May 23–24, Edmonton
June 20–21, San Antonio
July 11–12, Vancouver
Sept. 26–27, Calgary
Oct. 24–25, Seattle

Breakthrough Coaching
800-723-8423
April 30–May 2, Dallas
Aug. 6–8, Chicago

California Chiropractic
Association
916-648-2727
May 2–3, Santa Ana, Calif.
May 12, Sacramento, Calif.
June 12–14, Reno, Nev.

CERT Health Sciences LLC
888-990-4444
May 16–17, Chicago
June 13–14, Irvine, Calif.
July 18–19, Houston 
Aug. 22–23, Orlando, Fla.
Sept. 19–20, San Mateo, Calif.
Oct. 17–18, Boston

Chiro Advance Services Inc.
715-635-5211
May 15–16, Bloomington, Minn.
Sept. 18–19, Bloomington, Minn.

Chiropractic Economics
904-285-6020
May 5, Webinar
June 2, Webinar
July 7, Webinar
Aug. 4, Webinar

Cleveland Chiropractic College
800-969-2701
May 2–3, Wichita, Kan.
May 23, Overland Park, Kan.
June 6, Overland Park, Kan.
June 20, Overland Park, Kan.
June 20–21, Overland Park, Kan.
June 27–28, Wichita, Kan.
July 11, Overland Park, Kan.
July 18, Overland Park, Kan.
July 18–19, Overland Park, Kan.
July 25–26, Wichita, Kan.
Aug. 8, Overland Park, Kan.
Aug. 8–9, Overland Park, Kan.
Aug. 22–23, Wichita, Kan.
Aug. 26–27, Wichita, Kan.

Sept. 26, Overland Park, Kan.
Sept. 26–27, Overland Park, Kan.
Oct. 7–8, Wichita, Kan.
Oct. 9–11, Overland Park, Kan.
Oct. 17, Overland Park, Kan.
Oct. 17–18, Overland Park, Kan.

Dade County 
Chiropractic Society
786-970-7719
May 30–31, Fort Lauderdale, Fla.

F/D Enterprise LLC
800-441-5571
July 25–26, Philadelphia
Sept. 19–20, Los Angeles
Oct. 10–11, Fort Wayne, Ind.

Foot Levelers
800-553-4860
May 2–3, Seattle
May 2–3, Fort Lauderdale, Fla.
May 16–17, Chicago
May 16–17, Portland, Ore.
May 16–17, Wilmington, Del.
May 30–31, Salt Lake City
May 30–31, Dayton, Ohio
May 30–31, Cedar Rapids, Iowa
June 6–7, Greensboro, N.C.
June 6–7, Detroit

Freedom Awaits LLC 
866-662-BACK
May 20–23, Fort Wayne, Ind.
June 24–27, Fort Wayne, Ind.
July 22–25, Fort Wayne, Ind.
Oct. 14–17, Fort Wayne, Ind.

Graston Technique
888-926-2727
May 2–3, Minneapolis
May 16–17, Boston
May 30–31, Denver  
June 6–7, Las Vegas
June 13–14, Portland, Ore.
Sept. 19–20, Las Vegas
Oct. 17–18, Newark, N.J.
Oct. 24–25, Portland, Wash.

Integrity Management
800-843-9162
May 2–3, Columbus, Ohio
June 13–14, Chicago
Aug. 8–9, Dallas
Aug. 22–23, Minneapolis

King Bio
828-398-2071
May 16–17, Asheville, N.C.

KMC University
888-659-8777
May 28, St. Louis
May 29–30, St. Louis
May 31, St. Louis
June 25, Minneapolis 

June 26–27, Minneapolis
June 28, Minneapolis

Korean Specific Technique
267-498-0071
May 16–17, Europe
Oct. 10–11, Minneapolis

Learning Curves
800-613-2528
Oct. 1–3, Mexico 

MyoVision
800-969-6961
May 2–3, Seattle
May 2–3, Dallas

Neuromechanical Innovations
888-294-4750
May 16–17, St. Louis
May 30–31, Los Angeles 

OUM Chiropractor Program
800-423-1504
May 1–3, Dearborn, Mich.
May 1–3, Albuquerque, N.M.
May 8–10, San Antonio
June 19–21, Morgantown, W.Va.
July 16–18, Galveston, Texas
July 17–19, Seneca Falls, N.Y.
July 17–19, Dallas
July 30–Aug. 1, Branson, Mo.
Aug. 13–15, Davenport, Iowa
Aug. 27–30, Kissimmee, Fla.
Sept. 18–20, Tenn.
Sept. 19–20, Bowling Green, Ky.
Sept. 24–26, Arlington, Texas

