
I S S U E # 5 : M A R C H 2 9 , 2 0 1 6

BUILDING BETTER PRACTICES

PLUS
Patient Education

Buyers Guide
C H I R O E C O . C O M

Cruise
Control
EHR systems offer a lot more
than you might think.

DEALWITHDISCONNECT SYNDROME

BREAKTHROUGH BOTTLENECKS

TWO PATHS TO RETIREMENT















8 C H I R O P R A C T I C E C O N O M I C S • m a r C h 2 9 , 2 0 1 6 C H I R O E C O . C O M

V O L U M E 6 2 , I S S U E 5

C L I N I C A L CO N C E R N S

19 Focus on function
You can help treat
disconnect syndrome.
BYMICHAEL E. WHITMAN, DC

R E S E A R C H R E S U LT S

27 Beyond the manipulation
Support the healing of sprains,
strains, and soft-tissue injuries.
BY STEVEN R. FRANK

P R AC T I C E C E N T R A L

33 Break it down
SWOT analysis is a powerful
yet underutilized tool.
BY ROB BERMAN

40Break through bottlenecks
Follow these steps to increase
patient throughput.
BY TRACEY BOWERS

46 Cruise control
EHR systems offer a lot
more than you might
think.
By Christina DeBusk

Chiropractic Economics (ISSN 1087-1985) (USPS 019-178) is published monthly except semi-monthly (twice a month) in January, February, April, May, June, August, September, and October; 20 issues annually. Address: Chiropractic Economics Inc., 820 A1A N, Suite W18, Ponte Vedra Beach, FL
32082. Phone: 904-285-6020; Fax: 904-285-9944. Website: www.chiroeco.com. (A Florida Corporation) Postmaster: Please send form #3579 to Chiropractic Economics, PO Box 3521, Northbrook, IL 60065-9955. Periodicals class postage paid at Ponte Vedra, Florida and at additional mailing
offices. GST #131868416. Subscription Rates:U.S. and possessions, $39.95 one year, Canadian subscribers add $35 per year shipping and handling; overseas subscribers add $60 per year shipping and handling. Students, $19.95, Single copy, $4. Statement:While encouraging the free expression
of opinion by contributors to this publication, Chiropractic Economics and members of its staff do not necessarily agree with/or endorse the statements made in the advertisements or contributed articles. Chiropractic Economics is owned by Chiropractic Economics, Inc. a Florida Corporation,
Joseph D. Doyle, President and CEO and Daniel Sosnoski, Editor. Authorization for the use of photographs and/or illustrations is the responsibility of the author(s). All materials submitted for publication shall remain the property of this magazine until published. Change of Address: Six to eight
weeks prior to moving, please clip the mailing label from the most recent issue and send it along with your new address (including zip code) to the Chiropractic Economics circulation Department, PO Box 3521, Northbrook, IL 60065-9955. For a faster change, go to www.ChiroEco.com and click
on “Magazine.”

IN EVERY ISSUE
12 Editor’s Note
14 News Flash
72 StudentDC.com
74 Datebook
76 Ad Index
78 Product Showcase
80 Marketplace
81 Classifieds

M A R K E T I N G M AT T E R S

55 New approaches
These 3 strategies can transform
your practice model.
BY JEN FABER, DC

M O N E Y M A N AG E M E N T

65 Weathering the storm
How to survive a market correction.
BYWILLIAM J. LYNOTT

68 Crossing the finish line
It’s never too early to start
preparing for retirement.
BY EDGAR SHARP

W
AV

EB
RE

A
KM

ED
IA

/T
H
IN

KS
TO

C
K

BUYERS GUIDE
60 Patient Education





10 C H I R O P R A C T I C E C O N O M I C S • m a r C h 2 9 , 2 0 1 6 C H I R O E C O . C O M

What’s New Online

THE MOST COMPREHENS IVE WEBS ITE FOR THE CH IROPRACT IC PROFESS ION

More from the Web
�Tips to keep a busy practice

organized. Read more at
ChiroEco.com/stayorganized

�What to consider before switching
EHR systems. Learn more at
ChiroEco.com/SwitchEHR

The TuesdayWebinar Series
Chiropractic Economics webinars are
always available to download and view
at your convenience.

Our latest webinar, “New detoxification
technologies,” presented by Dan
Pompa, DC, and Nikolaos Tsirikos-
Karapanos, PharmD, PhD, MD, shows
how you can use new detoxification
technologies to get patients well.

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

Expert Insights
ChiroEco.com/blogs
Blogs by Anthony Lombardi, Mark Sanna,
Drew Stevens, Josh Wagner, Kelly Robbins,
Perry Chinn, Shawne Duperon, and the
Chiropractic Economics editorial staff.

Successful Chiro
Ultimate Tool for Success
Daron Stegall, DC
chiroeco.com/sanna

My Breakthrough
It’s About Balance
Mark Sanna, DC
chiroeco.com/sanna

Marketing Connection
4 marketing trends
Kelly Robbins, MA

FCAchiro | @FCAchiro
It is not uncommon for DCs to see
patients who report vague symptoms
such as stress, anxiety & fatigue
@ChiroEcoMag ow.ly/YA9ow

Kareo | @GoKareo
#Chiropractic #neurologists target
matters of the #brain via
@ChiroEcoMag #Chiros
kareo.ly/1PNazxR

JacksonvilleChiro |@jaxchiro
Why good #posture matters and how
you can #fix yours @ChiroEcoMag
chiroeco.com/good-posture-m…

Our most-shared post:
The future is looking down:
Technology means you will
be busy for years to come.

Neat Tweets
Follow us on Twitter at
ChiroEco.com/twitter.

Facebook Favorites
Like us on Facebook at
ChiroEco.com/facebook.

SocialMedia Shout-Outs

Resource Centers

Instrument Adjusting
ChiroEco.com/instrument-adjusting

�Treat subluxations with instruments
�Can instrument adjusting improve

cervical range of motion?

Chiropractic Tables
ChiroEco.com/chiropractic-tables

�Why good posture matters
�Chiropractic techniques best suited

for hi-lo tables

Nutritional Supplements
ChiroEco.com/nutritional-
supplements

�5 things you should know about
antidioxidants

�Supplements for sinusitis

Buyers Guide and Directory
Our buyers guide and directory
is now available online at
ChiroEco.com/business-directory.

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

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

Plus
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ACCORDING TO A NEW BUSINESS EXPRESSION YOU HEAR

OCCASIONALLY, “EARLY IS THE NEW ON-TIME, AND
on-time is the new late.” At first, you’d think this a

cruel reminder of how hard you have to work. Look again,
though, and you’ll see a deeper meaning.
Put another way, the idea is that doing only what is

expected of you professionally isn’t enough—
you need to go beyond expectations to succeed
against the competition. And that means you
need to view patients as customers.
For this reason, a striking change in the U.S.

healthcare system across the board is a new focus
on customer satisfaction. Providers of every
stripe are discovering that patients have choices
and will opt to go where they feel appreciated.
As a case in point, consider the transformation

of Ohio’s Cleveland Clinic. While long known for
its high-quality care, the hospital’s patient-

satisfaction levels were among the lowest in the nation.1
The culprit was mainly the long waiting times required to
see a provider. In 2004, new management was hired to turn
that around.
Today, if you call to make an appointment, this is what

you’ll hear:
“Thank you for calling Cleveland Clinic. Would you like to

be seen today?”
And if you call after 4 p.m., the greeting changes to offer

you an appointment tomorrow. Today’s patients don’t just
expect timeliness and convenience, they demand it. If your
practice is weak in this area, address it immediately.
In this issue of Chiropractic Economics, we’ll show you a

range of ways you can please your customers, surpass their
expectations, and offer an experience that will bring them
(and their friends and family) back to see you again and
again.
To your success,

Let me know what’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com

V o l U M E 6 2 , N U M B E R 5

EDItoR-IN-CHIEF Daniel Sosnoski
dsosnoski@chiroeco.com

ASSoCIAtE EDItoR Casey Nighbor
cnighbor@chiroeco.com

DIGItAl EDItoR Jenn Ruliffson
jruliffson@chiroeco.com

ARt DIRECtoR Christine Wojton
cwojton@chiroeco.com

GRAPHIC DESIGNER Kelley lucas
klucas@chiroeco.com

WEBMAStER Aaron Belchamber
abelchamber@chiroeco.com

ACCoUNtANt Jared Smith
jsmith@chiroeco.com

NAtIoNAl ACCoUNt Jeff Pruitt
ExECUtIVES 904-567-1542

jpruitt@chiroeco.com

Janice Ruddiman long
904-567-1541
jlong@chiroeco.com

Susan Nevins
904-567-1554
snevins@chiroeco.com

ADMINIStRAtIVE AND lorie J. McKown
SAlES CooRINAtoR 904-567-1545

lmckown@chiroeco.com

BUSINESS & EDItoRIAl oFFICES

820 A1A N, Suite W18
Ponte Vedra Beach, Fl 32082
Phone: 904-285-6020
Fax: 904-285-9944

chiroeco.com
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William l. luckey and Helen C. luckey

BPA Worldwide Chiropractic Economics’
subscriptions are now audited by BPA Worldwide,
the most dominant global media auditing company
for B2B publications in the world. BPA certifies that
Chiropractic Economics has the highest number of
requested readers in the profession. More doctors of
chiropractic choose to read Chiropractic Economics
than any other BPA-audited publication serving
chiropractic.

New rules
The patient experience is paramount.

EDITOR’SNOTE

Daniel Sosnoski, editor-in-chief

1Solomon M. “Cleveland Clinic’s Patient Satisfaction Strategy.” Forbes.
http://www.forbes.com/sites/micahsolomon/2014/03/07/patient/#29fbcff22
4cc. Published Mar 2014. Accessed Mar 2016.





14 C H I R O P R A C T I C E C O N O M I C S • m a r C h 2 9 , 2 0 1 6 C H I R O E C O . C O M

BY THE NUMBERS

600,000
deaths are
caused by
cardiovascular
disease in the
U.S. A new study
shows that
supplements like
folic acid and
vitamins B6 and B12 can help improve
cardiovascular health.
Source: Centers for Disease Control and
Prevention

4
is the number of weeks
you should wait to
donate blood after
travelling to Zika-
prone areas. This
gives the virus time
to leave the body
and helps protect the
U.S. blood supply. Zika is thought to
cause birth defeats and is transmitted
through mosquitos.
Source: U.S. Food and Drug Administration

18
is the number
of teaspoons
of sugar in a
Starbucks
Venti White
Chocolate
Mocha. The
American Heart Association recommends
not consuming more than 9 teaspoons of
sugar a day for men and 6 teaspoons a
day for women.
Source: CBS News

CHIROECONEWSflash.com
� THE CHIROPRACTIC PULSE
CDC study says most people seeing
chiropractors are paying for care
A January 2016 report released by the Centers for Disease Control and
Prevention’s National Center for Health Statistics showed that even
though insurance affects how people purchase healthcare, more
people than ever are choosing to pay for their chiropractic care. The
report was based upon the National Health Interview Survey (NHIS)
taken in the years 2002 and 2012.

The study reported on usage for what the researchers termed as “complementary health
approaches,” which included acupuncture, massage, and chiropractic. They checked the usage of
these three services specifically in the years 2002 and 2012. Researchers also looked to see if those
surveyed had insurance that covered those services, and if insurance coverage affected the amount of
usage of those services.

to learn more, visit ChiroEco.com/CDCstudy
Source: Centers for Disease Control and Prevention, cdc.gov

ACA president releases statement about Medicare
and chiropractic equality
The American Chiropractic Association (ACA), through its
National Medicare Equality Campaign launched last October,
intends to bring an end to the blatant discrimination against
doctors of chiropractic and patients that has been allowed
to exist in the Medicare program for over 40 years.

Despite what you might be hearing from a small faction of the profession, the campaign is aimed
at eliminating the antiquated discriminatory definition of a chiropractic physician in Medicare in order
to allow patient coverage and reimbursement for our full scope of practice under state law. Period.
Simply put, if a service or set of services is covered by Medicare and it falls under a DC’s state scope
of practice, the DC should be allowed to provide that service and the patient should be reimbursed.

Our strategy to address this injustice is a straightforward one: The law must be changed to grant
DCs the same status enjoyed by MDs and DOs in Medicare. In short, this means changing the
Physician Definition Section of 1861(r) of the Social Security Act.

to read more, visit ChiroEco.com/ACAstatement
Source: The American Chiropractic Association, acatoday.org

F4CP launches public awareness campaign: DCs complete
7 years minimum higher education
Many Americans may be surprised to learn that
doctors of chiropractic receive a minimum of seven
years of higher education, including clinical patient
management. The Foundation for Chiropractic Progress
(F4CP), a not-for-profit organization dedicated to
raising awareness about the value of chiropractic care, asserts that public perception regarding
chiropractic education and training is seriously flawed and merits improved understanding among
patients, families, and healthcare decision-makers.

“Doctors of chiropractic are not only trained in problems dealing with the spine but are formally
educated in clinical examination and diagnosis of the entire human body, with a focus on healthcare
interventions for the well-being of the whole person,” said Sherry McAllister, DC, executive vice
president of F4CP.

to read more visit ChiroEco.com/highereducation
Source: Foundation for Chiropractic Progress, f4cp.com
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CHIROECONEWSflash.com
� THE LEARNING CURVE

Standard Process Inc.
awards chiropractic
education scholarship
During Northwestern Health Sciences
University’s (NWHSU) Chiropractic
Homecoming and Winter Gathering held
February 4, Kassandra Kaas received a $2,500
scholarship from Standard Process Inc. It has
offered chiropractic scholarships to students
attending NWHSU since 2010.

“I am incredibly grateful to have received such a generous award from a
company dedicated to helping people achieve optimal health,” said Kaas.
“I deeply appreciate this scholarship and everything Standard Process does
to support and elevate the chiropractic profession.”

Kaas is an eighth trimester student at NWHSU, located in Bloomington,
Minnesota. To qualify for the scholarship, she maintained a cumulative
grade point average of 2.9 or higher; provided a list of her contributions to
the chiropractic profession, NWHSU, and the community; and provided a
letter of recommendation.

to read more, visit ChiroEco.com/kaas
Source: Standard Process Inc., standardprocess.com

Grant funds new technology bar at NUHS
The National Network of Libraries of Medicine (NNLM) recently awarded
National University's Learning Resource Center (LRC) a technology grant
worth $4,300. The grant funded a new Technology Bar and iPad Station,
expanding digital reference and educational materials available to students
at the LRC.

Thanks to the grant, the LRC now has four iPads at its new technology
bar and one at the circulation desk. The iPad Air 2s offer apps suggested
by National University students. The library's aim is to create an

independent study area using new technology where students can use the
electronic resources at their own pace.

learn more at ChiroEco.com/techbar
Source: National University of Health Sciences, nuhs.edu

Palmer’s Port Orange campus receives
Anatomage Table
The Anatomage Table is the first life-size, 3-D virtual dissection table with
a fully interactive, multi-touch screen. The table makes it possible to
virtually “slice” through all layers of the human body and even turn the
body into X-ray mode. The table is portable and adaptable to many
environments. In addition to the large table touchscreens, scans may be
projected or exported to external monitors or onto any flat surface.

The table software is loaded onto a computer and uses touchscreen
technology to navigate through the many menus of structures, pathologies
and pre-loaded scenarios of the human body. The Anatomage Table as a
simulation tool that comes with full-body female and male anatomy scans.

All of the imagery has been retained to represent the actual anatomical
color and realism of a human body.

The Anatomage table is a collaboration between the Stanford
University’s Division of Clinical Anatomy and a California-based, 3-D medical
technology company Anatomage. Although the Anatomage software has
been in use as a desktop software application for many years, currently
there are only about 150 full- size tables worldwide. Until now, only the
University of Central Florida and the Mayo Clinic were using the table in
central Florida. There will be two tables available on Palmer’s Port Orange
campus. One will be housed in the D.D. Palmer Health Sciences Library and
the other in the dry-anatomy lab.

For further details, visit ChiroEco.com/anatomage
Source: Palmer College of Chiropractic, palmer.edu

�WHAT’S HAPPENING IN HEALTH?
New study finds non-medical workers can predict patients at risk of hospitalization
Nearly 20 percent of hospitalizations by Medicare beneficiaries are followed by readmission within 30 days, costing
billions of dollars in healthcare costs. Existing approaches to identify patients at risk for hospitalization are limited to
episodic claims data. These claims-based approaches often fail to detect avoidable and costly admissions in the blind
spot between doctor visits.

A new study, published in Perspectives in Health Information Management, demonstrates a novel approach to fill
that blind spot by identifying patients at risk for hospitalization by using observations of non-medical workers.

“The survey platform is designed for early detection of dynamic risk factors for admission, including medical and
psychosocial warning signs,” said Andrey Ostrovsky, MD, study co-author, and CEO of Care at Hand.

learn more at ChiroEco.com/atrisk
Source: Care at Hand/careathand.com
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THERE ARE MILLIONS OF U.S.
CHILDREN TAKING PRESCRIPTION

drugs that can possibly stunt
emotional development and create the
potential for future addiction. The
problem is they can’t sit still, be quiet,
focus, or stay on task, and teachers and
parents want them medicated to
change their behavior.
One out of four U.S. adults medicates

for mood, anxiety, or emotional-mental
disorders, and one out of ten medicates
for depression. As with children, the
drugs used by adults for these condi-
tions, which are all types of “disconnect
syndrome,” can also be functionally
detrimental to their physical and
emotional health.
The umbrella of disconnect syndrome

disorders includes:

�Attention deficit disorders
�Anxiety
�Depression
�Memory disorders
�Sleep disorders
�Chronic pain

Each of these symptom complexes
are usually treated with potentially
harmful prescription drugs. Many
people are unaware that there are
consistently effective alternative
treatments available (their only side
effects being improved health and well-
being).

A common thread
All disconnect syndrome conditions
have one major factor in common: a
central nervous system (CNS) imbal-

ance. Often, because of sympathetic
nervous system (SNS) dominance or
overactivity, there are numerous
variations of autonomic dysfunction
associated with disconnect syndrome.
Unbalanced right and left hemispheres,
for example, are frequently present in
disconnect syndrome.
What better tool to balance the CNS

than a chiropractic adjustment? Even
an inappropriate adjustment to the
craniosacral bones and spine still
positively influence CNS balance. You
may not always be 100 percent specific
and accurate in the delivery of your
adjustments, but they often still
accomplish positive results.
In a recent article, the authors state

from their review of research that it
has been well established that the
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Focus on function
You can help treat disconnect syndrome.
BY MICHAEL E . WHITMAN, DC
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chiropractic spinal adjustment has a
direct and immediate effect on the
CNS.1 Furthermore, there are also
effects on the primitive centers of the
brain that can ameliorate anxiety,
depression, and chronic pain. A 2015
meta-analysis concluded that “cervical
manipulation elicits a parasympathetic
response and thoracic/lumbar manip-
ulation elicits a sympathetic response.”2
Furthermore, it has been shown that

the chiropractic manipulation affects
the neuroendocrine system, therefore
also affecting neurotransmitters such
as dopamine, epinephrine, norepineph-
rine, and serotonin.3 Imbalances of
these neurotransmitters are directly
involved in disconnect syndrome.

From blocking to balance
The research literature overwhelmingly
supports a relationship between discon-
nect syndrome and the antibody-
antigen reaction, specific individual

reactions, and various food sensitivities.
A few food and chemical factors have
been identified that play a large part in
most cases of disconnect syndrome.
Isolating these will greatly support and
enhance CNS balance and reinforce
the chiropractic adjustment.
David Perlmutter, MD, a medical

neurologist, states that his program of
diet modification, supplementation, and
elimination of gluten can address the
following conditions: ADHD, anxiety
and chronic stress, chronic migraines
and headaches, depression, diabetes,
epilepsy, focus and concentration
problems, arthritis, insomnia, and
intestinal problems including celiac
disease, gluten sensitivity, and irritable
bowel syndrome. He also finds it can
have a positive effect on memory issues
and mild cognitive impairment
(frequently a precursor to Alzheimer’s
disease), mood disorders, excess weight
and obesity, and more.4

This author’s own clinical
experience using diet modification,
supplementation, and food sensitivity
testing, agrees with Perlmutter’s
findings. Addressing food allergies,
especially to gluten, dairy, and sugars,
could help correct disconnect
syndrome. Additionally, chiropractic
management of CNS dysfunction
associated with disconnect syndrome
greatly increases the success rate of
treating these conditions.5,6

The brain-gut connection
There is substantial research showing
the importance of the relationship
between the brain and the GI tract,
and how it affects CNS imbalances.
Perlmutter analyzed current research
that undeniably establishes the brain-
gut connection as an essential factor in
evaluating and treating disconnect
syndrome.7
Indeed, this has been a part of many
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alternative care practitioners’ tools and
protocols for decades. Addresssing
dysbiosis (also called dysbacteriosis), as
well as general bowel function toxicity,
could help alleviate disconnect
syndrome.

Environmental culprits
Toxic metals and chemicals are severe
CNS stressors. Safe, non-toxic measures
to extract these from the body are
complements to chiropractic CNS
support. Detoxification and chelation
products are abundant, but only a few
will effectively remove chemicals and
metals from the body.
Three of the most common toxic

metals that show up in clinical practice
are mercury, lead, and aluminum.
Although all toxic metals can be a factor
in disconnect syndrome, these three
tend to be more problematic, with
mercury exposure being the most
common. According to neurosurgeon

Russell Blaylock, MD: “Although
mercury exposure can damage many
bodily systems, the nervous, immune,
and cardiovascular systems suffer the
most adverse effects.”8 He sees this
especially in neurodegenerative
diseases like Alzheimer’s, ALS, and
Parkinson’s disease.
Symptoms of mercury toxicity

include:
�Personality changes
�Unusual irritability
�Insomnia
�Apathy
�Impaired concentration

Why is mercury such a problem?
People can be exposed to it through,
for example, dental amalgams, beauty
creams, certain medications, and coal
burning. It is estimated that about
5,000 tons of mercury are released into
the atmosphere every year from coal
burning, natural gas, and petroleum

refining alone.
Many of the same symptoms of

mercury exposure are found in
aluminum toxicity. Aluminum has
become a part of everyday life;
aluminum sulfate is used to treat public
water supplies, and when combined
with the fluoride used in most munic-
ipal water systems, it can create a
potent toxic compound resulting in
widespread brain cell death.
In addition, aluminum utensils, cans,

foils, deodorant, and foods cooked
with aluminum can lead to exposure.
The federal guidelines established in

the 1970s for reducing lead levels in
the environment have dramatically
reduced lead exposure but it still poses
problems. It can be found in the soil,
in cans, paint, plaster, pipes, solder,
ceramic glaze, and imported herbal
products.
Although most modern homes use

PVC pipes, modern faucets often have
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joints that can leach lead into water.
Fluoridated water compounds the
problem by increasing the risk of
leaching.
Lead toxicity poses the greatest risk

to the prenatal and newborn CNS. As
with mercury and aluminum, lead can
be a factor in most symptom complexes
of disconnect syndrome. Lead exposure
has been linked to lowered memory,
reduced cognition, lowered IQ,

neurodegenerative diseases, attention
disorders, aggressive behavior, and
anxiety.
Two major chemical toxins also

associated with disconnect syndrome
are pesticides and plastics. These are
some of the most common chemical
pollutants found on the planet. They
factor in disconnect syndrome as they
are potent endocrine disruptors
causing hormonal and

neurotransmitter dysfunction.
To correct disconnect syndrome, it

is essential to balance CNS function;
and balancing CNS function requires
properly balancing neurotransmitters.

In addition to your adjustment, an
ideal program to treat disconnect
syndrome would specifically address the
chemical, physiological, and toxic
environmental blockers to balancing
the CNS. And a simplified treatment
protocol would deliver replicable,
consistent results. As the number of
cases continues to rise, look for
solutions you can implement in your
own practice.