Palmer College of Chiropractic
866-592-3861
Aug. 13–15, Davenport, Iowa

Parker College of Chiropractic
May 2, Dallas
May 9–10, Dallas
May 14–17, Dallas  
May 16–17, Dallas
June 6, Dallas
June 11–14, Dallas
June 13–14, Dallas
July 11–12, Dallas
July 16–19, Dallas
July 18–19, Dallas
Aug. 1–2, Dallas
Aug. 6–9, Dallas
Aug. 8–9, Dallas
Aug. 22–23, Dallas
Sept. 12–13, Dallas
Oct. 3–4, Dallas
Oct. 10–11, Dallas
Oct. 17–18, Dallas

PM&A
414-332-4511
May 26, Teleclass
June 4, Milwaukee

June 30, Teleclass
July 28, Teleclass
Aug. 25, Teleclass
Sept. 24, Boston
Sept. 29, Teleclass
Oct. 27, Teleclass

Standard Process of North TX
817-845-8325
May 30–31, Dallas  

Southern California University
of Health Sciences
562-902-3303
Sept. 12–13, Whittier, Calif.
Oct. 17–18, The Bay Area, Calif.

Target Coding
800-270-7044
May 7, Richmond, Va.
May 14, Boston 
Aug. 5, Webinar

Tekscan Inc.
800-248-3669
May 9–10, Seattle
May 16, Chicago
Oct. 16, Boston

The Family Practice Inc.
July 17–18, Atlanta
Aug. 28–29, Jersey City, N.J.

The Masters Circle
800-451-4514
July 23–25, Chicago
Oct. 15–17, Orlando, Fla.

The Waiting List Practice
877-832-6957
July 24–25, Scottsdale, Ariz.

Ward Success Systems
925-855-1635
July 17–18, Minneapolis

World Federation of
Chiropractic
416-484-9978
April 25–May 2, Canada

Ulan Nutritional Systems Inc.
866-418-4801
May 2–3, Los Angeles
May 16–17, Syracuse, N.Y.
May 30–31, Chicago 
June 6–7, Boise, Idaho
June 13–14, Grand Rapids, Mich.
July 18–19, Philadelphia
July 25–26, Indianapolis
Sept. 12–14, Albany, N.Y.
Sept. 19–20, California
Sept. 26–27, Seattle
Oct. 17–18, Cleveland
Oct. 24–25, Los Angeles
Oct. 30–Nov. 1, Austin, Texas

For a searchable list of seminar and show dates, visit www.ChiroEco.com/datebook.

Submit your event dates at www.ChiroEco.com/datebook/submitevent.html.
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reader service

Advertisers Index
Advertisers/Description Pg# Advertisers/Description Pg# Advertisers/Description Pg#