MICHAEL E. WHITMAN, DC,
FaCaCN, is vice president, clinical
researcher, and product formulator
for Brain Brilliance. he wrote the
initial nutritional section for the

Indiana Chiropractic Board of Licensing
Examiners. he authored Progressive Path of
Natural Health Care and You Don’t Have to Live
with Chronic Pain, No Matter What Your Doctor
or Aunt Betty Says. he can be contacted
through brainbrillianceinc.com
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REPETITIVE USE INJURIES AND

STRAINS OFTEN CAUSE TENDON

and ligament damage, resulting
in pain and debilitation. They can also
cause significant misuse by forcing
muscle compensation from adjacent
groups. Sprains, strains, and tendonitis
can also happen with increasing
frequency as you age. Let’s explore the
myriad reasons for this.
Because our bodies are primarily

made up of combinations of collagen,
the inability to produce enough of this
vital material results in weaknesses and
insufficient healing of damaged tissue.
Unlike other proteins, collagen is
composed of only two amino acids,
glycine, and hydroxyproline. Vitamin
C is critical to the reactions that
produce collagen and is destroyed in
the process.1
Because we cannot synthesize

vitamin C and much of the processed
foods or “picked green” fruit is devoid
of this valuable nutrient; we tend to
operate our bodies in a state where
sufficient collagen cannot be produced.
Supplementing with vitamin C is
critical to maintaining good health and
is especially important during periods
of tissue repair.2

Affects of aging
The liver produces an enzyme that
controls the quiescent level of fibroblast
activity. As one ages, the liver’s ability
to produce this enzyme is reduced. For
thousands of years, traditional Chinese
medicine practitioners have acknowl-
edged this connection between the
health of connective tissue and the
liver. While a base metabolic test may
show normal liver function, “normal”
for people over 50 may be insufficient.
Because fibroblast cells are

responsible for producing reparative
collagen, a debilitated liver can leave
one susceptible to tendon, ligament,
and fascia degradation or damage.3,4
Supporting liver health with
restorative herbs is quite
advantageous with age.
As the body ages, the

microvasculature within
ligaments and tendons can
become blocked with plaque. Soft
tissue trauma can leave blockages
due to micro-clots. This restricts the
movement of the semi-motile
fibroblasts and the nutrient supply they
rely on. This diminishes the ability of
the fibroblasts to supply reparative
collagen to areas of damage and
micro-tears.5
Insufficient supplies from which to

make collagen, reduced fibroblast
activity, and impaired circulation all
contribute to the weakened state of
aging connective tissues. In fact, this
weakened state allows repetitive use
injuries and strains to become a
major health issue in a person’s
older years.

Enter chiropractic
Chiropractic manipulation can
re-establish proper skeletal func-
tionality and even maintain
balanced blood flow. Therapeutic
massage can improve muscle function,
break up local fixations, and promote
load-sharing, while relieving blockages
of circulatory and lymphatic flow.
These are all valuable and effective
when treating sprained ankles, rotator
cuff issues, epicondylitis, and other
common injuries.
But more can be done to support

the health of the patient. This is where
herbology becomes a valuable ancillary
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Support the healing of sprains, strains,
and soft-tissue injuries.
BY STEVEN R. FRANK
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therapy to the musculoskeletal work of
chiropractic and therapeutic massage.
Injury and repetitive use often result

in chronic and acute pain. Anti-inflam-
matory painkillers or cortisone shots
can stop the inflammation reaction but
also hinder the healing process.9
The inflammation reaction serves as

the signal to the brain to start the
repair cycle. The brain signals the liver
to produce more of the enzyme that
increases the level of fibroblast activity
and therefore causes more reparative
collagen to be laid down over the
damaged area. Although pain is
undesirable, it is an important part of
the healing process and should be
blocked without stopping inflammation.
Natural NSAIDs are a reasonable

alternative. For example, arnica contains
prostaglandin blocking constituents
and willow bark contains salix. Both of
these herbal remedies, when applied
topically, can relieve pain without

interfering with the healing process.
Arnica has been shown to break up the
micro-clots that appear as bruising and
facilitate the return of circulation to the
area of damage, making it a wonderful
contribution to the healing process.8

Traditional techniques
For thousands of years, broken bones
and soft-tissue damage were healed by
macerating comfrey or plantain and
applying it directly to the site of injury
as a poultice. Comfrey was often called
“knitbone” for its ability to facilitate the
rejoining of broken bones by acceler-
ating the production of collagen. As it
turns out, these two valuable herbs
contain a substance known as allantoin
that increases fibroblast activity. This is
an invaluable tool for repairing soft-
tissue damage.7
As with any injury, there will be

some muscular fixation or residual
trauma. This can cause poor load-

sharing and reduced circulation within
the muscle group. Poor load-sharing
can cause joint misuse and micro-tears
in adjacent portions of the tendons.
Rosemary and thyme increase lymphatic
and vascular circulation when applied
topically. Witch hazel improves muscle
fiber flexibility and lubricity and
encourages better load-sharing,6 which
are important to keep from disturbing
the area under repair.
All of the valuable constituents of

these herbs can be extracted with a
simple low-temperature water
decoction. Make a tea with them (but
be careful not to use water that is
hotter than 150 degrees Fahrenheit).
The decoction can then be applied
directly to the skin over the injury
where it will be readily absorbed.
Soaking a cloth in the decoction and
then tying it around the injured area
may not be as convenient or socially
acceptable as it was in the 1800s.
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Modern adaptations
Nowadays, one can achieve the same
results by applying a decoction to the
skin or using a commercially produced
herbal gel. Supporting the body with
vitamins A, C, D, and E provides the
ingredients necessary to rebuild healthy
tissue with reduced scarring.
In fact, clinical and field testing of this

sort of remedy have demonstrated
dramatically reduced recovery times and
improved healing outcomes. In younger
athletes and animals, the observed repair
times were as much as 50 percent
shorter. With older patients and
recalcitrant injuries, complete healing
(meaning the return to service did not
produce a re-injury) was observed in
four to six weeks, on average.
The beauty of this technique is that

as long as this remedy is applied, the
area will continue to be stimulated to
maintain the repair. While the pain
relieving analgesics and prostaglandin
blockers of willow and arnica will
relieve pain right away, continue to
apply this decoction several times per
day for four to six weeks to make sure
that the healing is complete.
Patients will be tempted to stop

applying it after a few days as the pain
will have subsided. But with age, it
takes longer for a complete repair to
take place.
In cases of low-back trauma and

damage, local fixation can prevent an
adjustment from holding. Each week
the patient returns in need of
corrective manipulation.
Coincident use of this sort of decoc-

tion described herein has demonstrated
the ability to relax the local fixation and
facilitate repair so that the adjustments
hold for longer periods of time. The
pain level steadily recedes and the
repair is completed.

When procured commercially, an
herbal gel is a simple and tremen-
dously valuable tool for dealing with
patient injuries in a more holistic
manner. Chiropractors can do more
than adjust the musculoskeletal system
without being herbalists by using the
support tools offered by the natural
healthcare industry.

STEVE FRANK is an herbalist
from the Front range of Colorado
with many years of experience in
treating musculoskeletal injuries
with indigenous plants and herbs.

he has studied the actions of these natural
remedies in the clinic and the laboratory. h
e can be reached with questions at
stevef@naturesriteremedies.com and
his blog can be found on mynaturesrite.com.
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WHETHER YOU’RE WORKING

ON YOUR FIRST OR FIFTH

practice, have you
conducted a SWOT analysis? It can
be applied to a service, person, project,
or organization.
In addition, a SWOT analysis is a

powerful tool for taking a closer look
at your practice. If you gain a deeper
understanding of how the SWOT
process works, you will likely be
tempted to try using it (or use it more
often than you already do).

Just the basics
“SWOT” is an acronym for “strengths,
weaknesses, opportunities, and threats.”
The goal of this type of analysis is to
gain an understanding of the internal
factors (strengths and weaknesses) and

external factors (opportunities and
threats) that are influencing your
practice. If you offer multiple services
like laser, physical therapy, or nutrition,
your SWOT analysis can be broadened
or narrowed as necessary.
After you have determined the areas

you want to examine, start listing items
that apply to each category. This
exercise can be carried out with your
partners and associates, with your staff,
or by yourself. If you’re conducting the
analysis with a group, you may generate
more items through serendipity, by
merging multiple ideas, or refining
ideas through discussion.

Steps to success
On a whiteboard (or a sheet of paper),
draw four boxes labeled with S, W, O,

and T, respectively.
�Under one of the four headings, list
each point with something that is
clearly definable or achievable. For
example: Saying you “want more
patients” is potentially an achievable
goal. But what is “more”? How about
“10 percent more patients”?

�Analysis usually works best when it
points to specifics versus broad
sweeping statements. Consider
quality: If you say you have practice
differentiators such as a cash model,
special equipment like a flexion
distraction table, a laser, or offer
special techniques like Graston, then
consider how you can objectively
compare them to your desired
objective, or to the chiropractic
practice down the street.

Break it down
SWOT analysis is a powerful yet underutilized tool.
BY ROB BERMAN
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A SWOT analysis is best approached in a systematic way.
Proceed through each of the squares in turn, completing
lists for each section. You can brainstorm first, and refine
your lists afterward.

Strengths
In this quadrant, list your primary assets and consider the
unique value your practice presents to your potential
market. These are the areas where you are differentiated
from your competitors and arguably superior to them.
You might consider your hours of availability, the

modalities you offer, and the types of practitioners and staff
you employ. Not only should you identify your strongest
assets but also consider whether your strengths are likely to
endure over time.
List any marketing advantages you have, in addition to

your financing and billing structure. As you fill out your list,
you may discover areas where you can develop an aspect of
your practice into a greater strength.

Weaknesses
In this section, look at your own weaknesses and consider
how sustainable your practice model is. These might be areas
where other chiropractors have an edge on your practice.
For example: You might be looking at your cash flow,

your dependence on third party payers, and your levels of
profit and debt. Evaluate what areas of expertise, staffing
levels, and customer experiences that you may lack.
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Opportunities
Here is where you’ll spend some time
examining your external environment.
Consider trends in healthcare and
chiropractic. Are there unmet needs in
your service area or are other providers
not adequately meeting current needs?
Adding offerings like laser, weight

loss, and nutrition can create new
profit centers.
The current low interest rates allow

you to consider refinancing debt,
whether loans, encumbrances, or notes.
Alternatively, you could expand your
practice and finance it at attractive
rates and terms.

Threats
This is arguably the most important

section on which to focus your
attention. You have already spent
substantial amounts of time, money,
and effort in building your practice.
Now review the potential threats that
might be looming on the horizon.
These can often be foreseen, but not
always.
Cybercriminals hacking into your

website to steal patient files or disable
your electronic records and office
computers is a possibility every
practice needs to defend against.
Skilled personnel are key to your
success. What is your backup plan if
your partner or associate (or you)
become disabled or die?
Providers are moving into the

wellness space at an ever-increasing

rate. They are trying to poach revenue
by offering orthotics, weight loss,
nutrition, acupuncture, and massage.
You need a strategy to counter this
potential loss. Plan ahead for natural
disasters; your backup emergency
plans need to be well-thought-out,
tested, and actionable.

Now what?
The real work begins after you have
created your SWOT chart. Share it as
necessary to get feedback and then
refine it. Next, you want to look at
each category for action. Ask the
following questions:

Strengths: How can I leverage them?
Weaknesses: How can I minimize or

eliminate them?

Plan ahead for natural disasters; your backup emergency plans
need to be well-thought-out, tested, and actionable.
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Opportunities:How can I capitalize
on these while possibly eliminating
weaknesses?

Threats: Are there opportunities
available that can address the identified
threats?

Here are some examples for each of
the four SWOT categories, representing
how one practice might approach them:
Strength: You are getting great

results for neuropathy with laser
treatments.

Action: Create short case studies to
hand out to prospective and current
patients. Then, add that content to
your website and social media as
expanded testimonials.
Weakness: ICD-10 and insurance

regulations require more staff time and
attendant cost to comply with requests
by insurance companies.

Action: Bring in a practice manage-
ment or ICD-10 expert to examine
workflows and create shortcuts,
templates, and similar to speed the
process.
Opportunity: Several local chiro-

practors have cut their workloads
leading up to retirement or have
recently retired.

Action: Ramp up your advertising
and social media presence to let
patients know they have options with
another chiropractor in their area.
Threat: Insurance reimbursements

are not keeping up with inflation or
are being reduced.

Action: Add cash services to your
practice such as laser treatments,
nutritional supplements, or weight loss.

A 90-day action plan
Over the course of two to three
months, implement and execute your
SWOT analysis: First, explain what a
SWOT analysis is to your team, so
they know why you are conducting it
and what your objectives are.
Conduct the analysis focusing on

each of the four parts in turn. After
completing all four sections, look at
the data and make adjustments as
necessary before proceeding to action
steps.
Finally, list the specific actions you

will take as a result of your compiled
analysis. You can proceed confidently
now, knowing that your strategy has
taken the most critical factors into
account.

ROB BERMAN is a partner at
Berman Partners, lCC, a medical
device sales, service, and
marketing company. Berman
Partners specializes in new and

preowned therapeutic lasers. he helps
doctors improve patient outcomes while
increasing physician income. he has held a
variety of marketing roles during his career.
he can be contacted at 860-707-4220,
rob@bermanpartners.com, or through
bermanpartners.com.
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IT WILL COME AS NO SURPRISE TO

LEARN THAT 35 PERCENT OF PATIENTS

say the most negative impact on
their experience is a long waiting time.
And even though you try to stay on
schedule and on time, you can get
delayed with tasks like returning calls
to patients and authorizing refills.
Patient appointments can run overtime,
a staff member can call in sick, or a
new person could be in training. There
are countless reasons why you might
fall behind and, once that happens, it’s
hard to get back on track.
But there are some simple strategies

that can help you avoid bottlenecks
and turn things around when your
practice starts to run slow.

Avoid interrupting providers
Have guidelines for staff about not
interrupting the chiropractor (or other

providers) with calls or questions
between appointments unless it’s an
emergency. Work with providers to
establish a process for managing tasks.

For example: Have them check
messages and tasks first thing each
morning, at midday, and at the end of
the day. They can take care of refills or
return calls during those appointed
times. Using a patient portal can also
help eliminate some of these calls
altogether because most EHRs now have
an integrated portal. Just be sure you
educate patients about the portal and
have staff reroute patients to the portal
if their query can be addressed there.

Help staff prioritize their workload
Make sure your staff knows what their
top priorities are so they can be confi-
dent about what to let go of if they get
too busy. Sometimes people are trying

to do too much when they should just
focus on moving patients swiftly
through their appointments.
This is a good time to analyze your

staffing. If tasks are often dropped,
incomplete, or behind schedule, then
you may be understaffed. One option
is to add more staff, but another is to
look at outsourcing tasks like billing,
eligibility and pre-authorizations, or
inbound and outbound calls. You can
now outsource most tasks and doing so
can be more cost-efficient than adding
more full-time staff, while allowing
you to focus more on patient care.

Evaluate your practice day
from start to finish
Is your schedule truly efficient? Maybe
the problem is that your patient visits
are at the wrong time of day and long
appointments are causing backups. If

Break through bottlenecks
Follow these steps to increase practice throughput.
BY TRACY BOWERS
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your scheduling software allows for
stating the reasons for appointments,
make sure you are using this function,
and analyze the time allocation asso-
ciated with those reasons.

For example: If you have an appoint-
ment set up for a 15-minute time block,
but it really should be a 30-minute time
block, these errors in time allocation can
be a source of delays. Many practice
management and EHR systems also
provide the ability to track patients
through their visit. Using these tools
allows you to assess where your problem
areas are. So if you identify the time
after lunch as being the biggest issue,
then you can change the type of
appointments or staff more people at
that time of day.

Cross-train staff
It is always good to have backup
staffing options. If someone calls in
sick or you find you need an extra
person at key times of the day, it’s good
to have staff who are cross-trained. So
train your biller or chiropractic
assistant to check in patients and
schedule appointments. That way you
always have someone to help in a jam
and be able to respond to staffing
disruptions in an effective way.
While cross-training is important,

finding proper balance in pulling other
staff is also essential. If you are using a
biller or assistant too often (or for too
long), other functions may suffer. So
don’t use this as a solution in place of
setting proper staffing levels.

Although there are things you can
do to evaluate your processes and
improve task management, it ulti-
mately comes down to people and
balance. So ensure that all employees
know exactly what their roles are and
that the top priority is staying on
schedule.

TRACY BOWERS has over 30
years of experience in medical
billing and practice management.
She has worked for both payers
and providers and as the head of

her own successful billing company. She sold
her billing company in 2014 to Kareo, where
she now leads a team as a revenue cycle
manager. Tracy is a certified professional
coder through aaPC and a certified
professional practice manager.

Although there are things you can do to evaluate your processes and
improve task management, it ultimately comes down to people and balance.

ADVERTISEMENT
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IF THE AROMA OF CAREFULLY

SEASONED INDIAN CUISINE MAKES

your mouth water, next to the
coriander and cumin in your spice box
might be a bottle of ground turmeric.
This yellow-orange powder that adds a
peppery kick and golden tint to your
favorite curry dishes comes from the
ginger-family’s Curcuma longa root.
And, as you may know, amidst the warm
color and earthy fragrance of this tropi-
cally grown spice you’ll find curcumin—
a pivotal ingredient in ancient herbal
remedies that comprises about 3
percent of turmeric’s total weight.
For 4,000 years, turmeric has been

on the radar for its therapeutic uses,
particularly in Southeast Asia and
India where it is a staple in Ayurvedic
practices.1 But its value hasn’t been
confined to folk medicine. Over the
last few decades, more than 3,000
publications have reported on
turmeric’s health benefits to include
boosting immunity. These have been
identified through a variety of clinical
trials testing curcumin’s effects on
chronic diseases associated with

inflammation. As a bonus, turmeric is
low in calories (24 to a tablespoon)
and contains no cholestoral.1-3
In addition to these explorations,

research has focused on curcumin’s
lack of bioavailability. With growing
support of the product’s sweeping
benefits, trials have tested various
curcumin formulations in effort to
optimize the amount absorbed in the
body. As scientists unearth the ideal
packaging for this golden spice, you
can guide patients through the vast
scope of available information and into
a healthier life.

Spice up your options
At the crossroads of natural medicine
and evidence-based care, healthcare
practitioners familiar with curcumin
may find it relevant in a wide array of
treatment plans. Curcumin supple-
mentation can serve as a valuable tool
in the areas of joint pain, inflammation,
oncology, and wellness, simultaneously
expanding your resources and the
range of individuals who could benefit
from your care.

Inflammation. In traditional medicine,
curcumin has long been prized as a
home remedy for fevers, swelling, and
wounds.1 Modern trials illustrate its
ability to inhibit the expression of
inflammatory enzymes and molecules.1
With strong evidence of the connec-

tion between inflammation and many
chronic diseases, curcumin’s value has
wide implications and it could be
considered a natural aid to counteract
pro-inflammatory influences and
oxidative stress.1 Curcumin also may
be a viable, side-effect-free alternative
to other approved anti-inflammatory
agents, including steroids and NSAIDs.3

Joint pain. Research evaluating
curcumin’s effects on the joints provide
insight into its pain-relieving properties.
A 2009 study in the Journal of
Complementary and Alternative
Medicine demonstrated that curcumin
was equally effective and safe as
ibuprofen at reducing pain and
recovering function in patients with
knee osteoarthritis.4 In addition, a 2012
study in Phytotherapy Research high-

Uprooting a golden ratio
An ancient spice meets modern health needs.
BY CAROLINE FEENEY

Innovative Ideas from the Industry Leaders
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lighted curcumin’s role in decreasing
tenderness in the joints of patients
with active rheumatoid arthritis.5

Therapy and prevention. As patients
undergo oncology treatment, chiro-
practors can work with other members
of a healthcare team to assist in pain
management and rehabilitation.6 In
this capacity, nutritional counseling
may also be a valuable service.
Extensive research into curcumin’s

cancer-fighting abilities and
preventative properties make it a viable
candidate for supplementation in
cancer therapy. Although more
research is needed, studies highlight
curcumin as a natural polyphenol with
the potential to suppress tumor cell
proliferation and regulate transcription
factors involved in cancerous activity.7

Mastering the mix
When advising patients about curcumin
supplementation, note any other herbs
or medications they’re taking and their
potential interactions.8 But in general,
curcumin is considered safe, as demon-
strated by human trials involving
dosages up to 8,000 mg per day with
no evidence of toxicity.9
Of course, curcumin’s potential is

only as immense as it is usable in the
body. As a fat-soluble compound with
poor water solubility, curcumin acting
alone is apt to rapidly exit the body
without imparting many of its thera-
peutic effects.10-12
As important components of

turmeric are often lost during
extraction, intense research to discover
more bioavailable curcumin formula-
tions has been conducted over the past
decade. One simple remedy said to
enhance the body’s retention of
curcumin is the simultaneous consump-
tion of black pepper, which contains
piperine.
Studies have investigated several

curcumin blends that preserve the raw
turmeric root and its essential oils,
resulting in a 7-fold increase in

absorption.13 Others increase curcumin’s
lipid or water-solubility through the
addition of simple compounds, soy,
and various processes including
homogenization.
These efforts have shown to increase

the therapeutic effects and level of
curcumin in the blood.13 Familiarity
with current research can help you
find the best formulation and dosage
for your patients.

Promising prospects
The New York Times reported on
turmeric as a remedial agent during
radiation therapy. In the article, the
author quotes Paul Okunieff, MD, on
his view of curcumin in healthcare:
“Alternative medicine becomes
standard medicine when it is proven
true,” Okunieff said.14 That was 2002.

Since then, science has continued to
advance our understanding of this
natural wonder at a swift pace,
propelling it precisely into the realm of
chiropractic’s doctrine of evidence-
based, opioid-free care. If not for
yourself, attain the necessary knowledge
to make curcumin a piece of your
wellness repertoire for patients who
need your guidance. And as for the
ground turmeric in your spice box?
Perhaps you should promote it to the
medicine cabinet.

CAROLINE FEENEY is the former
associate editor of Chiropractic
Economics. She can be reached at
cfeeney@chiroeco.com, 904-567-
1559, or through ChiroEco.com.

to view the full list of references, visit
ChiroEco.com/curcuminhealth.

Dee Cee Laboratories Inc. knows how important it is that
your patients trust you. In addition to quality chiropractic
care, they expect that you’re providing them the highest
quality products from the most trusted company.

When buying Turmeric, be aware that there is a big difference
in products on the market. For example, a product containing
600 mg of Turmeric herb powder that is not standardized for
the active ingredient in Turmeric (Curcumin) is an inferior
product when compared to a product containing 500 mg of
Turmeric Extract standardized for 95% Curcumin.

If you just look at milligrams and compare prices, the one with the most milligrams
and the lower price at first glance may appear to be the best buy, when it is in fact
inferior to the 500 mg product that is standardized for 95% Curcumin at a slightly
higher price. When looking for Turmeric, you want the one with the highest
content of the important active ingredient—Curcumin. The bottom line is the
antioxidant properties and protective powers of Turmeric depend on the amount
of active ingredient, Curcumin, it contains.

The high potency of Dee Cee Labs’ Turmeric Extract will help your patients
manage digestion and inflammation between visits. Bromelain (a natural pineapple
enzyme) and BioPerine (black pepper extract) are added to the formula to ensure
maximum absorption of Curcumin and other nutrients in the foods you eat.*

For more information on turmeric Extract, contact Dee Cee laboratories at 800-251-8182
or visit deeceelabs.com.

*This statement has not been evaluated by the Food and Drug Administration. This product is not
intended to diagnose, treat, cure or prevent any disease.

EDITorIaL SErIES SPoNSorED BY DEE CEE LaBoraTorIES

Turmeric Extract Standardized to Contain
95% Curcumin with Bromelain and BioPerine
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The American
Chiropractic
Association
estimates that more

than 30 million people seek
chiropractic treatment
annually.1

While the No. 1 goal with each of
these patient-practitioner interactions
is obviously to tend to an individuals’
care, the reality is that the basis of a
successful chiropractic practice isn’t
just how you help your patients.
Rather, it is in how effective and
efficient you are with regard to your
office operations.
In other words, if you’re still doing

everything without the use of modern-
day options to assist you with keeping
patient records, billing, scheduling, and
all of the other tasks it takes to run a
profitable practice, you’re likely missing
out on a number of benefits. One such
option involves using electronic health
record (EHR) software.
The Centers for Medicare and

Medicaid Services (CMS) describe
EHR systems as being “an electronic
version of a patient’s medical history,
that is maintained by the provider over
time, and may include all of the key
administrative clinical data relevant to
that person’s care under a particular
provider.” 2 But how does this type of
system benefit both you and your
patients?