Accuthotix  . . . . . . . . . . . . . . . . . . . . . . . . . .42

Activator Methods Inc.  . . . . . . . . . . . . . . . . .22

Advanced Health Services  . . . . . . . . . . . . . .70

Ask Dr. Johnson  . . . . . . . . . . . . . . . . . . . . . .47

Avicenna Laser  . . . . . . . . . . . . . . . . . . . . . .58

Axiom Worldwide  . . . . . . . . . . . . . . . . . . . .49

Biotics Research  . . . . . . . . . . . . . . . . . . . . .41

CBS Malpractice Insurance  . . . . . . . . . . . . . .19

Chiro Manis  . . . . . . . . . . . . . . . . . . . . . . . . .68

Chiropractic Lease Pro  . . . . . . . . . . . . . . . . .18

Clark Enterprises . . . . . . . . . . . . . . . . . . . . . .65

Clinic Doctor Inc.  . . . . . . . . . . . . . . . . . . . . .68

Compliant Services & Solutions  . . . . . . . . . . .53

CORE Products International Inc.  . . . . . . . . .31

Digital Spinal Diagnostics  . . . . . . . . . . . . . . .71

Douglas Laboratories  . . . . . . . . .13, 20-21, 59

Drucker Labs  . . . . . . . . . . . . . . . . . . . . . . . . .5

E*Z Bis  . . . . . . . . . . . . . . . . . . . . . . . . . . . .64

Enzyme Process  . . . . . . . . . . . . . . . . . . . . . .68

Eon Systems  . . . . . . . . . . . . . . . . . . . . . . . .40

Erchonia  . . . . . . . . . . . . . . . . . . . . . . . . . . . .7

FCA  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .69

Foot Levelers Inc.  . . . . . . . . . . . . .9, 46, 68, 76

Footmaxx  . . . . . . . . . . . . . . . . . . . . . . . . . . .44

Future Health Inc.  . . . . . . . . . . . . . . . . . . . .30

H2O Massage Systems  . . . . . . . . . . . . . . . . .70

Hill Laboratories Co.  . . . . . . . . . . . . . . . .74-75

Impac Inc.  . . . . . . . . . . . . . . . . . . . . . . . . . .60

Kathy Mills-Chang  . . . . . . . . . . . . . . . . . . . .70

Klaser  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .63

MPN Software Systems  . . . . . . . . . . . . . . . .39

Multi Radiance Medical  . . . . . . . . . . . . . . . .17

NeuroInfiniti  . . . . . . . . . . . . . . . . . . . . . . . .27

Neuromechanical Innovations  . . . . . . . . . . . .55

NuCapMedical  . . . . . . . . . . . . . . . . . . . . . . .43

NZ Manufacturing  . . . . . . . . . . . . . . . . . . . .34

OPTP  . . . . . . . . . . . . . . . . . . . . . . . . . . .24, 68

Original Medicine  . . . . . . . . . . . . . . . . . . . .28

Parker College/Parker Seminars  . . . . . . . . . .61

PBI Myo-Vision  . . . . . . . . . . . . . . . . . . . . . .25

Performance Health/The Hygenic Group  . . . .11

PhytoRich  . . . . . . . . . . . . . . . . . . . . . . . . . .26

Prime Business Management  . . . . . . . . . . . .71

Principled Chiropractic Training  . . . . . . . . . . .71

RadX  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .35

Schiek’s Sports  . . . . . . . . . . . . . . . . . . . . . . .70

Scrip . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .51

Seaside Data Sytems Inc.  . . . . . . . . . . . . . . .68

SOMBRA  . . . . . . . . . . . . . . . . . . . . . . . . . . .14

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

Synergy Therapeutic Systems  . . . . . . . . . . . . .57

Tekscan Inc.  . . . . . . . . . . . . . . . . . . . . . . . . .68

Tempur-Pedic Inc.  . . . . . . . . . . . . . . . . . . . . .33

Therapeutica . . . . . . . . . . . . . . . . . . . . . . . . .48

Ulan Nutritional Systems Inc.  . . . . . . . . . . . .16

Vital Nutrients  . . . . . . . . . . . . . . . . . . . . . . .68
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Whether we’re students,
doctors, or patients, we all
have dreams.

And we all want to bring those dreams to fruition.
Some of us realize our dreams; some never do — at least
not to the extent we would’ve liked. The difference is
vision. 

Vision is the hallmark of nearly every elite athlete,
businessperson, or anyone who has attained that highest
level of success untouched by most.

As doctors (and soon-to-be doctors) of chiropractic, we
have all felt like we are climbing an overwhelming
mountain of mediocrity and disdain. A majority of the
population doesn’t have any idea what we really do or the
benefits of our profession. 

Sometimes we expect patients to stand in line to get
through our doors so we can become successful by
whatever standard we set. 

And then when they don’t come, we wonder why
success and/or fulfillment evade us. The answer usually
resides in our vision, or lack thereof.

Students often ask, “Where do you get good patients?”
You know the type: compliant, trusting, educated in
chiropractic, and those who always pay their bills. These
“perfect” patients can be found anywhere. They’re not
born, but made or trained from the first day you meet them. 

Visualize to realize
However, you must have visualized what you want and

how you want them to be, first. You have to establish
rapport and trust with your words and actions. You want
to have seen in your mind’s eye the way you should treat
them as people first and patients second. 

Students are often asked these basic questions about
why they are pursuing chiropractic as a discipline: 

• Is it money motivated, or do you feel called to serve
others? 

• Do you want to treat pain/symptoms for the money,
or do you want the patient to have a genuine
understanding of wellness and health? 