Forging connections
Neither you nor your patients can
benefit from your services until you
first find each other, and some EHR
options can help make this initial
connection. For instance, patients can
“search for your practice based on
their location, read your descriptions
and bona fide patient reviews, see any
new patient intro offers you may have,
and book their first appointment—all
in a few taps from their phone,” says
Rick Stollmeyer, CEO and co-founder
of MINDBODY, provider of an EHR
app that has over 3 million users.
Once you do connect, Stollmeyer says

that apps such as his can keep you in
the forefront of your patient’s mind by
enabling them to add you to their list
of favorite wellness centers—right
along with their preferred gyms, yoga
studios, spas, and salons. “When your
practice is in their ‘favorites’ short list,
along with other wellness businesses
they love, they will be subtly reminded
to come back in and stay engaged with
you,” he says. So you’ll not only
connect initially, but you’ll likely stay
connected too.

Time is money
Most patients lead extremely busy
lives, so the quicker and easier you
make it for them to do business with
you, the more likely that they’ll choose
you as their primary DC. Several EHR

systems help with this via features such
as electronic sign-in when the patient
arrives for his or her appointment.
For example,Michael Hughes, brand

manager for Forté Holdings, reports
that his company’s EHR system provides
an iPad app that patients can use to
conveniently check in from the waiting
room. This can reduce their in-office
time as they are able to notify you of
their arrival even when your staff is busy
helping other patients. Admittedly, this
doesn’t always mean that you are going
to be able to see to them faster, but at
least they know that they are on your
radar, which can ease stress and
anxiety on their part, giving you
happier patients in return.
As of spring 2016, Hughes says that

patients will also be able to fill out
their intake paperwork from home.
This enables them to provide their
information at a time that is most
convenient, whether it be at 2 p.m. or
2 a.m., decreasing the necessity of
arriving early for their first appointment.
While this may seem minimal, giving
patients just 15 more minutes in their
day shows that you care about their
time, an attitude that isn’t universally
observed in the healthcare system.
There are also timesaving benefits

for you and your staff when you use an
EHR system. For example, in addition
to integrated billing services, emailed
patient statements, Facebook marketing

EHR systems offer a lot more than you might think.
BY CHRISTINA DEBUSK

Cruise control
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integration, and more, Hughes says that systems like his
enable you to send automatic text and email reminders to
patients. Think of how much time this could free up, allowing
you to focus on extending your patients’ top-quality care
and health management instead of being bogged down by
paperwork and basic-yet-necessary office procedures.

Raising attendance rates
Another benefit of patient appointment reminders via text or
email is that they help reduce the number of missed or
forgotten appointments, leaving fewer holes in your schedule
while also helping your patients adhere to their treatment
plans. But how well do these systems actually work to get
patients to your office at their prescheduled times?
The U.S. Department of Health and Human Services

reports that, according to research, “text messaging improves
treatment compliance, including...appointment attendance.”3
That makes this a great feature for not only getting patients
to show up but also for reinforcing their part when it comes
to obtaining and maintaining better health.

Emboldened engagement
Have you ever felt like you’re spending more time during
appointments stuck behind a computer monitor reading a
patient’s chart than you do interacting face-to-face? If so,
you could be missing out on some of the advantages of
engaging with your patients in a more direct manner.
According to the Ashton Insider, a publication of Ashton

College in Vancouver, Canada, when you are able to interact
visually with your patients, you have a better chance of
picking up on their nonverbal cues while adding a personal
touch; thus, this “sets the foundation for trust, and ultimately
creates a better working relationship.”4
Using an EHR system that has tablet capabilities is one

way to provide this type of relationship-enhancing service

Meet the experts
Rick Stollmeyer, CEo and co-founder of mINDBoDY
in San Luis obispo, California.
software.mindbodyonline.com

Michael Hughes, Brand manager health Care
Products for Forté holdings in El Dorado hills,
California.
chiro8000.com

Lea Chatham, editor-in-chief of the Getting Paid blog
for Kareo in Irvine, California.
gettingpaid.kareo.com/gettingpaid

Karen Walters, DC, FaCC, co-founder of mPN
Software Systems in Saddle river, New Jersey.
eclipsepracticemanagementsoftware.com
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because you’re able to move around
during your appointments and work
more directly with your patients, while
still having access to the information
you need to effectively treat them. And
while some EHR systems can be

accessed on a tablet via your preferred
Web browser, Lea Chatham, editor of
the Getting Paid blog, a Kareo resource,
says that systems designed specifically
for the iPad are often better and easier
to use.

Some of the features Chathan refers
to that can enhance in-office patient
engagement include an easy-to-read
patient summary, appointment
rescheduling, and patient education
options. This is in addition to other
capabilities this type of EHR system
can offer, including “an end-to-end
integrated platform that offers sched-
uling reminders, clinical documentation,
claims management, and patient
collections,” she says.

Privacy protection
Many people take their privacy
seriously. Therefore, something as
simple as having patients put their
name on a sign-in sheet that every
patient who signs in afterward can see
can be quite off-putting, even though
HIPAA says that you “may use patient
sign-in sheets...as long as the infor-
mation disclosed is appropriately
limited.”5
EHR systems can help alleviate this

concern completely by allowing
patients to sign in electronically, thus
leaving no visible record for the rest of
your patients to see. Additionally, by
using a HIPAA-compliant EHR
system, you can assure your patients
that you take their privacy seriously.
This is extremely important since
almost 30 million patients have
reportedly had their health records
compromised since 2009.6

Karen Walters, DC, FACC, co-
founder of MPN Software Systems,
indicates that, for her firm, this means
offering a system with specific features.
These include the ability to “maintain
extensive audit trails, handle electronic
billing and remittance via ANSI 837
and 835 specifications, maintain a user
permissions database that allows users
to be restricted to specific aspects of
the EHR, allow for database encryption,

Imagine how much time you could save by using an EHR system
that automates some of the most time-consuming processes.
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and use a patient portal for secure
communications.”
Furthermore, although Walters

generally recommends that DCs use a
LAN-based system (one using a local
area network), if you’re going to go
with a cloud-based EHR hosting
provider, she suggests that you choose
one that is URAC HIPAA Security
Business Associate accredited.
Regardless of which option you choose,
making sure your patients’ information
is secure can help you put their minds
at ease by knowing that the private
details they provide your office won’t
fall into the wrong hands (while also
potentially protecting you from an
expensive lawsuit).

Cost control
An April 2015 Gallup poll found that
half of all Americans worry about
money.7 However, by using smartphones
and email to keep in touch with your
patients, you’re able to get important
information regarding their care to
them in real time with minimal—if
any—cost to them.
There are potential cost savings for

your practice as well. One study found
that the average healthcare provider
spends one-sixth—or 16.6 percent—of
their time on “non-patient-related
paperwork, time that might otherwise
be spent caring for patients.”8
Even if you free up just two hours a

week (likely a low estimate), that is 104
additional hours a year that you could
use to either see more patients and
earn additional income, or have your
staff perform other necessary functions,
giving you a more organized and
efficient office.

By using a HIPAA-
compliant EHR system,
you can assure your
patients that you take
their privacy seriously.
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Bottom line
In the end, implementing and using an
EHR system offers a range of benefits
to both you and your patients.
Essentially, it gives you the opportunity
to be a DC known for being competent
and effective, two qualities that will not
only keep current patients coming
back, but also new ones walking
through your door.

CHRISTINA DEBUSK is a
freelance writer who specializes in
health and wellness and business
marketing. She currently writes for
ChiroNexus as well as other

health-related publications. She can be
contacted through christinamdebusk.com.
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Quick Tip
Client satisfaction
surveys
are you curious about the level of
satisfaction your clients have with
your services? are you considering
changing or introducing new
services to your practice and would
like to know how they would be
received?

Conducting a customer satisfaction
survey will provide you with a
benchmark of where you are today,
and enable you to highlight the
priorities for improvement according
to the highest areas of importance
to your clients.

— The Center for Powerful Practices
powerful-practices.com
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New approaches
These 3 strategies can transform
your practice model.
BY JEN FABER, DC

IMAGINE THIS SCENARIO: YOU HAVE

SIGNIFICANTLY MORE PATIENTS IN

your practice without having to do
more spinal screenings. You have
increased the amount of money each
patient spends in your practice and the
number of times a patient buys from
you, so you are making money outside
of appointments, too. And you are
generating more profit in your practice,
so you don’t have to spend years
building your practice before getting in
the black.
This outcome is possible and you

have the opportunity to grow your
practice in a way that you’ve never
been able to before—by harnessing the
power of online marketing. And if you
know how to leverage this power the
right way, you’ll be able to generate
passive income for your practice and
make money outside of your

scheduled patients.
You know that appointments mean

income. The more appointments you
have, the more income you make,
right? But at some point in practice,
you reach a limit and can’t see any
more people. You’ve reached a
“schedule cap.” Admittedly, that’s a
good problem to have, but the issue is
that you’ve now hit a ceiling. When
your books are full, you’ve also reached
a “profit cap.” Meaning you cannot
make more income in your practice
once you’re fully booked.
There are also times when you can’t

fill up your schedule and have no
patients to see, maybe because you’re
just starting a practice or have a
practice but are in a slump. If you have
no appointments, you can’t make
money. Now imagine that appoint-
ments weren’t the only way to generate

profit in your practice and that you
could make money outside of booking
appointments.
You can do this through something

called the “profit triangle.” This is a
strategy that the largest companies in
the world use, but no one has applied
it to your industry until now. The
profit triangle has three components
that work together in unison so you
can build a successful, profitable
practice around the clock. Everything
you do to grow your practice should
be focused on these three areas.

Increase the number of patients
The public is being bombarded with
more marketing messages than ever
before, and where practice owners go
wrong is in how they’re talking to
potential patients. These DCs make it
all about them and the services they
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offer, and not about the patients’ needs.
To increase your number of patients,

start by getting to know their pain
points. If you know what your patients’
biggest needs are, then you know their
top questions and can speak to solving
them.
As everyone else tries to sell them

services, you’ll focus on understanding
what these patients are looking for.
This way, you’ll increase your number

of patients by attracting them with
value that lets them know you are the
best chiropractor for them. Your offer
for a new-patient appointment should
ultimately be about them and their
desired outcome. Emphasize what they
want to achieve and show them how
you can help them get there.
That’s the payoff for any potential

patient and what they actually care
about. They want to know how you

can give them what they want. That’s
how you convert them into regular
patients and ultimately increase the
number of patients in your practice.

Increase the value per patient
This part of the profit triangle is all
about increasing the amount a patient
spends with you. When you under-
stand what your patient needs—and
can demonstrate that you have a
variety of solutions that can help—
their need for you rises. This means
your value to them instantly increases,
and how much patients will spend
with you increases outside of the
appointment.
Think about what you could offer in

addition to your core services. Some
examples are an e-book, manual,
guide, workshop, or products you can
sell via your website or in your practice
that are relevant to what your patients
need.
The payoff here is that once patients

have spent money with you, they’re
more willing to spend even more
money on what you offer. Therefore,
the value per patient increases. When
each patient is worth more, you can
make profit outside of your schedule.

Increase the number of
transactions per person
This component of the profit triangle
is about having frequent, strategic
communication with your current and
prospective patients so they buy
repeatedly. If you market with value
upfront, then each person you market
to in your community is going to be
more interested in working with you.
So, whether they’re a patient or not,
you are able to sell to them and sell
more than just an appointment.
So ask yourself this: When was the

last time you contacted your list about
something other than getting scheduled?
Do you stop communicating once
someone becomes a patient? How
about if they never schedule in the
first place?
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If you do stop, then you’re missing
out on 60 to 70 percent of your
audience because many of your leads
won’t convert into patients right away.
If you don’t have anything other than
chiropractic services to offer, they may
not be interested and you’ll want to
create an opportunity to engage with
them another way.
Have offers and products relevant to

what your audience needs so they can
buy from you differently. If they don’t
want to schedule with you, offer them
something else, such as an e-book or
workshop. For your current patients,
this is where you can maximize on the
opportunity to offer more because
they’re already in your practice.

All of your communication should
have a purpose and an end result in
mind to offer value, to offer solutions
outside of the appointment, and to
create more opportunity for everyone—

both patients and non-patients—to buy
from you.
If you look at the full profit triangle

and do the math, it’s a pretty powerful
formula. If you have three times the
number of prospects and patients, and
three times more offers to give them,
then they are three times more likely
to buy.
This could be a game-changer for

your practice and the key for you to
break through the “schedule cap,” so
you can grow your practice quickly
and serve your patients on a
completely new level.

JEN FABER, DC, is the founder of
the Freedom Formula and coaches
chiropractors on how to build a
practice that gives them freedom
and the lifestyle they want. She

went from being a burned-out associate to
building a successful six-figure practice
working less than part-time. She can be
contacted through drjenfaber.com.

Quick Tip
Osteoporosis screening
osteoporosis, one of the most
common bone diseases, is also one
of the most preventable. Because
osteoporosis is painless until a
fracture actually occurs, bone
density screening should be used to
help diagnose the disease early on.

The screening should be done every
two years, especially for patients
who are female and menopausal.

osteoporosis screening and
prevention are especially important
because bone loss is irreversible and
can only be stabilized, not improved,
unless one uses a medication.

— The American Chiropractic Association
ACAtoday.org
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Chiropractic Economics is pleased to present the profession’s most comprehensive Patient Education 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.

2 Imagine
480-657-8506
2imaginethis.com

2nd Cousin Inc.
413-232-3219
healthnewspodcast.com

3B Scientific
888-326-6335
a3bs.com

3DRX Inc.
360-909-3709
3drx.com

A2Z Health Massage Therapy Schools
888-303-3131
a2zhealthstore.com

Access Equipment Corp.
256-245-8390
chirocity.com

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

Addison Health Systems Inc.
800-496-2001
writepad.com

aDIO Productions
800-461-2346
adioproductions.com

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

American Anatomical Corp.
800-344-5904
americananatomical.com

American Nutriceuticals
888-848-2548
888vitality.com

Anatomical Models International
877-208-9372
bagofbones.us

Apex EDI
800-840-9152
apexedi.com

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

BML Basic
800-643-4751
bmlbasic.com

Body Logic
214-378-6100
ebodylogic.com

BodyPartChart
888-712-4278
bodypartchart.com

BodyZone.com
770-922-0700
bodyzone.com

Breakthrough Coaching
800-723-8423
mybreakthrough.com

British Institute of Homeopathy
609-927-5660
bihusa.com

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

BStrong4Life
866-515-4907
bstrong4life.com

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

CATS - Cranial Adjusting Turner Style
705-792-1315
catsworkshop.com

Center for Expressive Posture
781-941-0848
expressivepostures.blogspot.com

ChiroColumn
888-707-5656
chirocolumn.com

ChiroConceptions
301-777-3710
chiroconceptions.com

ChiroDesign Group
512-301-0821
chirodesigngroup.com

ChiroMatrix
800-426-8749
chiromatrix.com

ChiroPlanet.com
888-364-5774
chiroplanet.com

Chiropractic Business Academy
888-989-0855
chirobizacademy.com

Chiropractic Images
514-277-3546
stephenshortt.org

Chiropractic Leadership Alliance
800-285-2001
subluxation.com

Chiropractic Marketing 360
888-929-3633
chiropracticmarketing360.com

Chiropractic SEO Wellness
847-807-4382
chiroseowellness.com

ChiroPractice Marketing Solutions
866-285-2011
chiropracticemarketingsolutions.com

ChiroPractice Mentoring
608-489-7542
chiromentor.com

ChiropracticOutfitters.com
952-270-0258
chiropracticoutfitters.com

Chiroschool.com
707-927-4611
chiroschool.com

ChiroVision
800-438-9355
chirovision.com

CJ3 Consulting
512-474-1895
cjmertz.com

Clinic Artwork
715-575-4119
clinicartwork.com

CommVantage
866-399-4009
3dpractice.com

ConCentro Laboratories LLC
520-876-0308
neuropathyusa.com

Concept Therapy Institute
210-698-2254
zonedoctors.com

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

Creating Wellness
888-589-9355
creatingwellness.com

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

Demandforce
800-246-9853
demandforce.com

Discover Wellness Inc.
760-208-1895
drstevehoffman.com

DoctorPromo
516-867-8237
doctorpromo.com

Dr. Pete Gratale’s Power Centering
970-260-2003
innateexperience.net

DrBarbaraEaton.com
907-444-9043
drbarbaraeaton.com

Dynamic Disc Designs
250-751-0897
dynamicdiscdesigns.com

eyeQuest Networks Inc.
770-933-1800
eyequestnetworks.com

Feeling Pretty Remarkable
416-750-1500
feelingprettyremarkable.com

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

Forte Holdings Inc.
800-456-2622
emr4chiro.com

Functional Medicine Masters
888-777-3020
functionalmedicinemasters.com

Future Health Inc.
888-434-7347
futurehealthsoftware.com

Gallery Medica
818-761-1355
gallerymedica.com

GMP Fitness
888-467-3488
gmpfitness.com

Graston Technique
888-926-2727
grastontechnique.com

H.W. Industries Inc.
800-824-5084
hwind.com/chiro

Health Visions Inc.
888-480-1350
healthvisions.com

Healthy You
800-826-9946
healthyyouweb.com

Himalaya Herbal Healthcare
800-869-4640
himalayausa.com

Hoggan Scientific LLC
800-678-7888
hogganhealth.net

Image One
800-536-3030
imageoneads.com

Inborne Technology Corp.
800-329-3209
nowmd.com

Inform for Life
800-234-8325
informforlife.com

Inselman Coaching
888-201-0567
inselmancoaching.com

Invigo Media
844-764-4897
invigomedia.com

JTECH Medical
801-478-0680
jtechmedical.com

K-Med Services Inc.
800-243-2603
kmedsupplies.com

Patient Education
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Kennebec Proof Preferred
412-278-2040
proofpreferred.com

Killer Ads
706-233-9000
thekillerads.com

Kinetic Concepts LLC
845-802-4433
themovementonline.net

King Bio
800-543-3245
safecarerx.com

Koren Enterprises
800-537-3001
korenpublications.com

Legacy for Life
877-557-8477
legacyforlife.net

Lippincott Williams & Wilkins
800-638-3030
lww.com

Living Well Labs
800-540-1674
livingwelllabs.com

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

Massage Warehouse
800-910-9955
massagewarehouse.com

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

Medical Arts Press
800-328-2179
medicalartspress.com

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

Meditherm Inc.
866-281-5479
meditherm.com

MGV Marketing
561-392-5206
mgvmarketing.com

MicroFour
800-235-1856
practicestudio.net

Miridia Technology Inc.
888-647-4342
miridiatech.com

Mojo Interactive
866-626-3867
locateadoc.com

Morgan Professional Products
800-403-5295
morganprofessionalproducts.com

MPower Media
888-232-9862
mpowermedia.com

Myogauge Corp.
888-696-3539
myogauge.com

MyoVision
800-969-6961
myovision.com

National Health Education Society Inc.
800-241-7705
voiceforhealth.com

Natural Touch Marketing
800-754-9790
naturaltouchmarketing.com

New Harbinger Publications Inc.
800-748-6273
newharbinger.com

Noromed Inc.
800-426-0316
noromed.com

Novel Electronics Inc.
651-221-0505
novel.de

Nutraceutics Corp.
877-664-6684
nutraceutics.com

Officite
630-928-0950
officite.com

OnlineChiro.com
888-932-5550
onlinechiro.com

OPTP
800-367-7393
optp.com

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

Palmer College CE & Events
800-452-5032
palmer.edu/ce

Parker Share Center
972-438-6932
parkersharecenter.com

Patient Media Inc.
719-488-6663
patientmedia.com

Perfect Patients
800-381-2956
perfectpatients.com

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

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

Pivotal Health Solutions
800-743-7738
phschiropractic.com

PostureCo
866-577-7297
postureco.com

PreventiCare Publishing
912-897-3040
preventicare.com

Rizzo & Jones Associates
877-947-7200
rizzoandjones.com

Roscoe Medical
800-871-7858
roscoemedical.com

Rosen Coaching
808-878-8384
rosencoaching.com

S.A.M. LLC
800-752-3263
morenewpatients.com

Science Based Nutrition
937-433-3140
sciencebasednutrition.com

Sigafoose Seminars
800-331-6930
sigafoose.com

Sigma Instrument Methods
888-860-9492
sigmamethods.com

Sigma Instruments
724-776-9500
sigma-instruments.com

Spinal Reflex Institute Int’l
877-259-5520
spinalreflex.com

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

Stoneybrook Publishing Inc.
800-736-3632
stoneybrookpublishing.com

Strobel Technologies
812-280-6000
strobel.com

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

Synergy Therapeutic Systems
800-639-3539
targetexercises.com

Systemic Formulas Corp.
800-445-4647
systemicformulasmedia.com

Target Information Management Co.
800-258-0258
targetinfo.ws

Tekscan
800-248-3669
tekscan.com

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

The Integration Group
443-438-9610
integrateyourpractice.com

The Masters Circle
800-451-4514
themasterscircle.com

The Perfect Patient Funnel System
800-497-5849
perfectpatientfunnel.com

Tim Stensrud Design
780-449-7272
healthcaredesigner.com

Totally Booked Practice
888-243-2661
totallybookedpractice.com

Trigenics Institute
of Functional Neurology
416-481-1936
trigenicsinstitute.com

Trusted Voice
877-558-6423
trustedvoice.com

Upledger Institute Int’l
800-233-5880
upledger.com

Ventura Designs
888-713-2093
posturepro.com

Visual Odyssey Inc.
800-541-4449
neuropatholator.com

Watt Media Inc.
800-250-8233
watt-media.com

We Got Your Phone
410-591-4336
wegotyourphone.com

Wellness Way
888-450-3333
wellnessway.com

The information in the buyers guide was obtained from questionnaires completed by the listed companies. Company listings highlighted in
RED have an advertisement in this issue. For the complete listing of services these companies provide, and to view our complete online
directory, visit ChiroEco.com/directory.
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WHY DO SO MANY OF US DO

IT? PERHAPS IT’S BECAUSE

our brains are hardwired,
telling us to run when we sense danger.
Whatever the reason, when the stock
market goes into a serious correction
and prices fall, many investors tend to
panic. Their brains seem to send them
an urgent message declaring it’s time to
sell.
Conversely, when things are

humming on Wall Street and prices
are hovering at their highs, those same
investors can’t wait to get in on the
action. The result for those investors
(some experts say most investors) is
the costly mistake of selling low and
buying high. That, of course, is the
precise opposite of the path followed
by the most successful investors, who
buy low and sell high.
While it’s true that pulling out of a

bear market when prices are dropping
can appear to benefit your investment
portfolio by limiting short-term
damage, it can also cause you to miss
out on the inevitable rebound that
follows a big drop by failing to get
back in the market soon enough.
Being out of the market, even for a
short time, can result in the loss of
considerable wealth-building profits.
So what should you do during a

market correction? Many financial
professionals recommend holding tight
and doing nothing.
“Often, the wisest thing to do during

periods of extreme market volatility is
to stick with the investment plan that
you’ve already devised,” says Bill
McNabb, Vanguard Fund’s chairman
and chief executive officer. “Equity
markets have reaped sizable gains over
the past six years. Such setbacks, while

unnerving, are inevitable.”
Such a do-nothing approach might

be a tough path to follow when you’re
frightened by sharp, unrealized losses in
your investment portfolio, but turning
those unrealized losses into real ones
by selling out can often be the worst
thing to do. McNabb points out that no
action is actually an active decision, and
can be the right decision for reaching
your long-term financial goals.
And McNabb is not alone in his

feelings. “When the markets are rising
strongly, investors are more likely to put
money into stocks (buying high),” says
Charles Rotblut, a certified financial
analyst. “When a steep market correc-
tion or a bear market occurs, many
investors move to sell their stocks
(selling low). Then, once the market has
rebounded and recorded significant
gains, those same investors notice the
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Weathering the storm
How to survive a market correction.
BY WILL IAM J. LYNOTT
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profits they are missing out on and
they decide that it’s time to put money
back into stocks. This repetitive cycle
results in a process of locking in big
losses and missing out on big gains.”
While most financial professionals

recommend that you sit tight during
major market corrections, there are
those, including Warren Buffet—often
cited as the world’s most successful
stock market investor—who say that
such a time is a rare opportunity to
build your wealth by buying stocks.
Not every investor will have the

stomach to buy more stocks when
prices are falling, even though history
tells us that Buffet is correct in his
belief. For those of us who find that
even a do-nothing approach can be
unnerving when stocks are taking a
nose dive, here are some things you
can do to help settle your nerves:

Remind yourself that market corrections
are common and inevitable. The history
of equity investing is peppered with
major and minor corrections. In the
past 100 years, starting with the “Black
Tuesday” market crash of 1929, to the
real estate bubble crash of 2008, to the
recent Chinese economy correction
starting in June 2015, there have been
more than a dozen significant market
corrections. Every one of those was
followed by rebounds that led to new
market highs (except for the most
recent that hasn’t had time yet to
follow suit).
Clearly, history is on the side of

those who say stick to your own
investment plan by sitting tight during
a market correction. Of course, it’s
important that you have a plan of your
own, including a well-diversified
portfolio in order to benefit fully.