It is incumbent upon us as the “new” guard of the
healthcare shift currently taking place around the globe to
be more than we presently portray. We must visualize our
persona and our dreams in 3-D and manifest them step-
by-step. 

We must be the people we want as patients. That
requires being comfortable in our own skin and
recognizing our confidence and self-worth in order to
progress to each level of our dreams.

Try this: Picture where you want to be in explicit
detail, complete with feelings of happiness your chosen
surroundings make possible. 

After all, have you seen a person — professional or
otherwise — ecstatic and content in a place that he or she
detests? 

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

‘See’ your success 
By Gary A. Daniel, DC

Click it!

Brought to you by your industry leaders

800-553-4860
footlevelers.com

800-246-3733
biofreeze.com

The online resource for future doctors of chiropractic.

800-882-4476

studentDC.com
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Or vice versa, have you seen
people who are happy where they
are, but dread every day they have to
go to work at a job they hate? 

If we can do what we love, love
where we do it, and have the
confidence, self-worth, and vision to
show us the way, then we will reach
a high level of satisfaction and
contentment. At that point, success
is almost assured.  

Create a blueprint
Why is success almost guaranteed

and failure all but impossible? That’s
because when we “see” how we want
things or how they look in the
future, we have created a blueprint to
follow — a blueprint for success, not
only in a chosen profession, but in
life. 

We’ve seen not only the end
results, but the way to get there.
When we put the patient first in our
vision and hone our intent, success
will seem to follow. It’s not a
coincidence. 

To new and aspiring doctors of
chiropractic, make your dreams real.
See them in action before you even
begin the journey. It will make all
the difference in your life and your
practice. 

Be proud to be serving others with
the right intent, be proud of a
profession that has endured and
continues to help so many, and be
happy in what you do and where you
do it. 

Develop a keen sense of
confidence and self-worth, but most
of all have vision. 

Gary A. Daniel, DC, is a graduate of and

an assistant professor at Parker College

of Chiropractic in Dallas. 

Check out StudentDC.com for
the Web-exclusive articles

from industry leaders and access to
the latest print edition of StudentDC!

Sponsored by:      Biofreeze       Dr. Fernandez        Foot Levelers

What do you want from your ultimate student resource?
Chiropractic Economics Online Editors 

would love to hear from you. Reach them at onlineeditor@chiroeco.com

Your 24-hour Career Advisor

Financial Preparation Getting your
personal finances and credit in order

Job Search Types of employment and how
to evaluate employment situations

Checklists Downloadable forms 
and lists

Practice Startup Marketing, getting a
loan, preparing your business plan

Resource: Links to helpful Web sites

Career Development About the
chiropractic profession, educational
financing, and practice readiness

Don’t Miss A Single Issue! 
Sign up for your FREE e-newsletter subscription at

www.studentDC.com

Enter toWIN!

Informative articles, advice, and Web links hand-picked by our editors – 
the best resources for students in one convenient location.

www.studentDCcom
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Youth orthotics 
Ultra Young Soles from Foot Levelers are

designed to protect and support normal
arch development in the feet of children

between the ages of 5 and 12. This product
features Foot Levelers’ patented Gait Cycle

System for comfort, support, and protection. It
also has a cushioning TechCel top and bottom for

extra comfort and shock absorption. 
Call 800-553-4860 or visit www.FootLevelers.com. 

Mineral supplement
Parathyroid by Enzyme Process is

intended to provide mineral absorption to
tight muscles, leg cramps, gastritis, and
upper lumbar muscular pain. This product
provides adequate amounts of highly
absorbable calcium and contains multiple
glandulars, including parathyroid along
with 200 percent of the daily value of vitamin D3. 

Call 800-521-8669 or visit www.enzymeprocess.com. 

Posture tool 
SAM (Sway Analysis

Module) by Tekscan Inc. is a
tool developed to analyze sway
and assess balance and posture
by detecting and measuring

parameters that would otherwise be unseen by the naked
eye. SAM assesses the role of key posture, balance, and sway
proprioception control elements such as vision, head position,
occlusion, plantar foot contact, pressure, and weight-bearing
patterns. 

Call 800-248-3669 or visit www.tekscan.com. 

Instructional
diagram 

Thoracic Spine Diagnosis by Chiro-
Manis Inc. is an easy-to-understand
poster from James M. Cox, DC, DACBR,
that is designed to depict thoracic spine
conditions in order to easily explain to
patients the source of their pain
conditions. The poster contains large
images and is in full color. 