Don’t let emotion get the best of you.
Constant checking of stock prices

during a market decline coupled with
exposure to doomsayers’ market
predictions is sure to rattle you more
than it should. When emotions
dominate your decision-making
process, good judgment often suffers.
Successful investors have learned to

make a special effort to prevent
emotions from unduly influencing
investment decisions, particularly sell
decisions. Perhaps the best way to
accomplish this is to break the habit
of agonizing over daily fluctuations in
market prices.

Make market volatility work for you.
Once you come to terms with the fact
that market volatility and periodic
market corrections are inevitable and
normal, it’s time to put that knowledge
to work for you instead of letting it
wreck your portfolio.
Continue to invest on a regular and

planned basis regardless of fluctuations
in market prices. In order to put market
volatility to work for you, it’s important
to participate in an automatic invest-
ment plan such as an IRA or 401(k), a
target date mutual fund, or some
variation of your own plan for regular
investing. Remember: The more you
invest when market prices are down,
the more you will benefit when prices
rebound.
While there is no guaranteed formula

for optimum success in managing your
investment portfolio during market
downturns, the evidence strongly
suggests that the best plan of action for
most investors is a plan of inaction.

WILLIAM J. LYNOTT is a
freelance writer whose work
appears regularly in leading trade
publications and newspapers as
well as consumer magazines

including Reader’s Digest and Family Circle.
he can be reached at lynott@verizon.net or
through blynott.com.

The more you invest when market prices are down,
the more you will benefit when prices rebound.
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FOR SOME PEOPLE, THE PROSPECT

OF RETIREMENT COULD BE YEARS

away and for others it could be
just around the corner.
In my work with chiropractors over

the years, I have helped many retire
and others to start the process. As an
illustration, consider the following two
scenarios.

A long-term plan
Let’s say you have quite some time
before you plan to “hang up your
hands.” The ideal strategy in this case
is to start setting aside enough money
for your retirement. This article is not
about how to invest it—that’s up to you
and your financial advisor. This is
about how to save the money to give
to your advisor.
The first step is to evaluate the costs

of operating your practice. This is the
monthly expense of paying staff,
overhead, and yourself. There are two
factors to evaluate: How much it takes
to operate the practice and how much
you need for your lifestyle.
Let’s say your office costs are $25,000

per month and you need $10,000 per
month for your household and family,
for a total of $35,000. Add to this
amount what you plan to set aside
each month for your retirement.
At a younger age, try to set aside at

least 5 percent of your total income
every month after expenses like credit
card fees, bank fees, etc. This is your
“corrected gross income.” You can
increase this percentage to a much
larger number as time goes on.
There are some who eventually

manage to put away 40 percent of their

corrected gross income monthly and
can retire early.
Put your saved funds into a special

account (not your business checking
account). This is your “reserve account,”
so make it difficult to spend from it.
Put it in a different bank from your
business account with no debit card
attached, so you have to see a teller
personally to make a withdrawal. Then
don’t touch it. This is not your tax set-
aside or vacation money.
This account, once you start to put

money into it, will grow and give you a
good feeling because it’s the reward for
your hard work. But like a stalactite in
a cave, if you start to touch it, it stops
growing.
It is important to write a check to

your reserve account first, before you
pay your bills. Consider it a bill that
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Crossing the finish line
It’s never too early to start preparing for retirement.
BY EDGAR SHARP
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you have to pay just as much as making
payroll. Virtually any organization will
be tempted to spend more than it
makes, and strong financial controls
have to be put into place to prevent that.
You will find that your practice will

get by and you will make the funds you
need to do well—but only if your
reserve account isn’t used for your
practice or living expenses. After many
years, your retirement can be fully
funded.

A last-minute plan
Now contrast the above with the situa-
tion of needing or wanting to retire in
the near future.
In this case, you’ve been working

hard for many years and have built a
successful practice, but you haven’t
taken care of funding your retirement.
You have two major options:
1. Sell your practice. But a word to

the wise: Once you decide to sell, it
might take months—or even years—to
find the right buyer. So the key here is
to keep creating your practice while you
are looking for a buyer. You are the
source of the energy that created your
practice and kept it going. Your energy
and focus must be maintained to
preserve your practice’s value. All too
often a person decides to sell and the
business drops off as the owner is no
longer invested in its success.
2. Get an associate. The idea is that

he or she will buy the practice
someday. You want an associate who
will invest in the future of the practice;
otherwise, they will just be delivering
for themselves. Look for an associate
with the type of adjusting style you
use. (This is not a deal-breaker, but it
helps.) This way, transitioning the
patients from you to the associate is
easier.
With an associate in place, your

duties as the doctor shift more from
treatment to sales, marketing, and
quality control. Gradually turn your
patients over to the new doctor and

survey them on how they liked their
treatment, making sure to address any
quality issues that come up.
Admittedly, there will be some

patients who say they only want your
care and no one else’s. Even those can
be turned over if you communicate to
them your complete confidence in the
associate and your assurance that they
will receive the same quality of care as
from you. Let them know you are
overseeing their treatment plan every
step of the way.
Once the new doctor has mastered

the quality of patient care you deliver,
you can train him or her on reports
and re-exams. Once that has been
understood, turn marketing over to the
office manager so there is a continuous
flow of new patients.
At this point, you should be working

part-time and readying yourself to step
down. You have the option to continue
working part-time to ensure that the
delivery of care and marketing are
proceeding smoothly. This is semi-
retirement, and you’ll only step in if
there is an emergency.
You now have more time and

freedom, and that may be all you
want—still drawing a paycheck from
the practice; or you can eventually sell
the practice to the associate and retire.

Whether you start setting aside
more money for retirement early, hire
an associate, or sell your practice, the
numbers need to be there to support
your decision. If bills are too high and
profits too low, it is hard to accomplish
the target of retirement. Don’t hesitate
to get outside help or training on how
to be a better executive.

EDGAR SHARP has been helping
doctors have more successful
practices though management
consulting and life coaching for
more than 25 years. he owes and

operates Sharp management and Consulting.
he can be contacted at 727-669-0655 or
through thesharpmanagement.com
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THE LATE WINTER WIND BLOWS A

FEW SNOWFLAKES PAST THE

window as I stare and contem-
plate the past 20 years of my life. “Oh
if I could go back in time, knowing
what I know now,” I think, as all the
fleeting images of long-gone successes
and mistakes race through my mind.
Are you a student or a DC looking

to start a new practice? Here are the
top 10 things I wish I had known
when I started.

1. Location. Start where you want to
end up. If you start a practice in Ohio
knowing you ultimately want to live in
Texas, just start in Texas. The most
successful practices are ones where the
DC started and stayed for decades, by
building a huge chiropractic following
with unstoppable momentum.

2. Expertise. Fill your mind with chiro-
practic gold. The new DC has a brain
crammed with basic sciences yet an
empty tank when it comes to chiro-
practic history and philosophy. Who
coined the term chiropractic and what
is it? What do adjustments actually do?
These are just a few of the many
questions patients have that all DCs
should be able to answer.

3. Time management. If you spend 45
minutes to see a new patient, 30
minutes to do a report, and 10 minutes
to treat the average patient, yet have a
goal to serve 200 people a week, you

are going to suffer disappointment.
Increasing your skill and efficiency
with your time will be your greatest
challenge as these determine how many
people you see—and how much you
can earn.

4. Debt. List all your debts from smallest
to largest. How much of the payments
are interest and how much are principle?
Always pay at least enough to cover the
interest, because the last thing you want
is $180,000 in student loans to turn into
$220,000. Don’t even consider buying a
home until all unsecured debt is gone.

5. Education. Your education is actually
beginning. Always be reading a success-
oriented book, listening to material in
the car, watching educational videos,
and attending seminars of all types to
advance your know-how. School is
never out for the pro.

6. Health. Commit to getting and
staying mentally and physically fit—be
the real thing. Who wants natural
health advice from someone who
doesn’t look naturally healthy? To be a
chiropractic superhero, look and act
like one.

7. Self-control. Learn some “won’t
power.” DCs get rolling and want to
buy all the things they couldn’t afford
in school. If you have student loans,
guess what? You still can’t afford
luxuries. Get your tax, debt, and saving

systems in place first. Then consider all
purchases carefully.

8. Save. The typical DC will practice
40 years, then live another 20 or more
years after that. How are you going to
pay your bills after you retire? If you
want things to work out then, become
a great planner now. Start saving imme-
diately—even if just $50 per month—
then increase that over time. Of
course, crush all unsecured debt first
before ramping up your savings.

9. Sell.A chiropractor is a serious
entrepreneur. Embrace this. Maxwell
Maltz wrote in his book Psycho
Cybernetics: “Image is all.” You must be
able to sell yourself. People buy with
their eyes before you even speak. So be
able to sell your ideas and the chiro-
practic way of life convincingly.

10. Leverage. Hire a proven mentor,
consultant, or coach to guide you. This
will save you years of wheel spinning
and help you avoid common dangers
as you grow and establish your
successful practice.

TORY ROBSON, DC, DaamLP, is
author of The Image Doctor and
the 7 Pillar System for Professional
Success. he is the founder of
Winners Edge Chiropractic

Consulting and is committed to helping DC's
build the smartest, most efficient, credible,
and most successful practices in the world.
he can be reached at drtorychiro@yahoo.com
or through truechirosuccess.com.

10 things I wish I’d known starting out
BY TORY ROBSON DC, DAAMLP
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DATEBOOK

DAtE EVENt WHERE SPoNSoR PHoNE

April 8-9 CEAS I: Ergonomics Assessment Certification Workshop West Palm Beach, FL Back School of Atlanta 404-355-7756

April 9-10 Graston technique M1 Basic training Ann Arbor, MI Graston Technique 888-926-2727

April 9-10 Graston technique M1 Basic training Buffalo, NY Graston Technique 888-926-2727

April 9-10 Rocktape FMt Basic and Performance Ypsilanti, MI RockTape 408-912-7625

April 9-10 Posture, Balance, and Motion Dallas BodyZone LLC 770-922-0700

April 9-10 Rocktape FMt Basic and Performance St. Charles, MO RockTape 408-912-7625

April 9-10 Activator Method Seminar Chicago Activator 800-598-0224

April 14-17 Cox Seminar Certification Course Parts I and II Fort Wayne, IN Cox Technic 260-637-6609

April 15-17 KSt Seminar Philadelphia Tedd Koren Seminars 800-537-3001

April 16-17 Graston technique M1 Basic training Louisville, KY Graston Technique 888-926-2727

April 16-17 Graston technique M1 Basic training Seattle Graston Technique 888-926-2727

April 16-17 Activator Method Seminar Denver Activator 800-598-0224

April 23-24 Graston technique M1 Basic training San Diego Graston Technique 888-926-2727

April 23-24 Graston technique M1 Basic training St. Louis Graston Technique 888-926-2727

April 23-24 Graston technique M2 Advanced training St. Louis Graston Technique 888-926-2727

April 23-24 Graston technique M1 Basic training New York Graston Technique 888-926-2727

April 23-24 Graston technique M1 Basic training Atlanta Graston Technique 888-926-2727

April 23-24 Posture, Balance and Motion Chicago BodyZone LLC 770-922-0700

April 23-24 Activator Method Seminar Atlanta Activator 800-598-0224

April 28-29 CEAS II: Aging Workforce Ergonomics Solutions Certification Phoenix Back School of Atlanta 800-783-7536

April 29-30 Graston technique M1 Basic training Salt Lake City Graston Technique 888-926-2727

April 30-May 1 Graston technique M1 Basic training Boston Graston Technique 888-926-2727

April 30-May 1 Activator Method Seminar Kansas City, MO Activator 800-598-0224

May 5-6 CEAS I: Ergonomics Assessment Certification Workshop Pittsburgh Back School of Atlanta 800-783-7536

May 7-8 Posture, Balance and Motion Atlanta BodyZone LLC 770-922-0700

May 7-8 Graston technique M1 Basic training New Orleans Graston Technique 888-926-2727

May 7-8 Graston technique M1 Basic training Seattle Graston Technique 888-926-2727

May 12-13 Graston technique M1 Basic training Chicago Graston Technique 888-926-2727

May 12-13 Graston technique M2 Advanced training Chicago Graston Technique 888-926-2727

May 12-13 Graston technique M1 Basic training Nashua, NH Graston Technique 888-926-2727

May 12-13 Graston technique M2 Advanced training Nashua, NH Graston Technique 888-926-2727

May 13-15 KSt Seminar Atlanta Tedd Koren Seminars 800-537-3001

May 14-15 Graston technique M1 Basic training Tampa, FL Graston Technique 888-926-2727

May 14-15 Graston technique M2 Advanced training Tampa, FL Graston Technique 888-926-2727

May 14-15 Activator Method Seminar Minneapolis Activator 800-598-0224

May 14-15 Activator Method Seminar Calgary, AB Activator 800-598-0224

May 21-22 Posture, Balance and Motion Newark, NJ BodyZone LLC 770-922-0700

June 2-5 2016 CCA Convention and Marketplace San Diego California Chiropractic Association 916-648-2727

June 4-5 Activator Method Seminar Tysons Corner, VA Activator 800-598-0224

June 11-12 Graston technique M1 Basic training Minneapolis Graston Technique 888-926-2727

June 21-22 Graston technique M1 Basic training Baltimore Graston Technique 888-926-2727

June 21-22 Graston technique M2 Advanced training Baltimore Graston Technique 888-926-2727

June 25-26 Cox Seminar - Grand Rounds and Spinal Research outcomes Boston Cox Technic 260-637-6609

June 25-26 CCA Right in Your Backyard Seminar Olympic Valley, CA California Chiropractic Association 916-648-2727

June 27-28 QME Re-Certification, x-Ray, Adjustive technique, and more Olympic Valley, CA California Chiropractic Association 530-583-6300

July 21-24 Cox Seminar - Certification Course Parts I and II Fort Wayne, IN Cox Technic 260-637-6609

Aug. 6-7 Kinesio taping Fundamentals and Advanced Anchorage, AK Kinesio Taping Association 888-320-8273

For a searchable list of more seminars and show dates or to submit your event, visit ChiroEco.com/datebook.
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Access 2 Integration . . . . . . . . . . . . . . . . . . .26

Activator Metods Inc. . . . . . . . . . . . . . . . . . .75

Advanced Medical Integration . . . . . . . . .80

Anabolic Laboratories . . . . . . . . . . . . . . . . . .18

Bintz Company . . . . . . . . . . . . . . . . . . . . . . .52

BIOTONE . . . . . . . . . . . . . . . . . . . . . . . . . . . . .37

BrainCore Therapy . . . . . . . . . . . . . . . . . . . .50

CareCredit . . . . . . . . . . . . . . . . . . . . . . . . . . . .15

Chiro Capital . . . . . . . . . . . . . . . . . . . . . . . . . .21

ChiroMatrix . . . . . . . . . . . . . . . . . . . . . . . . . .35

ChiroPlanet . . . . . . . . . . . . . . . . . . . . . . . . . .64

Chiropractic Business Academy . . . . . . . .80

ChiroPractice Marketing Solutions . . . . . .76

Chirowealth Learning Systems . . . . . . . . . .56

Cogent Solutions Group . . . . . . . . . . . . . . . .17

DaVinci Labs . . . . . . . . . . . . . . . . . . . . . . . . . .53

Dee Cee Laboratories Inc. . . .4-5, 44-45, 66

ECLIPSE Software . . . . . . . . . . . . . . . . . . . . .29

Edom Laboratories . . . . . . . . . . . . . . . . . . . . .81

Encompass Nutrients . . . . . . . . . . . . . . . . . .62

Erchonia . . . . . . . . . . . . . . . . . . . . . . . . . . .9, 61

Essential Formulas Inc. . . . . . . . . . . . . .25, 49

EZNotes . . . . . . . . . . . . . . . . . . . . . . . . . . . . .48

Fenix Nutrition . . . . . . . . . . . . . . . . . . . . . . . .59

Florida Chiropractic Association . . . . . . . .77

Foot Levelers Inc. . . . . . . . . . . . . . . . . . .13, 84

Foundation for Chiropractic Progress . . . .73

Functional Medicine Masters . . . . . . . . . .80

Health Atlast . . . . . . . . . . . . . . . . . . . . . . . . . .22

Hill Laboratories Co. . . . . . . . . . . . . . . . .82-83

Hiscox Business Insurance . . . . . . . . . . . . .6-7

Human Touch . . . . . . . . . . . . . . . . . . . . . . . . .31

HydroMassage/JTL Enterprises Inc. . . . . .38

Inborne Technology-Now MD . . . . . . . . . .69

Integrity Management . . . . . . . . . .Belly Band

KMC University . . . . . . . . . . . . . . . . . . . . . . .20

Life Benefits Inc. . . . . . . . . . . . . . . . . . . . . . . .42

LiteCure . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .41

Massage Magazine Insurance Plus . . . . . .79

Material Gurl . . . . . . . . . . . . . . . . . . . . . . . . .81

Multi Radiance Medical . . . . . . . . . . . . . . . .57

Nature’s Rite . . . . . . . . . . . . . . . . . . . . . . . . . .11

NCMIC . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .58

Nordic Naturals . . . . . . . . . . . . . . . . . . . . . . . .39

Nutri-Spec . . . . . . . . . . . . . . . . . . . . . . . . . . . .32

Nutri-West . . . . . . . . . . . . . . . . . . . . . . . . . . . .43

OnlineChiro.com . . . . . . . . . . . . . . . . . . . . . .23

Parker Seminars . . . . . . . . . . . . . . . . . . . . . . .67

Patient Media Inc. . . . . . . . . . . . . . . . . .28, 63

PayDC Chiropractic Software . . . . . . . . . . .24

Ridge and Company . . . . . . . . . . . . . . . . . . .81

RockTape . . . . . . . . . . . . . . . . . . . . . . . . . . . . .34

S.A.M. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .81

Seroyal International . . . . . . . . . . . . . . . . . . .51

Sigma Instruments . . . . . . . . . . . . . . . . . . . .36

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

Massage Tool
The Pure-Wave CM5 is a powerful
and effective handheld percussion

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

Wellness
MyPainAway After-Burn Cream, powered by
Topricin, offers a safe, natural way to soothe
sunburn, windburn, other minor burns, blisters,
chaffing, and itchy skin. It’s formulated with natural
biomedicines in a nourishing base that includes
coconut oil and purified water to revitalize skin.
Dramatic healing for sunburned skin in less than 23 hours.*
845-871-4900 • topicalbiomedic.com

Practice Management
Healthcare Perceptions is a cost-
effective way to reach your clients and
get vital feedback instantly. Options
include patient monitoring, patient
reported outcomes, and satisfaction

surveys. Effective use of these resources can keep your practice
viable and profitable. Healthcare Perceptions has several format
options that include the in-office kiosk, iPad, emailing, and texts.
In all cases, the results are instantly updated to the administrator’s
desktop for real-time feedback from your patients.
814-317-7702 • hcperceptions.com

Herbal Supplement
Relax Already is a nutritional supplement designed
to help your patients relieve muscle spasm, stress,
tension, and busy-brain. The product combines six
potent ingredients: valerian root, magnesium, passion
flower, cramp bark, chamomile, and lemon balm, that
have been shown in research to help alleviate muscle
spasm, anxiety, and tension.*
800-515-8698 • stoneagewellness.com

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

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

Patient Education
BackScratcher Cards combine the fun of
Trivial Pursuit with the thrill of scratch-off
lottery tickets. Each deck features 60
different designs and short educational
messages. On the back, patients use what

they’ve learned to complete a sentence, choosing from four possible
answers. They scratch off the one they think is correct. Because the
game is fun to play, patients get a new understanding of
chiropractic and the nature of true health.
719-488-6663 • patientmedia.com

Orthotics
XP3+ is ideal for extreme
endurance sports and athletes
such as distance runners, triathletes, and others. XP3+ was
designed to withstand (and absorb) prolonged, repetitive impact.
XP3+ reduces up to 90 percent of shock and supercharges
propulsion at toeoff. XP3+ provides results on the road, the track,
and on the field.
540-345-0008 • footlevelers.com

Tables
This is an eight-section electric
chiropractic table with four sections of
adjustable tension-drop at the head,
thorax, and abdomen sections. As the
emphasis of chiropractic is on manual

and manipulative therapy for the treatment of joint dysfunctions,
Chiroma was developed to enhance chiropractic treatment and
improve patient outcomes.
909-606-8889 • everyway4all.com

Nutritional Supplement
Prescript-Assist’s 29 strains of beneficial microflora
are naturally adapted to the gI tract, and inherently
resistant to stomach acid and heat. Routine testing
confirms more than 95 percent viability two years
after date of manufacture, without refrigeration.
Prescript-Assist includes leonardite, a prebiotic
composition of humic and fulvic acids, allowing the
beneficial bacteria to proliferate.
800-257-3315 • prescript-assist.com
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ADMARKETPLACE

Claim YOUR Space Today!

904-285-6020
Janice Long, Ext. 541
Jeff Pruitt, Ext. 542

Susan Nevins, Ext. 554

WE SAVED THIS
SPACE FOR YOU

Small ads have
big rewards.
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CLASSIFIEDMARKETPLACE

EQUIPMENT FOR SALE

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

PRACTICE FOR SALE

PRACTICES FOR SALE in CA, Fl, GA, IL, MO,
MI, MS, NM,NY, OH, OR, PA, TN, TX. I have new
doctors who want to buy your practice $300.00
for Practice Analysis. For more info Contact Dr.
Tom Morgan, VolumeDC@aol.com, 770-748-
6084, www.VolumePractice.com

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

PARTNER WANTED

SEEKING YOUNG, ENERGETIC CHIRO-
PRACTOR TO BUY INTO EXISTING
PRACTICE. Very busy Philadelphia Med-
ical/Chiropractic practice generating $600,000+
gross revenues yearly. Must have financing
available. Call Dr. Brown 215-620-5520.

PRACTICE FOR SALE

LOOKING FOR AN OUTSTANDING
PURCHASE OPPORTUNITY IN
DALLAS, TX?Well established, diversified
practice specializing in Active Release
Technique for sale in the upscale Park Cities
area of Dallas, TX.

Located in a high income, chiropractic
friendly area for 14 years. Doctor is selling his
practice, goodwill, customer list, equipment
and office furniture.

The thriving practice collected $381,243 in
2014. Doctor take home pay before taxes is
$260,634 (68%). Doctor sees, on average, 20
patients per day.

Interested parties contact Michael
Paulson at 469-766-2238.

BUSINESS OPPORTUNITY

MAKE $50-100K+ WITH PHARMACO-
GENETICTESTING PGx (DNA) Tests prevent
death from Adverse Drug Reactions. Save lives,
make huge commissions, refer l MD for PGx test-
ing, $50K! Refer 5 MD’s $250K, Pay off student
loans fast! Act now, this won’t last long. 732-822-
6146, jlachiro@aol.com,www.MedRepJobs.online