Call 800-441-5571 or visit www.chiromanis.com. 

Immune support 
ViraCon from Vital Nutrients is a

combination of herbal extracts marketed
to support healthy immune system
function. This product is intended to
function as a potent immune enhancer to
help boost cell defense and immune
factors. Its ingredients include

concentrated extracts of elderberry, scutellaria, propolis,
astragalus, and isatis. 

Call 888-328-9992 or visit www.vitalnutrients.net. 

Exercise book 
Stretch Out Strap Pilates Essentials by

OPTP is a book by Angela Kneale
written to help you target dynamic
exercises that both lengthen and
strengthen the body. During exercise,
this product provides sensory feedback
that helps develop better posture, flexibility, muscular
balance, and body symmetry, as well as core strength and
shoulder stability. 

Call 800-367-7393 or visit www.optp.com. 

Billing software
program 

Clinic Doctor Billing Service by
Clinic Doctor Inc. is a free billing
software program based entirely on

the insurance claim collections your clinic receives. The
software posts all the explanation of benefits, handles denial
management, and sends invoices to your patients. ERAs will
post to the accounting system and funds are deposited into
your bank account. 

Call 866-999-5859 or visit www.ClinicDr.com. 

Web site development 
Decompression Web site Development by Seaside Data

Systems Inc. is a service offering an original practice Web site
featuring streaming video, 3-D animation, search engine
optimization, and an automated patient-intake system. The
product also facilitates video marketing, lead-generation
forms, and a spinal decompression directory. 

Call 813-477-5352 or visit www.seasidedata.com. 

For a comprehensive, searchable products directory go to www.ChiroEco.com and click on “Products and Services.”
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Classified MarketplaceClassified Marketplace
To place an ad call 904-567-1547 or visit www.ChiroEco.com
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To place an ad call 

800-533-4263 

Name on credit card

Phone # 

CC #

Circle One:  VISA  MC               Exp. Date

Check off the issues you want your ad to run in. 

ISSUES AD DEADLINE MAIL DATE*

❑ 8 April 24 May 8

❑ 9 May 8 May 26

❑ 10 May 29 June 12

❑ 11 June 15 June 30

❑ 12 July 3 July 17

❑ 13 July 20 August 4

❑ 14 August 7 August 24

*Add 2 weeks from mail date for arrival date

CHIROPRACTORS - PLACE YOUR $60 CLASSIFIED AD TODAY
$60 flat rate for 25 words, $1 for each additional word. Doctors only for help wanted, practice or

equipment for sale ads. Go to www.chiroeco.com/myad and fill out our secure form or fill out the form
below and fax it to 904-285-9944. 

Ad heading:      ❑ Associate Wanted
❑ Practice for Sale   
❑ Equipment for Sale
❑ Financial Services
❑ Career Opportunities
❑ Practice Ownership

Headline:

Ad Copy:

To place an ad, call 800-533-4263, fax this form to 904-285-9944, 
or e-mail your ad to Classifieds@ChiroEco.com  

ANTI-AGING ASSOCIATE WANTED

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
or visit www.MDsforDCs.com

STEELER FANS: COME TO
PITTSBURGH and I will teach you how to
be successful in your career. Do you want to
own your own practice collecting over
500K/yr? This is a great opportunity for the
unseasoned doctor that wants to begin their
career on the right track. Please email
drlee@newmanchiropractic.com for further
information.

HOMEOPATHY

EQUIPMENT FOR SALE

ABS DELUXE SPINAL
DECOMPRESSION TABLE BRAND
NEW!! DIGITAL WITH SOUND ETC.
3 YEARS LEFT ON ASSUMABLE LEASE
OR PAY CASH – SAVE $50,000  
610-385-6019
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PRODUCTS

PRODUCTS

SUPPLIES

www.studentDC.com

Don’t miss a single issue!
Our free 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 

MARKETING 

NUTRITION

PRACTICES FOR SALE

PRACTICE MANAGEMENT

MULTIPLE COASTAL FLORIDA
OFFICES FOR SALE. Established clinics +
newer satellite clinics available. Collections
from $10K-$65K per month.  Fully staffed
and equipped clinics. Pain Management
Physician also available for co-coordinating
patient care when needed. e-mail:
DocPacko@aol.com

Why advertise here?
Because it works!

www.ChiroEco.com
or call

800-533-4263 
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